








Pm “i. 




















re sad 

















{ OAD OC NE oO RIN 
me ‘ 


POTEET REL Hy, 
Se 


F rl i 


i 

' 
\ , gee 4 
: , meee 


eer ee 

























et" 
Jak 





- 

¢ 
+) eS) ay 
Thy wf wae? 


Sat 
mee) 





ae ch Saha 
pati hae 
4 pets same * WEE 
s\ihy ) se 
tl 






, 
eke b 


“IESG 8 
ee Sr 


6r) 
c apPeeTeny ‘> 
YAH ODT oN RI 


- 
rae OT AY ie 

ee Pry’ f ts? . Ae 

hy Re + fF +3 rue TP > 


] 

my we b 

rom at te 
ye : ~—e 


ry 





ah ad. 
ih: tt 
pans 






Fe 


ret 


seed 


* 


eee? .} as Y A. 
Ts =<} re 
. 
Sie 


ve 
‘ 
TAR 
~ 


~* 







’ 2 “4 
a 35 areas 
oy at. : 
, . 


peer SS 
mY 


ae teat & ESL ier tS , 

wmeck > ; ry hy 46> ee ees Pes \ 
epee OES a Lal WO I Ou a 
. ‘Sry < “ : my % 4 ae K, ‘ 
Agi) > i ee TS mI SM AN BS ee ‘* 
he PEE aie eee RASS tie 
Z ak “ee Meera ‘ +4 . . 

4 Pied te! ah’ . 






















ste 


> . ¥ 
Laas 





won sett 


> -—" 
~ eras o4 iad 
Was Vn 


> -e i 22 al lneist 


~~ ie a a 


: = 
THRUSH FLOW CONTROL SYSTEM : 
ANTICIPATES OUTSIDE WEATHER CHANGES . 


DEOW Taresh Flow Control Systems ie cnetplote fer every jeb — ond mere cum 
pletely automatic than was ever before possible with hot water heating. The new Thrush 
Radiant Heat Control operates both by room and water temperatures, and maintains radiator 
temperaturés which provide sufficient radiant heat at all times to entirely prevent the con- 

dition known as “cold 70.” Let us tell you more ‘about it. 


‘Thrush Flow Control System is the simplest and most dependable means of forced 
circulation control ever devised. Only one Flow Control Valve is used. Easy to in- 
stall on old or new plants. On new work the reduction in pipe sizes completely off- _ 
sets the cost of Thrush Equipment. You will increase your business and make better 
friends by installing and recommending the complete Thrush Flow Control System. 


fe ome 


) 
; " Please tell us more about the complete Thrush Flow Control System. 
NAME 
ADDRESS 
CITY 
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MAIL COUPON FOR MORE INFORMATION TODAY! 
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Vogel Number Ten— For comfort 
stations, schools, semi-public and 
public places 





,be made semi-frost-proof 
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~ VOGEL sq i FACTORY CLOSETS 


Ree reputation of VOGEL Prdéducts has Cine built 
“upon econédmy—dependability—and caetice. 
Plumbers install VYQGEL Closets yond Hydfants 
wit confidence; knowing they wilke dive years of 


service. with fewest repays. 
Va 


CEL Prodiitts will continug their high” stand- 
f quality, and as usuak %ill be sold only 





_ through recognized: Tepbers: Gnd plumbers. . ‘ 4 
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ALABAMA 
Birmingham............Arnold Supply Company 
CALIFORNIA 
Los Angeles............ commun Corporation 
Los Angeles—Union Hardware & Metal Company 


San Francisco...........Ducommun Corporation 





COLORADO 
ED. cicconeenssensssatens Goldberg Brothers 
CONNECTICUT 
ED. .ccccdccdeceneunns Hunter & Havens 
EE Ensworth & Son, Inc., ' 
New Haven—New Haven Plumbing & Supply Co. 
Stamford....Sheet Metal Manufacturing Co., Lac. 
Waterbury. ahionnd Weyand Company, Iac., Henry 
_ DISTRICT OF COLUMBIA 
Washington.............. Noland Company, Inc. 
WOcccccccacccoe ll Corrugating Co. 
, FLORIDA 
Miamie-..- cosecesenes---Cameron-Barkley Co. 
Dbbtanecesccasitadense ve Railey-Milam, Inc. 
, ——— ene . Magie Rfg. & Art Metal Works 
West Palms Beagh—Rfg. & Sheet Metal Supply Co. 
GEORGIA 
Aclanta...ade...-. Tull Metal & Supply Co., J. M. 
Savannahds....... Atlantic Roofing & Supply Co. 
ILLINOIS 


. Aurofra......Messenger & Parks Mfg. Company 
Chicago........ Barnes Metal Products Company 
Chicagp......... Chicago Steel-Service Company 
INDIANA 
Evansville—Ohio Valley Hardware & Roofing Co. 
Indian@polis.........++++++.lanner & Company 
; IOWA 
Des Moifies.....lowa Steel Warehouse Company 
Ottumwa... ie.,....+++-Haw _— Company 


or KENTUCK 

Louisville........ Stratton & a. Company 

LOUISIANA 
New Orleans...... .- Jones Company, J. Wilton 

een 

MD ccccccsccsesgoasess & & Sons, N. H. 
De ccosceseee Hall & ea t Hardware Co. 
Lborssncnnesena lake & Company 

; MARYLAND 
Pi sccnnneseenesse Conway, Wm. A., Inc. 
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MASSACHUSETTS 
niet ih d ibaa Avery & Saul Company 
neeseone ..Harvey Company, Arthur C. 
cineca eneebanh kimmhie Herrick C emongy 
PTTTTTTT TT TT Ryerson & Soa, Inc., Jos. T. 
Decne ne nie Austin-Hastings Company 
etl wei es aire Lamb & Ritchie Company 
nes eeeaattnaasen Aird-Don Company 
— eer Lewis Company, C aes 
Millar & Son Company, C , m= 
bekeneeenans Merrill & Usher Company 
MICHIGAN 
i. cn cee eee Jennison Hosdw rare Company 
i uhl Sons Company 
Detroit.......ccccccceces OE ss Company, R. C. 
..Behler-Young Company 
MINNESOTA 
3 ee Paper-Calmenson Company 
MISSOURI 
Kansas oe ee Townley Metal & Hardware Co. 
St. Louis.. - .Central Steel & Iron Company 
St. Louis..... . Tiemann Stove & Hardware Co., F. 
NEBRASKA 
nn. ct vcsvcsoaamenans Gate City Iron Works 
NEW jane 
Jersey City..........s000: York Corrugating Co. 
sd City....N.Y. Iron Rfg. & Corrugating Co. 
n.eesseese6eéi ophey-Smith Company 
Bs + coccccocsesss Trenton SM Supply House 





a ein A Aird-Don Company 
.. Binghamton Hardware Company 
ieinahee ee & Son Company, Chas. 
isidhereind.ie . Atlas Supply Company 
pemdneaakein LK. & S. Me Supply, Inc. 
adi ds de heen Sheet Metal Mfg. Company 
ee rr Beals, McCarthy & Rogers, Inc. 
RS Canton Steel Ceiling Company 
nan ae peel Aird-Don ompees 
béeenessees Case & Son Mfg. “Os . A. 
cpnbeatonne Case & Son Mfg. € Wy. A. 
ee eeneeeseeCanad Warren & mena, J. M. 
‘mes ..Millar & Son Company, Chas. 
ae »Hunting Supply Corporation 
OHIO 
Canton......... . Berger Mansfacturing Company 
Ge dcccccesamacecoves Milcor Steel Company 


Cincinnati...... Dieckmann Company, Ferdinand 
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GENERAL OFFICES .. 


When writing Republic Steel Corporation for further information, please address 


. CLEVELAND, OHIO 


Cincinnati........ Moise Steel Company of Ohio 
Sein + cecaaseananeas Betz-Pierce Company 
Cleveland.......Decker-Reichert Steel Compan 

Cleveland........... Kinsner & Son Comecas. |. 
Columbus... . Palmer-Donavin Mfg. Company 


EIOVES. cccccecces Reeves Manufacturing Company 

Tiffin rere Tt eee Tiffin Art leon eames 

Pecccceseceate: Bostwick-Braun Company 
OREGON 

PU ccocecccese Haseltine & Company, J. E. 


PENNSYLVANIA 


ees a ree H. P. Kinsey 


iii nesecesose< .E rie Conc rete & Steel Supply Co. 
Lancaster. pap ekawenedceein Raab Supply Co. 
Philadelphia....... '. Berger Brothers ¢ ompany 
Philadelphia....... .¢ agen. Donlevy Company 
Philadelphia............. Fable & Company, Inc. 
RES ERT Hall & Carpenter 
| EE Hyatt & Compan 
Philadelphia. . .2+.»-Obdvyke, Inc., “P. 
Philadelphia. . . Potts, Son & ¢ ompany, W. F. 
Pittsburgh........ Steel Products Company 
Pesassdeorvceve York Corrugating Company 
RHODE ISLAND 
Providence..... Cartier & Sons Company., M. N. 
TENNESSEE 
Chattanooga......... Roofing & Suppiv Company 
TER ccoctceceseesoves Herbert & Sons, T. L. 
TEXAS 
San Antoniqa,...San Antonio Mach. & Supply Co. 
UTAH 
Salt Lake City...Zion's Co-Operative Merc. Inst. 
VERMONT 
Burlington.. ......Blodgete Supply Company 
St. Johnsbury . .....Millar & Son Gompany, Chas, 
VIRGINIA 
Lynchburg.......... Handy Company, N. B. 
ee Tidewater Supply Company 
Richmond....... Southern R ailway Supply Co. 


..Dominion Metal & Culvert rp. 
WASHINGTON 


Roanoke..... 


Seattle..............-Seattle Hardware Company 
WISCONSIN 

Green Bay........ Morley-Murphy Company 

La Crosse..... _B; Badger Corrugating Company 

Milwaukee... .Gibbs Steel Company 
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y EARS that measure a span of almost three 
generations. Eighty years of uninterrupted 


business operation. A story of quality and 














integrity. For a dependable source of supply, 
turn to Kupferle with confidence. 


Ask us to send complete literature on Fire 
Hydrants; other Hydrants (yard, wall and street 


washers) and cast iron Plumbing Specialties. 


_" IRE HYDRANTS 
— HYDRANTS 


PLUMBING 
way SPECIALTIES 
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.KUPFERLE FOUNDRY CO. 


SAINT LOUIS 
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Another Example of INTERNATIONAL Flexibility — 


A Great “IN-BETWEEN” Truck... 
the % to 1-ton Model C-15 


The beautiful International 
Model C-15 offers a new combina- 
tion of truck features of unusual 
interest. It has a 6-cylinder en- 
gine, 136-inch wheelbase, synchro 
mesh transmission, hydraulic 
brakes, and full-floating rear axle, 
providing capacity and load space 
for almost any light, bulky load 
you'll ever want to haul. [ts mod- 
ern V-type radiator grille, sloping 
windshield, valanced fenders, and 
ventilated disc wheels are style 
details that make people see and 
admire this International Truck 
wherever it goes. 


Back of this new Model C-15 is | ime 


( INTERNATIONAI 
Tey 














more than 30 years’ truck-build- 
ing experience. Also guarding 
your International Truck invest- 
ment is the nation-wide Interna- 
tional Harvester service organiza- 
tion. International has direct 
factory branches close to every 
truck user, and many hundreds of 
International dealers in between. 
For further details, phone the 
nearest International Truck. rep- 
resentative or write to the ad- 
dress below. International sizes 
range from Half-Ton light deliy- — 





te 












Bodies can 





be supplied forthe — 







International C-15 to 







meet ev ery requirement, 


The panel and pick-up 




















bodies above and the drop- 
skirt stake body below 
are excellent examples. 
Chassis, f.o. b. factory 


$545 








INTERNATIONAL TRUCKS 
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‘“Are you sure it has a dry basement, dear?” 


“Sure thing! There’s an Imperial Floatless 
right here. “’ 


bring quick and easy sales with the 


IMPERIAL 





ELECTRI 


a so much flood-talk in the papers last spring, 
home-owners and home-buyers have become 
if Kolole bret elots-1-1-} olole(-brele} of-(os lol bt MME si Ubi Lobb elem oele tele tei-be-Meea= 
only one of the groups that think and talk about 
ise lotmtebaetteletei-s 


Melting snows and heavy rains will give you many 
openings for sump-pump sales. At every call, the 
easiest pump to sell, and keep sold, is the pump with 
the most facts in its favor. 





ed . a Pumping starts 
| a Corot t(=3:3- Mi @) of-sresiteye! when the water 


WY Rodd -¥- 98 do -W 1-1-5 Mw lod (-1- 0 Mod 0 reaches the 


The long-standing problem! presented by float trouble 

is now solved. In the Imperial Floatless design, 

eo) oT -saettloyeMoretebele) Mi eol-Mellole(el-loMeohar-c-lettest-telm@beMielsmugetiog — 
ve bele ME floes t- Moro cb ele) Me ol- EB ol? belesi'td-le Mle) diet ceed ¢-10 MB oh am ole) belize: 2 
fragments. There is no float. Two electrodes control 

the water-level. 











Sheek s)bbit-te Mel (let el-th clog -> 6tucde oh am olttcch omelohuaed 
od) Mb o}coy eb AME Gatt-10(-1-1-) Mmore} ol-joatlett ley eMmetelo Mm ieartte | 
: ; “ 6 Models 
CSS Mod boat bt related ¢-) me (orttoheMMetd-Mmeolisl-) am ore) bel t= tor All 
Votes Mm ol=)§ 0M (oMMel (ol-1- EE -Te (ole ME -1ed te Sump 
Depths 


Cid: ham your jebline °*39* 
IMPERIAL BRASS MFG. CO. 


1231 West Harrison Street, CHICAGO « 210 East 45th Street, NEW YORE — 








DOMESTIC ENG 





January, 1937 


CHIEAGO FAUCET NEWS 


INEERING 





9 





Issued Monthly by The Chicago Faucet Co., 2700-22 N. Crawford Ave., Chicago, III. 
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All parts of Chicago Faucets subject to wear are incorporated in a stand- 
interchangeable oper 
renewable as an electric light bulb. 


rating umtt and are as 


easily 








Why Chicago Faucets 


adhere to conservative 


Industrial product design is today 


__ fan important factor in the manufac- 


ture of everything intended for pub- 
lic acceptance and use. Not only 
must a product or device perform 


its function efficiently, but also it 
must satisfy certain esthetic stand- 
ards established by “trends” in pub- 


lic taste. And public taste is a fick le 
jade. One day it calls for dark walls 
and light furnishings. Another day 
it is light walls and dark furnish- 
ings. One season, “moderne” is the 
thing; next season the trend is again 
toward “periods.” One year, angles 
and faces are favored; the next, sdft 
curves and flowing lines. 

Now what guides the manufacturer 
in the degree to which he may fol- 
low these trends in public taste ?— 
for he must follow in some degree. 
Invariably it is the character of his 
product. The maker of a fine motor 
car can yield only moderately to the 
popular clamor; leaving the maker 
of low-priced, one-year cars to cater 
to fads and extreme fancies in pub- 





lines. 


lic taste. The fine car must be de 
signed to look “right” for a period 
of years—never extreme, never fad 


dish, but always in good taste, al- 
ways conservatively correct. 

And so it is with Chicago Faucets. 
Chicago Faucets are fine faucets, 
built to give lifetime service—to last 
as long as the building. During the 
life of a Chicago Faucet, m any cycles 
of changing public taste will re- 
volve. Extremes and fads will come 
and go. The problem, then, in the 
design of Chica iyo kaucets. iS to 
avoid fads; to impart to them the 
lasting distinction of grace and sym- 
metry. Good taste today will be 
good taste tomorrow, next year, al- 
ways. Chicago Faucets are in good 
They are designed to express 
their function ct only with efficiency 
and lasting economy, but with per- 
petual satisfaction to the eye. No 
user of Chicago Faucets ever has 
had or ever will have cause to com- 
plain that they have come to look 
out of date 


taste. 


quecr OT 


HICAGO FAUCETS 
atdeng ad the fuildng 


- 





LE A SA cS RN IE teenage 


DOMESTIC ENGINEERING January, 1937 





MORE COMPACT...LOW IN PRICE 


A SENSATIONAL IMPROVEMENT IN VACUUM PUMP DESIGN 


Here’s a triumph of mind over matter—a vacuum pump of large capacity, full 
efficiency, but reduced by skillful engineering to amazingly small dimensions. 
It’s the answer to the modern cry for elimination of excess bulk and weight. 
And the answer to demands for economy, because manufacturing costs have 
been reduced in like proportion! 

So today you have available the Hoffman-Economy Vertical Vacuum Pump—a unit of 
outstanding quality. 

This improved design pump is made in four sizes, from 2500 to 15000 sq. ft. capacity. 
It is completely furnished with electrical and control equipment of heavy-duty con- 
struction. It features the Jet Vacuum Producer, with ability to handle extremely hot 
water... pm Nea Bm water Capacity ... automatic control and cast iron receiver. 
Noiseless, efficient and long-serving. 


Write today for new special VVP-137 Bulletin giving full description, prices and capac- 
ities. Hoffman Specialty Co., Inc., Dept. RX-1, Waterbury, Conn. 


\l HOFFMAN 


VERTICAL 


l\) ECONOMY 
TT PUMPS 


Also makers of Venting Valves, Supply Valves, Traps and Air Conditioners — sold everywhere by leading wholesalers of Heating and Plumbing equipment. 
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»TREAMLINE 


IPE AND FITTINGS DIVISION 


{UELLER BRASS CO. 


PORT HURON,MICHIGAN 





and AIR 


CONDITIONING 


ONSIDER STREAMLINE Copper Pipe and Solder Fittings for your next pip- 

ing job. Remember there is nothing so efficient for water, steam Or vapor 
systems as Copper Pipe—and Copper Pipe connected with the smoothly re- 
cessed uniform water-way of the STREAMLINE Fitting. 


In addition to its non-rusting, non-clogging qualities and its constantly uniform 
conducting area, Copper Pipe actually delivers the heating element to the 
radiators quicker and with less heat loss than its corresponding size in other 
pipe. Radiators gain their maximum efficiency in keeping the building com- 
fortably heated. : 


Of the several complaints the building owner may have, one of his “pet peeves” 
is the fact that.certain rooms or apartments in the building cannot be evenly 
and comfortably heated. This state of affairs is mostly traceable to loss of heat 
through internal corrosion and flow restriction. An installation of STREAMLINE 
Copper Pipe and Solder Fittings eliminates the lag in heating systems. 


Remember too, the STREAMLINE Fitting is a cast bronze fitting—rigid and 
strong. The pipe openings are machined to accurate capillary fit for the pipe 
—and more than that they stay perfectly round and retain their proper toler- 
ance even when subjected to the intense heat required when the higher melt- 
ing point solders are used. In short, they make a more positive, workmanlike 
job, more satisfactory for you to use, and eminently more satisfactory for the 
finished installation. 


STREAMLINE Copper Pipe is not commercial copper pipe. It is a greatly im- 
proved product of uniform diameter and consistently close tolerance. 


STREAMLINE Solder Fittings are manufactured in sizes from 4" to 12” inclusive, 
and in a complete range of reductions in tees and elbows. You connect directly 
to the smaller or larger pipe lines without the use of adapters with their ad- 
ditional expense both for material and labor. A BETTER JOB—A LESS EXPEN- 
SIVE JOB—AND A MORE WORKMANLIKE JOB. 


Use STREAMLINE Copper Pipe, connect it with STREAMLINE Fittings —-ALWAYS. 


Menulectured in Canada Under License by 
CANADA WIRE & CABLE CO. LTD., TORONTO, CANADA 





. 
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installing solder-fitted piping. At the same time they help 
attract new business by enabling the operator to complete 
joints neatly and rapidly. 

For example: The small size and light weight of Prest-O-Lite 
torches make overhead jobs less difficult and minimize rip- 
ping and patching in confined quarters of completed buildings. 
The Prest-O- Lite torch is always ready for instant use—no 
pumping and priming are required. This exclusive feature 
encourages the operator to extinguish the flame between joints. 

The intensely hot Prest-O-Lite air-acetylene flame can be 
directed like a pencil and concentrated entirely where the 
heat is needed, without damage to adjacent materials. Your 
jobber will gladly give you the whole story on these and 
other Prest-O-Lite economies. Ask him for particulars or 
write to the Linde office near you. 


THE LINDE AIR PRODUCTS COMPANY 
(nit of l nion Carbide and Carbon Corporation 
UCC 
New York and Principal Cities 


ln Canada Dominion Oxygen Co., Ltd., Toronto 


PREST-O-LITE air-acetylene torches lower the cost of 
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MC Tank , B Tank 
. 10 on. ft. 40 cu. ft. 


PREST-O-LITE GAS 


Prest-O-Lite Gas in these 
familiar cylinders is readily 
: available throughout the 
country from thousands of 
Prest-O-LiteGas Exchange 
Service Stations. 
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Forget the Gadgets / A REVOLUTIONARY SELLING 


YOUR PROSPECTS ARE NOT MECHANICS POLICY THAT CAN SEND YOUR 
Home owners don’t understand mechanical terms—and don’t want to. 


So forget the gadgets, ‘‘features’’ and gimcracks—and tell the story of SALES SOAR ING TO NEW 


comfort—freedom and economy. / 
The Penn ‘‘Comfort Zone’”’ story is all explained by one selling help 
one clever, fascinating chart. The ‘‘Comfort Card” startles the prospect HIGHS 
into seeing that he really lives in a zone 4 feet from the floor—and that Ue nee 1? 
; , ‘ , PRES 
there is where comfort must be maintained. As you operate this PENN ELECTRIC SWITCH CO. 
‘‘Comfort Card” right before his eyes—he sees that he must have your 
type of heating equipment—Penn controlled. It is graphic—has motion 


eliminates arguments—skips mechanical discussions—humanizes the PENN CONTROLS FOR HEATING SERVICE 


story of automatic heat. 
TEM-CLOCK e TIMETROL e« TEMTROLS « LIMIT SWITCHES 


OPEN WITH THE “COMFORT ZONE” UNIT HEATER CONTROLS « STOKER RELAYS e SAFTROLS 
CLOSE WITH YOUR EQUIPMENT POWER GAS VALVES « FAN AND CIRCULATOR CONTROLS 


There in two sentences is the secret of faster, more profitable saleswork. And others for all standard or special heating, refrigeration, air con- 
The ‘‘ Comfort Zone’”’ story opens doors. Write us today for your ‘“‘ Comfort ditioning, pump and air compressor applications 

Card.”” There is no charge—now or later. Penn wants to help you in- 
crease your sales—no matter what equipment you sell. 


a 


ZIP OFF THIS COUPON 


HERE’S ALL YOU NEED— Caled ad adalah al al al, l 
QUE eee 


AND IT’S Gree 


This is the ‘Comfort Card’’ moving 
demonstrator—a flip of your fingers 
shows how your equipment— Penn con 
trolled—maintains ‘“*TRUE COMFORT 
in the FOUR FOOT ZONE” at all 
times, regardless of outside tempera- 
tures. Mail the coupon for your copy 
now. All you can use —are free 


ELECTRIC SWITCH CO. 


DES MOINES, IOWA 


OFFICES; Ne Boston, Detroit, Chicago. EXPORT: 100 Varick St., N Y. C. Distributors 
Principal Citi EPRESENTATIVES: Garland-Affolter Engr. Corp., San Francisco, Seattle, 
Angeles: Fors Pump and Machinery Co., Kansas City; The Uhl Co., Minneapolis; Jules 
Beneke, St. Louis: Monarch Sales, Denver 


~ 


», 












ae a 





VUWURULLEELLL ELBE LL i Ly 





14 DOMESTIC ENGINEERING January, 1937 


DEMING CELLAR DRAINERS 


The Bigger s® Value 








Points of ie a 


I—Ball bearings hermetically sealed 
in grease...no further lubrication 
required. 

| 2—Heavy solid stainless steel shaft 
| -». will not corrode . . . insures 





nee ee er eee 








| long life of lower bearing. 
| _ 3%—Slow speed . . . all models operate . 
| at 1750 R. P. M. . 
| 4—Non-clogging type of impeller... : 
| will pass solids almost twice as : 
large as ordinary cellar drainers. ; 
§—ALL BRONZE construction, includ- i 





i ing column pipe. 

@—Most EFFICIENT CELLAR DRAINERS 
| ON THE MARKET. Pump more 
' water. Consume less electricity. 


Among other features is the Thermal 
Overload Relay built into the special 
motor head which protects motor 
against overload. 


Units for sump depths of 6 and 8 feet 
have a self-lubricating intermediate 
bearing, located in the column pipe 
between the motor and the pump. 

















PRICES BEGIN AT $3,50° F.0.B. SALEM, OHIO 


















































Slightly higher on Pacific Coast 
; HEAD IN FEET—GALLONS PE Approxi- Price 
Sump Pipe R_HOUR mate Each 
Fig. No. Depth | Conrtec- Height : Shipping F.O.B. 
and Size Feet tions Ft.-In. 5 Ft. 10 Ft. 15 Ft. 20 Ft. 22 Ft. 25 Ft. Weight Salem, 
Inches Lbs. Ohio 
*4601-2 2 1\% 3’-6” 1900 1600 1300 750 400 nas 71 $35.00 
14602-2 2 1% 3’-6” 2700 2400 2000 1450 1100 300 71 48.00 
brs 3 1% 4’-6" 2700 2400 2000 1450 1100 300 77 57.00 
4602-4 7 1% 5'-6” 2700 2400 2000 1450 1100 300 84 65.60 
14602-6 6 1% 7’-6” 2700 2400 2000 1450 1100 300 96 77.00 
4602-8 8 1\% 9’-6" 2700 2400 2000 1450 1100 300 108 88.00 
*Furnished with 4% H.P., 1750 R.P.M., 60 cycle, 110 A.C. ball bearing, split phase motor. 
tFurnished with 4% H.P., 1750 R.P.M., 60 cycle, 110/220 A.C. ball bearing, repulsion-induction motor. 








THE DEMING GO. Established 1860 - 103 3 Bromma SALEM, al 
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'VENT-RITE 
AIR VALVES 


January, 1937 












Only nai hi -RITES have 540 Venting Positions; 





LANCE the most stubborn One-Pipe System. 


Sufficient to 








ANOTHER STEP FORWARD 


FOR AUTOMATICALLY FIRED 
ONE-PIPE STEAM JOBS 


VENT-RITE Introduces Another 


Exclusive Device 


THE VENT-RITE BALANCER 


This solenoid operated valve used in conjunc- 
tion with VENT-RITE Vacuum Valves Creates 
a New System— 


THE VENT-VAC SYSTEM 


NOW—Consider how the Vent-Vac System “Puts 
Steam to Work” as never before in One-Pipe 
Steam Jobs. 


l—It controls steam Distribution ON EVERY 
FIRING CYCLE so that all radiators ARE HEATED 
AT THE SAME TIME. 


2—It provides a further controlled B.T.U. Distribu- 
tion, under vacuum TO ALL RADIATORS IN 
PROPORTION TO THEIR RESPECTIVE HEAT 
— on the cooling side of Every Firing 
ycle. 


AND REMEMBER 


—that the new Vent-Vac System 
makes One-Pipe Steam Heating 
Practical and Desirable for Larger 
Residences, Small Factories, 
Schools, Hospitals, etc. 


—that systems which are equipped 
with Vacuum Valves can be im- 
proved in Efficiency and Economi- 
cal Operation by Simply Installing 
the— 


VENT-RITE BALANCER 
Instructions for Installation Covering Oil, 


Gas and Coal Automatically Fired Jobs 
with Every Balancer. 




















VENT-RITES WILL IMPROVE 
THE PERFORMANCE OF ANY 
ONE-PIPE STEAM SYSTEM 


Vent-Rite created and Introduced to the Heating Industry 
“Balanced Radiation by Controlled Venting” . . . a basically 
new principle of Controlling Steam Distribution that solves 
thousands of one-pipe steam heating problems. 


The Vent-Rite principle of controlled Venting is fundamen- 
tally right and is endorsed in general by the Heating Industry. 
The hundreds of thousands of Vent-Rite Valves which are 
giving perfect satisfaction on thousands of one-pipe jobs are 
evidence justifying that endorsement. 


Today—Everyday—thousands of Vent-Rite Valves are being 
installed by Heating Contractors Everywhere, many of whom 
use Vent-Rites exclusively. 


These Contractors know that the Venting Rate of Vent-Rite 
Valves is unlimited ... that Vent-Rites have as many as 540 
venting rates... that this necessary, wide venting range, will 
Balance and Control the Distribution of Steam to any number 
of Radiators. 


Thus, Vent-Rite Valves make Controlled Distribution a Prac- 
tical Feature regardless of the Number of Radiators in a sys- 
tem, their Sizes, their Distances from the Boiler, or Pressure 
Carried. 


At its best all that any boiler can do is generate steam, there- 
fore when you are having trouble with a one-pipe job, just 
try Vent-Rite Valves on the radiators. 


Balance the job... Heat all radiators at the same time... 
Put a New, a Greater Efficiency into the system by Controlling 
the Distribution of Steam with Vent-Rites. 


A Complete Line of Vent-Rite Valves 
is available for Every Venting Requirement... A line backed 
by a Sales Policy that gives Complete Trade Protection, as 
Vent-Rites are sold only through Selected Wholesalers of 
Plumbing and Heating Supplies. 


“Revolutionizing Steam Heating” describes the Vent-Vac System 
and its performance in detail. Send for your copy—Today. 


ANDERSON PRODUCTS 
INCORPORATED 
CAMBRIDGE MASSACHUSETTS 
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URNER COR E, INDIANA 
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Build for 
PERMANENCE 





with , | 
COPPER TUBING 


WOLVERINE 


+ 


‘naan and you can do the job the way THEY want it 
done with Copper Tubing. 





































“They” are the owners of modem buildings and they 
are demanding both MODERN and PERMANENT equip- 
ment. Much of the success of air conditioning systems 
and the heating and plumbing lines in these up-to-the- 
minute buildings depends on the flawless installation of 
copper tubing—such an installation can best be done 
with Wolverine Copper Tubing. 


Twenty years’ experience in the manufacture of 
“tubing exclusively” in the Wolverine Tube Mill (one of 
the most modern in America) assures you of: 


UNIFORM QUALITY. Wolverine engineers im- 
proved on the best machinery available to get a 
more uniform and a more nearly perfect product. 


UNIFORM SIZE. Wolverine Tubing is manufac- 
tured to such close tolerances that it will fit any 
type of sweat fitting on the market. 


PROMPT DELIVERY. Any quantity can be de- 
livered promptly from the mill. Fast delivery from 
mill depot stocks, located at strategic points. 


Tubing produced in a factory where only tubing is 
manufactured, quite naturally leads to perfection of fin- 
ished: product. Wolverine Tubing is made by men who 
have spent many years at the same job. The result is 
that each length of copper tubing from Wolverine is so Z 
near perfection that it is often referred to as the a 

Zz 


“PRODUCT OF CRAFTSMEN.” 





s 









t 


“A 

wa 
» 
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Wolverine Copper Tube in types K. L and M 


~ 
WOLVERINE 
d G t d A. S. T. M. i- 
T U B E Cc Oo M P A N ¥ euaiaes: th nse “Wieiedtnal and eae 


1411 CENTRAL AVE., DETROIT, MICH. are stamped at regular intervals on every length 
of copper tubing. 
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SELL THE 
PUMPS THAT 
YOU WOULD 
BUY 
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Wy” Goulds CID Water Sup 
System for shallow ¥ i | 
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If you were buying pumps you would pick Goulds. Because 
the complete range of sizes—for either deep or shallow wells 
—allow you to select a pump exactly suited to your capacity 
requirements . . . because fine materials, careful workman- 
ship and extra strength in every part assure dependable day 
in and day out performance without expensive service calls 
for adjustments and repairs . . . because Goulds quality is 
unequalled . . . because Goulds prices would give you the 
greatest value for your pump dollar. 


Goulds pumps and water supply systems are sold under a 
policy, unswervingly maintained, that recognizes and pro- 
tects the established distributor; that assures full cooperation 
at all times. Write today for complete information on the 
Goulds plan. If your regular jobber does not handle the 
Goulds line, write for name of nearest Goulds distributor. 


GOULDS PUMP S, INC. . m ~ __ Goulds CID Water Supp 


200 Fall Street Seneca Falls, N. Y. _ System for deep wells. 
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Capitol Radiators 
Many Sizes and Styles 





Capitol Air Condition- 
ers For Any Radiator 
System 


DOMESTIC ENGINEERING 


People are buying, building, mod- 
ernizing. Money is easier. Sales are 
easier. We are doing our part to 
make people want to buy Capitol. 


Our 8 manufacturing plants and 
27 direct factory branches in the 
principal marketing centers 

assure quick, dependable service. 
The high quality, up-to-the-min- 
ute design and complete line of 


Capitol products assure satisfac- 





tory installations . . . repeat busi- 
ness from satisfied customers. 

Capitol products include boilers, radi- 
ators, air conditioning equipment, warm 
air furnaces, unit heaters, water heaters, 
valves, controls and heating accessories 
Of course you want more business. 
Then participate with US in ou 
far-reaching program for greater 
sales in 1937. Write today for 


information on Capitol products 








Pacific Steel Boilers 


FKither Residential 


r Commercial 


UNITED jSTATES PADIATOR (ORPORATION 


General Offices, Detroit . 


Branches and Sales Offices in Principal Cities 
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.. . » When you depend on 
your J &L Pipe Distributor” 


“He knows good pipe—he represents a pipe manufacturer 
with 86 years of iron and steel experience—he carries Com- 
plete stocks—his service is prompt, intelligent and depend- 
able—and he’s a good man to do business with.” 


JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IRON ANO Steet. WORKS 


PITTSBURGH. PENNSYLVANIA 





The many exclusive features of Briggs Beautyware, 
with its lighter weight and greater beauty, appeal to 
architects, builders and home owners. With no D.T.U. 
or mail order competition, Master Plumbers every- 
where are finding its expanding market a source of 
handsome profits and satisfied customers. Tie up with 
Briggs Beautyware during 1937. Its popularity consti- 
tutes a great franchise for you. See a chartered Briggs 


Beautyware distributor or write to Briggs, Detroit. 
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Read the following statement from 
Master Plumber, D. C. Goodman: 


"T like to think of BRIGGS BEAUTY- 
WARE as a mighty cannon in my 
hands. With it I have been able to 
silence the incessant barrage of the 
Chains, catalogs, cooperatives, etc. 








“Hard it is for the prospective custom- 
er to withstand the gleaming beauty 
of BRIGGS BEAUTY WARE. And when 
the showing is backed up with facts 
concerning its beauty, lasting quali- 
ties, strength, rustlessness, lightness 
of weight, etc., many orders are taken 
that otherwise would have been lost. 














“Our journeymen smile when BRIGGS 
BEAUTYWARE is mentioned. They, 
as well as ourselves, realize that it is 
easily handled, quickly installed, is 
trouble-free, and shows their crafts- 
manship to best possible advantage. 








“Use BRIGGS BEAUTYWARE 
For it will change back 
The old profit column 
From red into black. 


Yours for more money in the pocket?’ 


(Signed) D. C. Goodman. 





BRIGGS MANUFACTURING COMPANY 


PLUMBING WARE DIVISION ° DETROIT, MICHIGAN 
NEW YORK e CHICAGO e MIAMI BEACH e LOS ANGELES 





January, 1937 


DOMESTIC ENGINEERING 














Dry Traps Admit Sewer Air and Vermin 


Water seal in floor drains often evaporates, leaving your 
floor drains an open duct from the sewer 


OOD NEWS for plumbers! 

As guardians of the public 
health, you have long recog- 
nized the need for making the 
public aware of the _ health 
menace resulting from dry traps 
in floor drains and other little 
used fixtures. 

Working with plumbers, the 
Phillips Corporation, creator 
of the Phillips Automatic Trap 
Seal Valve, has instituted a 
nationwide consumer advertis- 
ing campaign warning the 
public of dangers of dry traps. 
Fourteen advertisements in the 
Saturday Evening Post, 

Starting February 27— 
42,000,000 individual 
messages— pave the 
way for sales by you. 

This is your oppor- 
tunity to tie-in and 
cash in. Let your com- 
munity know you stock 
Phillips Automatic 
Trap Seal Valves. Offer 


PHILLIPS 
TRAP SEAL" 


AUTOMATIC 


PHILLIPS CORPORATION, PORTLAND, OREGON, U.S.A 


to check the floor drain traps of 
homes and other buildings in 
your district. You will find 
many without seals. The power- 
ful consumer advertising cam- 
paign will be backing you up, 
making the sale easier, when 
you urge the installation of the 
Phillips Automatic Trap Seal 
Valve. 

Plumbers have long realized 
that the unprotected drain trap 
is the weakest point in plumb- 
ing systems. Sewer gases ad- 
mitted by dry traps are danger- 
ous. Vermin entering through 

dry traps carry germs 
of many water-borne 
diseases. 
Phillips Automatic Trap 
_ Valves are protected 
U.S. patents 1759826, 
197 0744 ‘others pending): 
and by the following for- 
eign patents: Canada 344- 
822, Australia 18466, 
Great Britain 428510, Ger- 


many 1308709, France 
775482. 
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CLOSED 


oo 


WATER 
NEVER 








TIGHT 


LEAK 


VALVE SEAT 


Your Only Sure Protection 


The only sure 


Way 


to ward off the 


sc 


gases and 


vermin is to replenish water lost through evapora- 


tion and siphoning. 


And the only 


sure 


and sate 


way to do this is to install the Phillips Automatic 


Trap Seal Valve. 
Phillips Auto- 
matic Trap Seal 
Valves are manu- 
factured for the 
Phillips Corpor- 
ation by the Chi- 
cago Faucet Co., 
and distributed 
by them and by 
Crane Company 
and other leading 


jobbers. 
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Water seal 


Automatti« I 
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UNCING 
rHE CRANE 








@ Lets get together more in 37. 
There’s money in it for you. Money 
to be saved and money to be made 
in selling Crane plumbing and heat- 
ing fixtures and supplies. Each of us 
can make more money by working 


together. 





That is why we have built what we 
believe to be the most completely 
rounded-out program in the plumb- 
ing and heating business for aiding 
you to get more business at a profit. 
We call it the Crane 7-Point Plan 
for °37. Here are the details. 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. 


MICHIGAN AVE., CHICAGO, ILLINOIS 


Branches and Sales Offices in One Hundred and Sixty Cities 


VALVES, FITTINGS, FABRICATED PIPE, PUMPS, HEATING AND PLUMBING MATERIAL 


January, 1937 
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"7 - POINT PLAN 


ror 1937 


4 ‘a comptete line of mod- Crone National Advertis- 
: r ily styled, beautiful ing which will constantly 
mbing fixtures with Crane — make more people dissatisfied 
aut on all surfaces, Crone — with old, out-moded equip- 
ality. throughout — highly ment and make it easier for 
cient heating equipment —_you to sell modern CranEquip- 
c al, coke, oil and gas~ — ment to them for bathroom, 
plete line of valves, kitchen and basement. 
sand other roughing-in | 
Supp ies—all sold only through 
plumbing and heating con- 

















A planning service for- 
: ¥ kitchen, bathroom or base- 
ka MOS ee ment, which will help you build 

ual: sales from one item to a com- 


&. at of Crontavpmen plete job for new building or 


~~ houses “of Crone distributors remodeling. 
an 1 bi anches all over the ; 
country Lae that you can get A market-tested selling 
vicker, | plan including a wide 
_ variety of up-to-the-minute 
selling aids. for getting action 
for you from people in your 
territory who are in the market 
for plumbing fixtures ead: 





(he Crane's 7-Point Plan for 
‘37 to produce more profits 
for you. 











CranEquipment 
for Every Plumbing 
and Heating Job 
BATHROOM: 


TUBS: 24 styles; 


white and in & col 





| 
ors porcelain il] 
! _ } ‘ 
Cia and porce iin) 
1 
X lAl led ) 


cast 1ron; see Bath Section in your 
Crane Price Service Catalog. LAV A- 


TORIES: Over 3 stvles: 


vitreous cl tla and enameled cast tt yn; 
white, colored, Variety Of trim: 
St le ibin ts d < L S i 
t yee ( l i LU) ‘ rf ut 
( ime P CX ce ( t ) t de 
tails. WATER CLOSETS: O 7 
ode] te a ] | IS 
cI i ii ”) LuTO [ rrost 
proof vd tanks, 
Si n S.1 se traps snd nN. 
blowout; bid | 
Se Woot (| cS { ( ine 


Price Service 


HEATING: 


co} e. ol 


boilers ror steam 


hot water; rad: 
convecto h 
mers i11atio 
| . i i 





etc. See Heating 
tion of vour Crane Price Service 
( atalog for details 





double 
le compart- 
ments; frames, trimmings, etc. See 
Laundry Section of your Crane Price 
Service Catalog for details. 


KITCHEN: Com 
plete line of sinks 
iro S lay 
St I rn sink 
in America) to sim- 
pl C ¢na led mod |; po cl ! 
enameled and nickel all 
inet, scullery, butler pa 


sink and kitchen accessories. Plus a 
line of cabinet equipment enal 
you to sell complete kitchens. § 
your Crane Price Service | 

for details 
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It’s Steel boilers in 1937! 





@®@IN STEP WITH PROGRESS, 
synchronized perfectly with the devel- 
opment of modern firing methods, Fitz- 
gibbons Steel Boilers have driven irre- 
sistibly forward with improved design, 
greater outward beauty, closer coopera- 
tion between boiler and firing unit, and 
tankless domestic hot water supply. 
This progress has immeasurably aided 
the great increase in consumer accept- 
ance of automatic heat. The sale of 
Fitzgibbons Boilers for modern auto- 
matic heating is surging upward to a 


new high in 1937. 


FITZGIBBONS 





Like a rolling snowball, public recognition of the 
undeniable operating economies of STEEL boilers 
is growing by leaps and bounds. Fitzgibbons has 
done a big pioneering job in this education. Today, 
at the very beginning of 1937, Fitzgibbons boilers 
are all that any contractor, architect or builder could 
require to assure the complete success of the heat- 
ing installation in the homes he plans. 

FITZGIBBONS Steel Boilers for oil, gas, or stoker 
firing, have the right design for more efficient heat 
transfer, for easy cleaning, for lower cost heat—and 
the streamlined beauty that the modern home-owner 
appreciates. 

Join the procession — SELECT FITZGIBBONS 
STEEL BOILERS IN 1937. 

Write for the FITZGIBBONS catalog—indicate 
whether for Coal, Oil, Gas or Stoker. 

All the advantages of FITZGIBBONS Boilers for 
automatic firing, plus modern, split-system air con- 
ditioning. 


Fitzgibbons Boiler Company, Inc. 


GENERAL OFFICES: 
ARCHITECTS BLDG., 101 PARK AVE., NEW YORK, N. Y. 
Works: OSWEGO, N. Y. 
BRANCHES AND REPRESENTATIVES IN PRINCIPAL CITIES 
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NATIONALLY ADVERTISED 
QUALITY LINE 


You may already sell and install water systems or you may 
be contemplating doing so in the near future. In either case, 
start the New Year right by placing your exclusive efforts behind 
the Myers Line with dependable units to meet any capacity 
requirement. 

Leaders in attractive designs. Outstanding for perform- 
ance values. First in customer preference. Favorable prices 
for satisfactory profits protected by a Sound Sales Policy 
through legitimate trade channels. Take advantage of the 
exceptional sales values this nationally advertised, precision built 
line offers and cash in on increased business and profits during 
1937. 
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AIR CONDITIONING 


During summer, cold water from well or other source for 
air conditioning of homes or other buildings is practical and 
economical. Our Engineering Department will welcome the 
opportunity to tell you more about it. Ask for information. 


Catalog on request. 


Me PD, mm F.E.MYERS & BRO. 
Ss @) % Sten "2, S\ ASHLAND, OHIO. 
(ficult: 545-temed ~ @ \ 
l < 

a 


bo canna DP acta he 


FIG.2544 


[aos 


oe = 4 sa aa 9 , 
¢. Take Ott YourHat™ 7) 

) 

MYERS Asi 
— rarueve o- 0 a HANG as UE 


Sri AIZL 


FIG. 2633 





FIG.2510 











FIG. 2672 FIG.2700 








MYERS WATER SYSTEMS 
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CADWELL No. 75 
PRESSURE AND 
TEMPERATURE 
RELIEF VALVE. 
A competitive type 
of relief valve, of 
the fusible plug 
type which does 
not include §self- 
closing feature. 
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Mm! The CADWELL No.45 SYSTEM 
"for HOT WATER HEATING 


A. positively dependable unit complete 
for hot water heating systems which 
properly protects the boiler . . . keeps 
system balanced with water . . . and con- 
trols expansion pressure. A necessity to 
the hot water heating job. It can be used 
with or without any type of control valve 
or circulator. Installed in a minimum “Se 

of time. for Hot Water 


Heating A 
CADWELL Products 


CADWELL 
No. 85 (DIA- 
PHRAGM 

E) PRESSURE AND 
CUUM RELIEF 
VALVE. For use where a 
No. 75 temperature relief valve is 
not necessary. No. 35 


CADWELL No. 5 HOT 
WATER CONTROL @e 
VALVE. For use in feed- ; 
ing water supply to the 
hot water boiler. Guaran- 
teed to relieve system of 
high pressures. This valve 
m™ consists of feed valve, re 
lief valve, ball check, 
screen and back pressure 
Avalve all in a single unit. 





















Ss CADWELL No. 
25 TEMPERA- aa — 
TURE ES- 


= I q 
SURE, VACUUM  RE- 
LIEF VALVE. A self- 
closing diaphragm type 
relief valve for use on 


range boilers. Has only 9% 
) ered’ by Internal’ pres ; mAFOR STEAM HEATING & 
No sure. Highly endorsed 






and recommended by % 


public safety authorities. CADWELL No. 50 ADJUSTABLE 
VACUUM AIR VALVE. Equalizes the 
One Pipe Steam System; also made for 


PERFECTIO quick vent, sizes %” and % x %”. 
; 


CADWELL No. 10 
THERMOSTATIC TYPE 
AIR VALVE. Furnished #* 
in sizes %” and %” and 
% x %4”. 











This is one of a complete line of floor 
and ceiling plates. These are available 
in a wide variety of styles and sizes. 

COPPER SERVICE TUBE PLATES 


’ , . No. 50 Angle 
in the No. 10 type are now available in . 


No. 10 Angle Type Valve 
Type Valve ‘ . 
All Cadwell Air Valves have 


~~ WHITE METAL seats, as an 
HIS organization manufactures a complete line of heating specialties. \ insurance against Corrosion. 
Write for details on these and other items in the line. These products 


are available through your regular wholesale channels. 


are BEATON & CADWELL MFG.CO, °°9565"°? wi TAI 





No. 10 Perfection 


Floor and Ceiling Sizes %” to 2” inclusive. 
Plate 




















EW BRITAIN, CONIN. 
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You’re in business for one purpose — to make money — profit on your time 
and investment. Naturally, anything that will help you achieve this purpose 
should be of interest. © Then, consider Fretz-Moon Pipe — an unusual steel 
pipe that costs no more. It’s unusual because it is made of clean, specially- 
rolled steel by the exclusive “‘continuous process’ — protected against over 
heating that might cause hard or “burnt’’ spots — protected against contami- 
nation from scale and foreign matter while in the furnace. It’s tightly 
welded by special rolls that produce a positive weld that will not split 
open under severe bending. It’s clean inside and outside. © Workmen who 


have used it praise it because of its uniformity, ductility and ease of han- 





dling. They like its sharp, clean threads and the ease with which it may be cut, 


You can obtain Fretz-Moon Pipe bent and threaded. They comment on the way it bends without flattening or 
in all commercial sizes in steel or . : ; 
copper-bearing steel... black or distortion—and without scaling of the galvanized finish. ¢ Ask your jobber 
galvanized. If your jobber does : . ‘ 

not stock it... write us. to tell you more about this better pipe — or write us for the complete story. 


FRETZ-MOOW TUBE CO., INC. 
BUTLER->PENNA. 


TRY FRETE-MOOCR PIPE ANG BUGS Fee weer teeece 














For instance, in the new Ward and Surgical Building of the Worcester 
City Hospital, Worcester, Mass., 10,000 feet of Revere Type L Copper 
Water Tube with Streamline soldered Fittings were installed by ‘Thomas 
I’. Harney & Sons, Plumbing Contractors, 12 Foster St., Worcester, 
Mass. And 2900 feet more were installed for air conditioning require- 
ments by J.G. Lamotte & Son, Inc., 54 Commercial St., Worcester, Mass. 

More and more, Revere Copper Tube is being recommended and 
specified for hot and cold water lines, heating lines, air conditioning, 
cooling water and refrigerant lines, hot water heater connections, oil 
burner hook-ups and miscellaneous other requirements in domestic, com- 
mercial and industrial service. 

Revere Copper ‘Tube makes a neat, permanent, rust-proof installation. 
Its ultra-smooth “‘gun-barrel” finished interior offers no lodgement for 
accumulation of scale or other solids. Initial cost is usually the final cost. 

Copper tube is especially efficient for heating lines because of its low 
heat radiation losses. For this reason, lighter insulation can be used. Also 
for most pipe sizes, a smaller size of insulation covering can be used with 
copper tube because of Its thinne r wall section, made possible by absence 
of threads. ‘This means a considerable saving. 

Architects, engineers, builders and the general public are definitely 
turning toward copper. Get in step with this trend by recommending 
Revere Copper Water Tube for your plumbing and heating jobs. We 
will be glad to supply interested parties with our special +(-page hook— 


, 


““Revere Copper W ater ‘Tube.’ 
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of Revere Copper Water Tube installed in new Ward 
and Surgical Building, Worcester City Hospital, Wor- 
cester, Mass. The Architects were Stevens, Curtin & 
Mason, 45 Newbury Street, Boston, Mass. The General 
Contractor was the George A. Fuller Company, 11 
Beacon Street of the same city. Tube and fittings for 
this job from Washburn-Garfield 


were purchased 


Company, Worcester, Mass. 








Revere Copper and Brass 


FOUNDED BY 
PAUL REVERE 


New Beprorp, Mass, Rome, N. Y. 





Executive Orrices: 2370 Park Avenut, New York Crvy 
Detroit, Mica. 


INCORPORATED 


Mirts: Battimore, Mp. Taunton, Mass. 


Cuicaco, IL. SALES Orrices iN Paincipat Citigs 
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Takes Up 40 Percent Less Room 
Has 40 Percent Less Air to Drive Out 
Heats 40 Percent 
Quicker 








STILL THIS SLENDERIZED RADIATOR COSTS NO 
MORE—Believe it or not, the four tube one is only 
4-7/16 inches wide. That’s no wider than the length of 
your fore-finger. Even the six tube one is only 
6-15/16 inches wide. 

The three and four tube sizes can be recessed out of 
the way between studdings and not extend beyond 
face of wall. 


HEATS QUICKER—Because this Burnham Slenderized 
Radiator is 40% smaller, there is 40% less air to drive 
out, or water to move. That, it’s plain enough to see, 
means 40% quicker heating. 


PANEL FRONT—Our panel fronts can be used, giving 


both radiant and convected heat. 


GOOD LOOKING—tThe design is pleasing in its free- 


dom from ornamentations. The castings are particu- 
larly smooth. A better radiator in every way, that Burnham Slenderized Ra- 
costs you no more. Made in3,4,5and6 tubes. Send diator.and me eerentons 
for further facts. Glad to send you a cut-off section ‘UP®-'¥Pe. showing how 
like the above, so you can see for yourself. ized is. 


much smaller the S 


IRVINGTON, NEW YORK ZANESVILLE, OHIO 


Representatives in all Principal Cities of the United States and Canada 











ender- 
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IT’S NEW...IT’S NECESSARY... IT’S BOUND TO SELL! 


Yes sir, a little simple arithmetic tells the tale. 

The Metric’s wide seat for foot bathing .. . plus 

a full-length tub for soaking ... plus an easily con- 
trolled mixer for showering . . . add up to sure-fire 
sales! North, South, East, West—the Metric’s 3 big fea- 
tures are doing a man-sized job for Master Plumbers. 
This new bath is easy to install. You don’t have to 


tear down walls to replace an outmoded tub. Take 


the space available, and saving time, saving labor 


40) 5 ee) 4O) nn eo 


HEATING 


PLANNED 





PLUMBING 


FOOT BATHING 


Ter 0 4h. ic 


SHOWERING 





charges, put the whole unit in at top speed. The 
Metric is no longer, no wider, than a regular recessed 
bath. Other fixtures will not be crowded. 
Remember that the Metric harmonizes with other 
Kohler Matched Fixtures—in design, in color, in 
quality. Stock this go-getter — and all Kohler prod- 
ucts — for the right kind of Happy New Year! For 
further details, write to Kohler Co. Founded 1873. 


Kohler, Wis. Shipping Point, Sheboygan, Wisconsin. 


AND 
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for Stoker 


Satis pa ction 


@ The controls and how they are used largely 
determines the measure of satisfaction your customers will 


derive from their stoker installation. 


When you standardize on “Genuine Detroit” controls you 
are assured that every unit in the system is engineered to 
operate effectively with all other units and that all have 


been proven by years of service in the field. 


eae = 


STOKER TIMER No. 384 





The No. 384 Time Relay for Standby Control is a sturdy, flexible unit 
adjustable for short-interval, periodic firing. Its firing period is readily 
set by a knob and pointer. A 30 or 60 minute total time cycle is quickly 
selected by a simple gear shift. This eliminates the need for changing 
gears or cams. 


The No. 384 has easily accessible terminals for Thermostat, Stoker, 
Motor, Line and Limit control connections. Convenient 
push-outs facilitate wiring. 


This unif is entirely free from all hum and chatter 
during operation. It is furnished also with Double 
Pole Safety Switch under the number 385, or as a 
Timer only, under the number 386. e Write for 
Bulletin 94. 
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[ )ETROIT 


| 5900 TRUMBULL AVENUE ° 


NEW YORK, NEW YORK— 40 West 40th Street 
CHICAGO, 'LLINOIS—816 South Michigan Avenve 








DETROIT, 


SPECIALTIES LIMITED, Montrec! 


MICH. 


Canadian Representative ~RAILWAY AND ENGINEERING 


U. 


Terento 


| uBRICATOR (_OMPANY 


S. A. 


Winnipeg 
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EVERY CONTROL YOU NEED 


No. 211 THERMOSTAT 


This is an attractively styled instru- 
ment incorporating more advantages 
than any other unit available. It 
is sensitive, accurate and reliable. 
lt is furnished with or without heat 
compensation, and in models for 
summer and winter, or day and 
night. @ Write for Bulletin 86. 


PRESSURE LIMIT 
CONTROL SWITCH No. 250 


Sturdy and reliable controls, sensi- 
tive in operation and quickly ad- 
jiusted. Available in several models 
for every application from vacuum 
or low pressure to high pressure 
boilers. @ Write for Bulletin 54. 


CLAMP-ON CONTROL 
SWITCH No. 251 


Clamped to hot water pipe, the No. 
251 limits stoker operation according 
to the temperature of the hot water. 
@ Refer to Bulletin 54 


FURNACE LIMIT 
SWITCH No. 255 


Installed in the furnace bonnet, it 
breaks the stoker circuit af a given 
maximum allowable furnace temper- 


ature. @ Write for Bulletin 64. 
OTHER STOKER CONTROLS 


Furnace Fan Switch No. 244. @ Com 


bination F and Limit Switch Wo. 
253. @ Immersion Temperature Con 
trol Switches for Taco-Abbott Systems 
and jobs equipped with hot woter 


Circulator @ Low Water Cut-out 
No. 257. @ Bo r Protector No. 545 ¢@ 
Stand-by Contro! No. 275 (stack tem 
perature type @ Out-fire Control 
No. 265. @ Relay Transformer No. 
298. @ Time Switches for Night and 


Day Thermostat 
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MINNEAPOLIS -HONEYWELL AUTOMATIC CONTROLS 


Will Increase Your Po fits 





] 
a 
3 


Minneapolis-Honeywell Regulator Company, 


More and larger sales due 
to ready acceptance. 


Repeat sales from satisfied 
users. 


Reduced sales resistance 
by national advertising. 


4 
e. 
6 


through > © © © 


Minimum service costs be- 
cause of dependability. 


A complete line necessitat- 
ing only one stock. 


Readily available stocks 
in principal cities. 


2801 Fourth Avenue South, 


Minneapolis, Minnesota... Branch and distributing offices in all principal cities. 


MINNEAPOLIS 


Control § 
SCOR A eG. BW O08.) 08. eee med EE DOR Len: Gab Lenn: Bene) 2006 Lemy.© Semele) ba .Lobmas fe 


-HONEYWELL 
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len Million MONEL ADS 


all say.. “MORE 
CUSTOMERS 
YO 








Kitchen planners... 
; 7 Ss a iy pare on gb ttn 
Weed soca oo: wi eee Oe eae 8 


OUND out every customer you talk 


with on the subject of moderniza- _—as well. . . and more will come when to push busihess YOUR Get th 
tion: You find most of them leaning you get out and tell them you install new low price I | idy to 
strongly that way already—and think- sinks of Monel. SHOW your neighbors | ly yo 
ang Senne at oenee” This high-powered advertising is not - we “ u :- . juipment 
Ten million ads like the above, in _ the only pulling power for your Mone! a a ey ae am o 
1936, in the magazines everyone reads, sales. Women see Monel everywhere ule gra rit 
are part of the reason. And ten million in kitchens of model homes. And they For pri | plete details, writ 
more like them will pull buyers your learn from their friends who already to-day to WI 1! Metal Products 
way in 1937. have it, that Monel is rust proof, acct- Co. of New York, | t+ H 
WOUR way~—becauec the hone- dent proof, and with ordinary cleaning Street, New York, N. Y 
owner who wants a lifetime hot water keeps ne silvery gleam for _— and THE INTERNATIONAL NICKEI 
tank of Monel naturally goes to his "> COMPANY, IN’ 
plumbing contractor. Most of them Big sales for you mean big sales for 67 WALL STREET NEW YORK, N. ¥ 


* Monel is a registered trade-mark applied to an alloy containing approx 
imately two-thirds Nickel and one-third copper. This alloy is mined, 
smelted, refined, rolled and marketed solely by International Nickel. 


come to you for sink-and-cabinet units 


' 
Lis 


MONEL 
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Rossiter & Muller, New York . 
neers: Werner Nygren, Inc., New York. 
























Here agai 


In this beautiful Scarsdale 


Hauxwell & Smith, Port Chester, i we 





Columbia Steel Company, San Francisco, Pacific Coast Distributors 
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Senior High School, Scarsdale, New York. Architect: 
. Consulting Engi- 
.. Contractor: 





HE; Senior High School, Scars- 
dale, New York, adds another to 
the long list of outstanding educa- 
tional institutions in which the choice 
of Nationat Pipe has been guided 
by a determination to permanently 
safeguard the original investment. 
NaTIONAL Pipe is used extensively to 
reduce maintenance and depreciation 
costs to a minimum. 
Take a cross-section of the coun- 
try’s finest buildings —the most repre- 


TT S BURG 
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School 








-»»- NATIONAL PIPE 


sentative in design, construction, and 
materials—and note how widely Na- 
TIONAL Pipe has been used. You will 
find it in every type of pipe service, 
for Nationat has developed superior 
pipe for every need. 

NaTIoNnAL Pipe is produced by the 
world’s largest and most experienced 
pipe manufacturer. To the plumbing 
and heating contractor NaTionat of- 
fers a savings in cost due to its smooth 
working, cutting and threading qualities. 


NATIONAL TUBE COMPANY 


United States Steel Products Company, New York, Export Distributors 
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K-5503 M—Graceline Sink Fixture (Design Pat- 


ented). '.-inch male connections. Removable 
metal soap dish. Swinging non-splash nozzle. 








WARM ew 











K-5506 M—Utility Sink Fixture. 4-inch male 
connections. Removable metal soap dish. Swing- 
ing non-spiash nozzle 





Add the finishing touch to the Modern kitchen 


Not just faucets, but a wide selection of really 
styled fixtures—that’s the story of Speakman Sink 
Fixtures. The Graceline, for example, has been 
adopted by International Nickel Company for use 

















on their high grade monel metal sink. Speakman = Si j 
. ° ° P ee ae . "BR — — eee 
Sink Fixtures are made of only the highest quality SRE Eien ine tiemene amelie 

. 2 ‘ ’ fer Valve, Hose and Spray Head. %-inch male 
materials, and are designed to give longer service connestions penevebte metal soap dish. Swing- 
ing non-splash nozzle 


and greater convenience. All are finished in 
Speakman Sparkling Chromium Plate which will 
not tarnish or wear off, and they retain their lustre 
and brilliance indefinitely. 


Speakman Sink Fixtures are definitely a part of 





ee EN 














the modern kitchen. You can recommend them for K-5511 M— Speakman Shelf Type Sink Fixture 
4 4 aives , <m seers e an coe aeake ~~ 
the largest or smallest installation. —e 





SPEAKMAN COMPANY : WILMINGTON, DEL. 
Quality Fixtures Since 1869 


SPEARMAN 














| 


Send 


® T = a: 
“ E ii ™ & f 4 X ll Hh t So K.5509 M--Speakman Shelf Type Sink Fixture 
e transter arrangement, hose & spray attachment. 
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business for you! 


This 


°45 000 Beeysitak 


ding 












ERHAPS you ve already seen this 
te beefsteak in one or more 
of the national magazines you read at 
home. It did cost $45,000 to bring this 
advertisement to the attention of the 
magazine readers of America. Yet this 
is only a part of the great three-year 
“Modernize Your Home with Gas” 
campaign in which more than 700 gas 
companies are cooperating. 

And what’s the connection between 
this $45,000 beefsteak and the gas ap- 
pliances in your display room? Just as 


close—just as profitable for you as you 


AM ERIC 











A N 


want to make it! This campaign is 
reaching your own customers through 
the magazines they read in their own 
homes. It is giving them important news 
of up-to-date ways to use the perfect 
fuel they all know and trust. This cam- 
paign is opening up tremendous possi- 
bilities of extra profits for you. Your 
gas company will gladly help you in 
many ways to make the most of this 


business. Get in touch with them today. 





Re sure this A. G. A. Laboratory Ap- 





proval Seal is on the appliances you sell, 


GAs 














There’s Nothing 
Like Gas for... 


COOKING...The instant heat, higher speed 
and numberless shades of temperature only 
gas can provide, give finer flavor to every kind 
of « ooking! 


REFRIGERATION... Gas makes possible 
silent, simplified refrigeration. No moving 
parts. Long life. Low operating coat. 


WATER-HEATING ... Gas provides an 
abundant, dependable supply of hot water 
whenever you want it! Low cost and nothing 


te tend. 


HOUSE-HEATING... House-heating with 
gas is absolutely effortless. No fuel to order 
or atore. No bother. No dirt, amoke or soot. 
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ITHIN EVERY HOME IN 
OUR SALES DISTRICT 


® Range Boiler Explosion Danger 


® Boiler Damage and Fire Danger Due 
- — Water Level in the Heating 
oiler 


® Damage From Explosion 
® Danger to Life 








Blizzards and sub-zero temperatures bring extra firing to over 
tax the heating system. 


This extra load may be caused by a dangerously low water 
line; the boiler may overheat and break; a fire may be caused. 
The range boiler may become overheated developing ex- 
cessive pressure and thus creating an explosion or damage 
hazard. Dangers multiply in the cold weather, showing the 
acute need of Watts protection. Check with your own expe- 
rience and you will recognize that a sale awaits you, right 
now, in practically every home in your sales district. 


The Watts Line is planned, and designed to eliminate every 
“danger spot” within the home whether it be a feeder; a low 
water cut-off or a relief valve, Watts has it . . scientifically and 
carefully built; moderately priced. 


Sell Watts protection to the homes in your district and watch 
your business grow. Sell Watts protective devices and watch 
your prestige and bank account grow. 





A new Watts twenty page catalogue, in color, is just off 
the press . . . if you have not already received your 
copy ask for it at once. q 





REGULATO 


WATTS tswean 
Lawrence, Mass. 
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Your 
CENTRAL SOURCE 


0 
BUYING and SPECIFYING 
Information 


To you men who are concerned in any 
way with the design, specification, installa- 
tion or servicing of air conditioning equip- 
ment, here at last is the answer to your need 





for a central source of buying and specifying 
information. It is the purpose of the AIR 
CONDITIONING BLUE BOOK to pro- 
vide you with all of the technical and prod- 
uct reference data so essential to the suc- 
cessful air conditioning installation . . . data 
so vital to your everyday work you will 
want to keep it constantly at your finger- 
tips, ready for instant consultation ... data 
which you may secure from no other single 
source. 
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Of its more than six hundred pages, over 
one hundred and fifty pages of the AIR 
CONDITIONING BLUE BOOK will be 
devoted to technical reference material 
which will prove of inestimable value to you 
in figuring air conditioning and heating re- 


ce ee 





— : pases ee et ae c ie quirements. It will probably be the most 
: one WIA Ide . . complete, comprehensive reference data on 
. £4 | | i ; m: this subject ever compiled in one book. 
Ca dhs : Tables, rules, charts and the like will ‘% 
fs ) ees provided to greatly simplify its use. 
ee | A complete classified directory will list 
be ea the names of more than 3500 manufacturers 
eee, Bele atay of products used in this field, under the 
Be | Shit UAL LAS? Bt headings of each item they make. Where 
’ a Ut htt SAC a BAe ‘ ie f f you may be familiar only with the trade 
: ‘d Bio dd tog ae Naas A "toa , name of a product used in air conditioning, 
gfe | ; ne, a section devoted to this purpose makes it a 
ee | » simple matter to establish the name of the 


manufacturer. 


To further facilitate your use of the AIR 








| CONDITIONING BLUE BOOK, another 
” ; ; section lists the names and complete ad- 
whe ' dresses of all known manufacturers of items 

ee used in the air conditioning industry. Thus, 

t se ( one of your most arduous, time-consuming 

ot ‘ tasks is reduced to a matter of seconds 

“Saf 


and you know the information you secure 
from the AIR CONDITIONING BLUE 


BOOK is accurate and dependable. 





A manufacturers’ catalog section will dis- 
play the products of the leading manufactur 
ers of air conditioning and heating equip 
ment, together with descriptions, sizes 
capacities and various other specifications or 
their products. Here, too, is information oi 
incalculable worth to you in your daily 


activities. 
Since the AIR CONDITIONING BLUE 
BOOK will be distributed early in March, 


you are urged to place your order now so as 
to insure your receiving your copy without 
fail. The price is $3.00, postpaid. 


Published by the Publishers of 
d AIR CONDITIONING .. . . DOMESTIC ENGINEERING 
AUT OA OC UMBING oa HEATING CATALOG-DIRECTORY .. . 1900 Prairie Ave., ° 
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Anaconda Rustproof Copper Tubes in the 
Church of Christ Disciples, Danbury, 
Conn. They provide “life-time” service 
at practically the same cost as rustable 
piping. William Webb Sunderland, Architect. 
Lumb Temple Co., Inc., plumbing contractors. 
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Recognized quality 
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makes contracts easier to get! 


41 










HIS installation of Anaconda Copper Tubes is 


typical of the fine contracts that Anaconda 3 Advantages of Anaconda 


quality leads to. You’// find business easier to get 
if you’re known as “headquarters” for Anaconda 


Copper Tubes 


Rustproof Copper Tubes! FOR PLUMBING LINES FOR HEATING LINES 
Anaconda is the profit line for you. We're tell- 1 Tubes fit closely into Smooth inside surfaces 
, ‘one ' , close-machined fittings. offer unrestricted flow. 
ing millions of people about Anaconda quality in 
. . re _ Soldered joints are readily Heatlosstrom copperis one- 
1937. Cash in on the business which our advertising made in confined spaces. half that from black iron. 


will produce. The Anaconda line is 
. | 
complete—both tubes and fittings. ANACONDA 
‘ p , frem to 
Write us for full information. one me 


service at low cost. more heat faster! 





3 Long life and rust-free 3 Circulation speeded up— 





















THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 


Offices and Agencies in Principal Cities...In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 
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THE ROAD TO ECONOMY 
IS THE ROAD TO NASH. 
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A RETURN LINE VACUUM PUMP 
THAT CUTS HEATING COST. 


This unusual pump needs no electric current, 
cutting out greatest item of pump operating 
expense. 

More important, this pump insures absolutely 
uniform circulation in system. That means con- 
tinuous steam economy. 












































Simple, compact, one moving element, no 
wearing parts, no internal lubrication. Bulletin 
No. 246 gives the facts. Your copy is waiting. 


THE NASH ENGINEERING COMPANY 
SOUTH NORWALK, CONNECTICUT, U. S. A. 
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seldom tolerated in the 

court of justice. Just as 

silence is demanded in 
the courtroom, so does the aver- 
age householder demand 
quietness in his bathroom. A 
faulty ball cock that leaks, 
whistles and gurgles can only 
disrupt his peace of mind and, 
more often than not, he will 
want to take steps to remedy 
the trouble. Chances are he 
will look to you for counsel. 
Don't fail him! When you 


recommend a SHERWOOD Ball 


| NDUE disturbances are 


~ ] ue. co ¥ . ‘ ales elim ¥ . 1¥ } y } }] ry the by Vv 
Cock you completely eliminate inferior ball cocks . . they 
L; “ : _ =. R, dnt —— “ty wreovier 
his cause for complaint put ciose against amy cily water! 
you do more. You build the pressure . and make for the 

, , ‘ | 
= ~ * i ~~ —T., ‘+ / oY ; oc 7 ~~ . a+ rr ay 
groundwork for nis future greatest degree of custome! 
plumbing business and that of satisfaction. Where continuous 


his friends and his neighbors. id satisfactory performance 
Under severest cross-examina re vital SHERWOOD Ball 


tion, SHERWOOD Ball Cocks Cocks meet the requirement. 
will never be found wanting. Order your stock of SHER 
They put a permanent end to WOOD Ball Cocks through your 
the irritating noises caused by jobber 





conveniently 
PACKAGED 
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6331 EAST JEFFERSON AVENUE, DETROIT, MICH. 
REPRESENTATIVES 
James A. Riordan Co., Inc., 1600 E. 7th St., Los Angeles; James A. Riordan Co.. Inc.. 
1248 First Ave. S., Seattle; Mr. FB. S. Thompson, 2222 Chestnut St., Philadelphia: 
Mr. Fred S. Wilsey, Plymouth Bidg., Minneapolis; Mr. A. Mitchell, Jr., 249 Central 
Avenue, Albany, N. Y.; Mr. M. L. Sampliner, 1705 Glenmont Rd., Cleveland: Feeney 
& Gallagher, 402 E. 14th St., Kansas City, Mo.; 
Fred’'k G. Hoffmann, 831 Fdgewood Ave... Trenton, 
N. J.; James A. Riordan Co., Inc., 955 Bryant St., 
San F 
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Fig. 123 


The practical toggle which ha 





Fig. 650 


PAINE Flattened 
End Lag Screw 


Large stock with correct num- 
ber of threads to the inch to 
fit malleable shields with no 
—e 
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PAINE Perforate 
Iron and Hanger Ring 


Hanger Irons available Black or Gal 











ing, carrying and 


Fig. 
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in cent 
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ties retain their original superiority today. Get the complete 
details on the PAINE line from your wholesaler today. 


attaching fixtures to hollow walls, ceilings or floors. (See illustrations 
in the corners of this page). Works instantly in any position. 





vanized in 10 ft., 5 ft.., 
Also in 10 ft. Coils to simplify stock- 


Ring made conveniently to 


PAINE Pipe Strap 


strength. 
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TrroE PAINE mark @ 


Behind PAINE Products 


. » » MORE THAN 20 YEARS’ SATISFACTORY 
SERVICE TO THE TRADE 


For more than twenty years PAINE Metal Plumbing Special- 
ties have been faithfully serving the trade. During these years 
the name PAINE has been identified only with first quality, 
dependable plumbing specialties . . . specialties upon which 
the contractor could always rely for utmost, customer satis- 
faction. Superior products at their inception, PAINE Special- 





PAINE Stce/ 


Expansion Anchor 


Made of galvanized steel, are 
stronger, longer lasting, immune to 
rust and corrosion, quickly  in- 
stalled, have larger expansion area, 
and amazing holding power. For 
use in concrete, brick, tile, stone, 
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Fig. 930 





Fig. 900 


PAINE Spring Wing Toggle Bolts PAINE Lead Anchors 


s over 1,000 uses. Unequalled for 
i ssembled ready for installation and are ex- 


anded before placed in position. A few blows 
m setting tool sets anchor firmly against sides 
f hole, permitting perfect holding contact. Give 


\ 
, ame satisfactory service in solid material that 
C) Paine Toggle Bolts give in hollow material. 
=——— 


PAINE Adjustable 
Radiator Bracket 


Simplest in construction, this 
bracket consists of only 8 parts 
and comes ready to install. Simple 
~, to assemble, install and adjust. 
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PAINE Heuser 
Ring and Bolt 


Made in sizes for %” to 
8” pipe. Available black 
or galvanized at 
same price. 


proved 
W ire Pipe Hook 


Designed to more closely 
encircle the pipe _ for 
which intended. Has a 
prominent head to facili- 
tate driving spike. 


d Hanger 





and 4 ft. lengths. 


shipping. Hanger 









Fig. 820 
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PAINE StarDrill 


For use on brick, concrete 
and stone, this drill has no 
equal, Extremely hard and 
tough. 


500 





nt bead or rib 
er gives added 

Made in all 
inch to 4 inches. 
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PAINE Metal Plumbing Specialties are sold 
only through regular wholesale channels. 


Lhe PAINE Company 


95 CARROLL AVENUE 


29 
CHICAGO. ILLINOIS 


>) SALES OFFICES IN PRINCIPAL CITIES Qeeeeeesaes 
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Will Your Dise Rings 
Withstand These Tests? 












Why bother to carry several types and sizes of Dise 
Rings or take chances of using the wrong type—when 
ONE Fairbanks Ring can be used for all purposes? 

No matter whether a valve is used for steam, hot 
water or cold water, the Fairbanks Improved Composi- 
tion Asbestos Disc Ring can be used without danger of 
its cracking or flaking off. And its extreme resiliency 
assures absolute tightness. The ring and dise holder 
can be renewed in a few minutes without removing the 
valve from the pipe line when you use 


rairbanks 


Renewable Valves 


Another point in which Fairbanks Valves excel is that the Dise Holder 
is of standard dimensions. This permits the use of any standard make of 
dise ring. 

The slide-on disc holder will not bind or stick regardless of the posi- 
tion of valve. The disc nut throttles the action of the stream against the 
dise and prolongs its life. 

The two-piece bonnet with radial seat between the body and bonnet, 
insures perfect alignment and decreases wear, as there is no sliding or 
scraping of the seating surfaces when dismantling and assembling valve. 

These and many other important features mean SERVICE—easier 
renewal—lower up-keep—longer life. 

When you figure how long Fairbanks Renewable Valves last, you'll 
find that they are far the cheapest in the long run. 


ies deh eacines THE FAIRBANKS COMPANY 

| ‘ Valves, Dart Unions, Hand Trucks and Wheelbarrows 
copy of our large 395 Lafayette St., New York, N. Y. 
catalog 21, or mail 
the coupon. 
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Boston, Pittsburgh—Distributors in Principal Cities 
Factories: Binghamton, N. Y., Rome, Ga. 













| The Fairbanks Company I 
MAIL | 395 Lafayette St., New York, N. Y. | 
| Without obligation on our part, kindly send a copy of 7 
COUPON |v esine a 
D., DE Kobe cindcdebanedWknesdcaadadasenessbcetwedenee | | 
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AMONG THE PLUS -- FACTORS IN BETHLEHEM PIPE 
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We don't hurry 








| 
in making © _ ee 


Bethlehem Pipe 


but we do in phipp 4 if 


order. When the occasion demands, many 
shipments are made on the same day that 


BrTHLEHEM Pipe isn’t made in a hurry. Pro- 
duction moves along at a steady, even pace. 
This is one of the reasons for the presence 
in every length of the plus factors that make 
Bethlehem Pipe*so economical to install 
and so satisfactory in the service that 
it gives. 

But when it comes to making shipments, 
that’s a different story. It is regular practice 
to make shipments of Bethlehem Pipe, from 
the large mill stocks that are constantly main- 
tained, within 24 hours of the receipt of the 


the order is received. 

These ample mill stocks are assurance to 
distributors and users that they can get 
Bethlehem Pipe when they want it—an im- 
portant plus factor in service to match the 
plus factors to be found in the pipe itself. 
BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District 
Offices at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, 
Kansas City, Los Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, 
Portland, Ore., Salt Lake City, San Antonio, San Francisco, St. Louis, 


St. Paul, Seattle, Syracuse, Washington, Wilkes-Barre, York. Export 
Distributor: Bethlehem Sreel Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 














Whether selling boots or boats or — 
boilers, appearance alone often © 
makes or breaks a sale. With these — 
new jackets... trimas the” Zephyr — 
or a streamlined motor car, and 
EEE requiring no extra floor space . . « 
gr ot ace co — Kewanee Boilers have been given 


there that added eye appeal which 
speeds up sales. 





But proud as any maker might well be of 
these new jackets, we still say: “I€S 
what's der the jacket that 
counts."’ And under each of them is a 
healthy heart of steel... the stur 
Kewanee ’’R” which has established such 
enviable records for economically heat- 
ing homes and smaller buildings. 


The Round ‘’R’’ Line has been enlarged 
to include boilers as small as 400 sq. ft. 














Thanks: 
“T read DOMEs- 





ric ENGINEERING 

from cover to r \ 
cover. It is just i s 
what I’ve _ been SF 


looking for.” — T. 
C. Norwalk, 
Conn. 








Ideas and Ideals ... 











Quiz 

Probably all of us have played the old game of 
Twenty Questions at one time or another and had a lot 
of fun doing it. There's an inquisitive streak in most 
individuals that makes them enjoy testing their knowl- 
edge on a particular subject or group of subjects. Many 
magazines cater to this feeling on the part of their 
readers, but in so doing many overlook one possibility 
—that of making the examinations they present enjoy- 
Most 


include any number of trick questions. 


able. such examinations are hard work and 
One such trick question was asked in a college 


examination in the past year. The question read: 
‘How long is a piece of string?’ The professor who 
gave the examination looked forward with some pleas- 
ure to seeing the expressions of his students when they 
came to that question. One of the students probably 
would have enjoyed seeing the expression on the pro- 
fessor’s face when he read this answer: “A piece ol 
string 1s twice as long as the distance from one end 
to the middle.” The examination on plumbing and 
heating subjects which appears in this month’s issue 
contains no catch questions such as this. It’s chief 
purpose is to give readers the opportunity of checking 
up on their knowledge of their industry and, inci- 
dentally, still permit them to have a good time while 


they're doing it. 


FTC 


The Robinson-Patman Law has expanded from the 
time of its inception until today it probably is the most 
legislation before our industry. 


important piece of 


DOMESTIC ENGINEERING has followed the Robinson- 
Patman Law throughout its development. This issue 
presents a follow-up service, a complete report on one 
of the first Federal Trade Commission hearings under 
the Law. 

In addition to having court reporters and editors 
constantly in attendance at the hearings, this tssue 
presents a summarization of the points brought out in 


the hearings by an outstanding firm of legal counsel 


expressly engaged to render that service to our readers. 
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ger OQuiwelnires 


which make up... 





As this issue goes to press one phase of the hearings 
has been completed, and while the summarization pre- 
sented does not represent the opinion of DOMESTIC 
IX. NGINEERING or even of the lawyers making the sum- 
mary, it does give readers the most complete and 
authentic view on latest developments in this important 
legislation. 

New answers to four of the complaints reported in 
FTC 


‘These 


the December issue have been filed with the 
In addition one new complaint has been filed. 
involve cosmetic companies. 

Interest in all of this is heightened when it is kept 
in mind that sales distribution and price practices are 
being sought and tested regardless of the products in- 
volved. Thus the interest of our industry in these 


proceedings. 


Window Displays 

A definite part of any contractor-dealer’s merchandis- 
ing policy should be window displays. Care and atten- 
tion paid to this subject will return dividends in in- 
creased sales and consumer interest. While a large 
number of articles and a great amount of material have 
been devoted to this subject in the pages of DoMEsTIC 
ISNGINEERING during the past, this issue presents a 
One of the 


feature articles introduces a series of planned, perfected 


new feature and a new service to readers. 


window displays expressly designed for contractor- 
dealers. 

All the displays in the series have been worked out 
by experts in planning and merchandising window ex- 
hibits. 
helps that modern sales psychology can offer. This new 


(‘ontained in each one of the series are all the 


service presents a series of window displays that take 
advantage of the seasons. There is a different window 
One 


of the great advantages of this new service is that 


display for each month in the year in this series. 


resources in research and display knowledge can now 


he tapped by everyone in the industry. 


Your Titer 





this Issue ... 
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PENBERTHY AUTOMATIC 
ELECTRIC SUMP PUMP 
Made in 6 sizes 











PENBERTHY AUTOMATIC 
CELLAR DRAINER 
Water or Steam operated 


Made in 6 sizes 





OTH you and your customer benefit when you 
B sell him one of the units shown above to keep 
his basement free from seepage water—or the 
specialties shown below to modernize his hot water heating 
plant. Your customer gets a superior product at an attractive 
price and you get a substantial profit from a line that is 
easy to sell and stays sold. 


Penberthy Products are carried in stock by jobbers everywhere. 


PENBERTHY HOT WATER HEATING SPECIALTIES 


VALVE 


Made in 7 models 


Lae Aas he | | PENBERTHY REDUCING 


PENBERTHY RELIEF VALVE 


MA rer. f 4 mo ie < 


, 4% — 2 
JU 4 


PENBERTHY PRESSURE AND 
RELIEF CONTROL 


AA rer. if Z hAc 1é 5 





PENBERTHY INJECTOR COMPANY certcnwicnican  canedion Pat, wing, On 
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CAN YOU DO THIS.. 


















WITH ANY OTHER 
TYPE OF HEATING 
SYSTEM? 


Yes, sir, with a B& G Triple Duty System you can, 
in effect, COMPRESS or S—-T—R—E—T—C—H the 
radiators...increasing their heating capacity on 
cold days and reducing it on mild days. 

How? Two aquastats automatically raise or lower 
the temperature of the water being delivered to the 
radiators—in accordance with the weather. Over- 
heating, the biggest cause of fuel waste, is thus 
eliminated. No “cold 70” either, since during the 
heating season, radiators always contain a small 
amount of heat. 

The B & G Triple Duty System mechanically cir- 
culates the boiler water ...a guarantee of instant and 
equally distributed heat whenever needed. And posi- 
tive control of circulation assures a uniform tempera- 
ture at all times. 

Not only does a Triple Duty System heat the house 
with amazing economy, but it also provides Summer- 
Winter Domestic hot water at savings frequently as 
high as 75%. Literally, here is greatest comfort at 
INDIRECT HEATER unmonw wore &G smallest cost! 


pin v8 pow Ay et For full information, write to the Bell and Gossett Co., 
curately controlled 3000 Wallace St., Chicago. 
beat and year 
around domestic hot 
water. 
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FLO-CONTROL VALVE 





STEM 





Canadian Licensee: §. A. Armstrong, Ltd., 720 Bathurst Street, Toronto, Canada 
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OFF TO A FLYING START 


with Formed Metal Fixtures 


January like remaining months of the 
year will afford many opportunities 
for sales of formed metal plumbing 
ware, so turn these advantages, these 
talking-points, over in your mind... 

Formed metal plumbing ware ful- 
fills the popular desire of the day— 
for simple, graceful, streamlined 


beauty. It can be richly colored. It 


| ilinieeesemeeed 
; 


Wn 


ARMCO 


A ,* 


LP eNaMen NAMEL 


contributes greatly to the comfort 
and joy of home life. 

And remember, formed metal fix- 
tures—sinks, bathtubs, lavatories, 
all—are porcelain enameled on 
Armco Ingot Iron. This means life- 
time beauty and usefulness, of 
course ; but more important to you 


it means instant acceptance. The fa- 


or oe 


Te sae r oe r OQ ” oe oa 


TUNE IN THE ARMCO BAND ON N.B.C. BLUE NETWORK @ NOW ON TUESDAY NIGHTS AT 10 E.5.T. 


miliar Armco label, backed by 25 
years of national magazine advertis- 
ing and 8 years of radio broadcasting, 
works magic in winning quick sales. 

We shall be glad to tell you more. 
Write to us, mentioning the name 
of your preferred wholesaler. The 
American Rolling Mill Company, 


Executive Offices: Middletown, O. 


RON 


N 
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“TOLEDO” No. 999 SUPER 








IS REALLY SUPREME 














Compare a “TOLEDO” No. 999 Super Model 2” 
Power Pipe Machine with any other small port- 
able machine and you will understand why it is 
outselling any other 14” to 2” power machine 
today. 


A separate all steel hinged type die head and 
separate set of dies for each size pipe permits 
instant die change. No die movement in the slots 
and no slot wear. Always smooth perfectly 
tapered threads assured. 2” pipe is threaded in 
22 seconds and smaller sizes in proportion. 


Cutter head with four cutter knives cuts off 2” 
pipe in 10 seconds with a straight square-end cut 
and NO BURR. If reaming is desired, the pipe 
is reamed in less than 3 seconds. So 2” pipe can 
be cut, reamed, and threaded in less than one 


minute. 


All controls centralized in the motor switch, 
located at the operator’s right hand — a real 
right-hand operated machine. 


Oil pump—centrifugal type. No relief or over- 

flow valves. Passes dirt and chips without clog- 

ging. Large deep chip pan prevents oil splashing. 

The 3-jaw geared universal type chuck is fitted 

with wrench ejector fingers, and adjustable 

safety friction gear will slip if machine is over- 
All gears run in a bath of oil. 


Motor is a full 4% HP universal that operates 
from any 110 volt lamp socket. It will develop 
up to 14 HP under load—far more than ample 
power to operate geared threading and cutting 
tools up to and including 12” with a Universal 
Drive Shaft. 


Compare these features with other portable 2” 

wer machines and you will realize why the 
“TOLEDO” No. 999 Super is the machine you 
should purchase. Net price complete 1%” to 2” 
— $350.00 f. o. b. Toledo or distributor’s 
stock. 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE ST. 
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OUR 
INDUSTRY 


Many-Sided Business Men 


N August, the front cover of DOMESTI 

IX NGINEERING expressed the idea of the typical plumbing 

and heating contractor in the field, supervising the in- 

stallation of plumbing and heating for residential con 
struction. 

In October the front cover showed one of our read 


ers in his office supervising the work of his bookkeeper. 


In November, the thought of a typical reader in the 


home of a prospect selling our industry’s products and 
services was illustrated. 


In December we emphasized the idea of the con 


tractor-dealer behind his sales counter capturing for 


himself a portion of the Christmas market. 

This month, the front cover shows a plumbing and 
heating contractor in his stockroom taking inventory. 

Aside from merely being illustrations, these covers 
convey a deeper significance. 
plumbing business than being able to handle a wrench 
or wipe a joint. Fhe successful plumbing and heating 
contractor 1s a many- 
sided business man. In 
many respects, he 1s 
called upon to carry on 
activities which are more 
diversified than those 
normally found in_ the 
average business. 

The store merchant 
usually confines his ef- 
forts to the store and sel- 
dom steps out of that 
role. A general contrac- 
tor or other tradesman is 
found in the popular 
mind as having fresh mud on his shoes from a con 
struction job and the ruggedness associated with his 
dealing among mechanics and laborers. The salesman, 
whether he sells home appliances or automobiles, is 
thought of as someone who always presents a polished 
appearance and who has a pleasing way with everyone 
he meets. Then, there is the office manager who is 
thought of as leading a well regulated sort of existence 

In the case of the average plumbing and heating con- 
tractor-dealer, he is expected to and does combine these 


numerous qualities, ranging from those necessary for 


There is more to the 





the somewhat rough and ready handling ot a field crew 
to the gentlemanly understanding of Mrs. Jones’ plumb 
ing and heating problems. 

l‘or these reasons, we repeat that the series ot covers 
which are now being published on Domestic ENGI 
NEERING are more than illustrations—they have an 
underlying significance which retlects the character ot 


the men who make up this industry. 


S a part of preparing one ol the main 
features published in this month's issue. letters were 
in the busi 


written to a number ot outstanding figures 
ness world, not only in our industry, but im business 
in general. They were asked for their opinions as to 
the business prospects in store for 1937. 

Out of this came the suggestion that we ask our 
selves the same question and record our findings here, 
inasmuch as this page is reserved for the studies, 
observations and comments of your editors. However, 
in presenting our views we have taken the liberty of 
analyzing the immediate past to find the answer to the 
unmediate tuture 

Let's go back a ways More than two years avo, 


there Was develop c| whiat Was rere | iil} advisory 
This consisted of selected wholesalers in key 


In time, this group 


board. 
localities throughout the country. 
was added to until now there are I11 wholesalers 
reporting significant business information to us each 
month. The composite report of this advisory board 
shows that business for the first eleven months of 1936 
has been 31 per cent better than tor the corresponding 
At the present rate of merease, we Cat 


period of 1935. 
1936 


, 1 


predict that 1937 will be 25 per cent better than 


ontinue,. the 


It should he pomted Out t} at as mcreases 
tendency is for actual increases to become smaller oves 
corresponding periods. In other words, a 25 per cent 
increase of business over 1936 means much more than 


) ver 1935 hecause ot 


| 25 per cent increase ot | 
the low volume at the start. 

Monthly reports of wholesalers’ sales are especially 
significant because they more nearly reflect the actual 
sales to wholesalers may 


retail sales. Manufacturers’ 


be and usually are in anticipation of a future demand 














Highlights of this, 


First Progress Report Is Released on 


N. A. M. P. Reports 


® Bulletins from National Assn. of Master Plumbers give infor- 


mation on the following subjects: national research program; 


Federal survey; membership; and national convention 


With this, the start of 
reports coming from the National Assn. 
of Master given infor- 
mation on a variety of subjects. Such 
diverse activities as the national re- 
search program being carried on at the 
State University of Iowa, the survey of 
plumbing installations in Federal build- 
ings and advance news on the national 
association’s annual have 
been these Infor- 
mation such as this serves as a picture 
of what transpired during the past year 
and also gives an indication as to what 
may be expected in 1937. 


a hew year, 


Plumbers have 


convention 


covered in reports. 








Research 

® Preliminary progress report 
given on N.A.M.P. research 
program—Office work near- 


ly completed and certain 
tests started 
A preliminary progress report was 


released recently by the national asso- 
ciation on the research work being done 
under the cooperative agreement be- 
tween the N.A.M.P. and the State Uni- 
versity of Iowa. This first report in- 
dicated that statements made in it, may 
or may not, be included in the final re- 
port when work is completed. The so- 
called “office work” necessary in any 
research program has been nearly com- 
pleted and certain tests have been 


started, this report revealed. 
Work already completed has shown 
that complete prevention of partial 





vacuum formation in water supply pipes 
is impossible no matter what piping 
systems or devices are installed. Proof 
for such a contention will be presented 
at a later time. Two courses of action 
are left open to prevent back siphonage 
with resulting water pollution. The 
first of these courses is the installation 
of every unsafe fixture, which has or 
can have a submerged inlet, on a sepa- 
rate water supply system fed by an 
overhead tank supplied with water by 
an above water line inlet. The second 
course of action is the elimination or 
protection of each and every unsafe fix- 
ture in the building. The solution, that 
is, the selection of the course of action 
should be determined on the basis of 
two principles. The solution should be 
generally applicable; should be directed 
at the specific weakness in the plumb- 
ing installation which makes back si- 
phonage possible; and should not create 
or leave undone any condition that per- 
mits cross connection or back siphon- 
age hazards. 

Further details are to be found in the 
Trade section of this issue. 


Convention 

@35 per cent of exposition 
space at N.A.M.P. conven- 
tion sold in six days says re- 
port from national associa- 
tion 


Manufacturers of plumbing and heat- 
ing products already have contracted 
for 35 per cent of the exposition space 
available at the N.A.M.P. convention to 
be held in Atlantic City, N. J., May 24- 
27. This figure was of December 20. 
In the time between the mailing of the 


prospectus, December 14 and the re- 
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lease date, six days later, this response 
was registered. This 35 per cent rep- 
resents 43 per cent of the cost of the 
entire 178 booths. 

Present indications are that 
master plumbers will be present when 
the convention opens than at any other 
time in recent years. National asso- 
ciation convention headquarters have 
indicated that the convention and ex- 
position will be publicized through 
every medium of publicity. The thought 
is that this increased publicity plus 
other features will assure exhibitors 
of a very large number of ultimate con- 
sumers. One of the features of the 
exposition will be a large display show- 
ing all of the materials which go into 
a complete plumbing installation for a 
single bathroom home. 

Further details are to be found in the 
Trade section of this issue. 


more 


Survey 


® Inspections of plumbing in- 
stallations in Federal build- 
ings practically at a stand- 
still since December 15 
National President Werner in a re- 
cent report has indicated that inspec- 
tions of plumbing installations in Fed- 
eral buildings carried on in New York 
City and Detroit practically have been 
at a standstill since December 15, when 


yeneral Letter No. 95 curtailing non- 
relief labor, was issued. This letter 
reduced non-relief labor from 25 per 


cent to 10 per cent on both the New 
York City and Detroit surveys. 

As soon as the order was issued, the 
N.A.M.P. made vigorous protest and a 
number of telegrams were 
Harry Hopkins, WPA Administrator, by 
many constituent state associations. In 
the order curtailing non-relief labor, 
the surveys were grouped with art, 
music, theater and writing projects. 
The N.A.M.P. protested that this sur- 
vey was basic research. 

Further details are to be found in the 
Trade section of this issue. 
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n Initial Project in N. A. M. P. Research 


Wornen 


Conducted by Dorothy Edwards 





Festivities 


® Holiday season marked by 
many Christmas parties on 
part of auxiliaries all over 
the country 


December was a very gay and busy 
month for the members of the women’s 
auxiliaries. The holiday season was 
celebrated by a number of Christmas 
parties, which featured Christmas trees 
and other decorations especially ap- 
propriate for the season, the distribu- 
tion of gifts by Santa Clauses and a 
general spirit of good fellowship. The 
poor and unfortunate were remembered 
by gifts to welfare organizations and 
orphanages. 

In the midst of these festivities, many 


groups gave attention to the work of 
the coming year by electing new of- 
ficers. 


Further details are to be found in 
the Women section of this issue. 


Recennition 


In Newspapers Tiwu Magazines 





Resolutions 


® Plumbing and Heating In- 
dustries Bureau distributes 
prepared resolutions urging 
continuance of FHA 


John J. Calnan, president, Plumbing 
and Heating Industries Bureau, recently 
sent a letter to the officers of all asso- 
ciations affiliated with the Bureau urg- 
ing them to exert every effort in secur- 
ing the continuance of FHA beyond its 
present expiration date. 


As one means 





of helping secure such a continuation, 
Mr. Calnan enclosed two prepared reso- 
lutions to be presented at the conven- 
tions of such associations. The first of 
these two resolutions dealt with Title I 
of the National Housing Act, while the 
second had to do with Title II of the 
same Act. 

The thought behind these resolutions 
is that when adopted they would be 
brought to the attention of members of 
Congress and thus provide recognition 
for our industry as well as help con 
tinue legislation of benefit to 
dustry. 

Further details are to be found in the 
Recognition section of this issue. 
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Years’ Increase 


® Business for our industry ad- 
vanced 31 per cent during 
1936—Principal gains made 
by specialties 


Plumbing and heating business dur- 
ing 1936 advanced 31 per cent over 1935 
based on reports from 111 wholesalers 
for the first eleven Principal 
gains were made by specialties, al- 
though boilers, radiators, plumbing fix- 
tures and brass also enjoyed sizeable 


months. 


increases. 

The government 
plumbing and heating stood at 76.5 il 
September of '36 as compared to 71.1 
in September of 1935, a gain of 5.4 
points. Meanwhile, the 
level for all commodities had advanced 
only .9 of a point from 80.7 to 81.6 
Despite the gain, plumbing and heating 
prices are still 5.1 points behind the 
general price level. 

Plumbing and heating business should 
show a further gain of about 25 per cent 
during 1937 as general business is ex 
pected to gain 8 to 10 per cent and resi 
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price index for 


general price 


dential new construction is expected to 
gain approximately 70 cent. 
Further details are to be found in the 


Business section of this issue. 
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Publishing 


@ Western Zone meeting of 
Associated Business Papers, 
Ine., held in Chicago, De- 
ceomber 14 — Manufacturers 
and advertising men present 


The general theme of the winter 
meeting of the Western Zone, Associ 
ated Business Papers, In: which was 


held in Chicago, December 14, was what 


the advertiser has a right to expect 


from his business Present at 
the meeting 


executives, A.B.P. publishers and mem 


paper 


were advertising agency 


bers of their staffs in addition to the 
members of the Engineering Advertis 
ers Assn 

Kach paper which was read at the 
meeting was presented in two parts, 


that is, the advertisers’ viewpoint would 


be given by a representative of that 
group and then the publishers’ stand 
point would be given. The first paper 
had as its subject, “What the Adver 


tiser Has a Right to Expect in the Way 


of Market Analyses.” The advertisers’ 
standpoint was given by J. J. Lawler 
and the publishers’ by H. FE. Hilty. The 
second paper, “What the Advertiser 
Has a Right to Expect in Coverage,” 
was given by Otis Beeman and John 
Sweet “What the Advertiser Has a 
Right to Expect in Editorial Coopera- 
tion”’ was given by Harry Neal Baum 
and Arthur L. Rice. “What the Adver- 


tiser Has a Right to Expect in Results” 


was given by H. H. Simmons and G. D 
(‘rain 
Further details are to be found in the 


Supply section of this issue. 
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Pictured on this and the following pages of this article are spotlighted items for our industry in 1936. Included in this list are: 
; the gas water heater sales cam- 


> 


the campaign for air conditioning with radiator heat; the research program of the N. A. M. P. 
paign; the plumbing survey carried on in Federal buildings; and work which has been done to eliminate plumbing cross connection 
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allights 
1950. 


Men, events and movements that have made news during the last 





year are pictured here with a summary of the outstanding fea- 


tures that have meant progress to a great and growing industry 


+. HE history of a tremendous industry can’t 
be presented in capsule form and a year’s progress 
in that industry cannot be presented fully in a few 
pages. However, the .spotlight has blazed most 
brightly on certain features in last year’s progress. 
The following columns summarize those features. 


Robinson-Patman Act. . . To trace the devel- 
opment of the Robinson-Patman Law and the situations 
which led to its being written would be a difficult task. 
As far as industry is concerned, both the Law and its 
co-author, Congressman Patman, made their first appear- 
ance at a meeting of the Central Supply Assn. during 
April. As a speaker at that meeting, Patman sketched 
the provisions of the pending legislation and indicated 
what he hoped it would accomplish. In conclusion he 
declared that, to the best of his knowledge and belief, 
the bill was going to be enacted into law.* His conten- 
tion held true and, by October, the Robinson-Patman 
Law was the most vital piece of legislation ever to con- 
front industry. Questions on the provisions and inter- 
pretations of the Law were numerous and Patman was 
in demand to answer both. At the meeting of the Whole- 
sale Distributors Assn. of Texas, in September, Patman 
gave his interpretation of the Law for our industry and, 
in addition, answered a number of questions which lead- 
ers in the industry had prepared. At the same time other 
associations in different parts of the country were evi- 
dencing their interest in the Law. A meeting of the 
Plumbing and Heating Wholesalers of New England, 
Inc., was featured by a legal interpretation of it by a 
member of the New York bar.** Returning to the scene 
of his first speech on the Law before our industry, Pat- 





man again spoke hetore a meeting of the Central Supply 


Assn, late In ( Ictober, Now he spoke 
bilities, but of actualities 

1936 was the treatment of 
Commission and the 
industry on how the Robinson-Patman Law would react 


on future business.*’ 


not of tuture possi 
ait final aspect ot the “AW tot 
the lt ederal Trade 


leaders in ow 


rulings 1h 


statements trom 


"DE, May, p. 92; **DE, «) ~ [ 192- *** DE, pp i 
and. 57. 
Water Heater Campaign... One of the mer 
chandising spotlights of the past year was the campaign 
and sales contest for gas water heaters. Spor ed by 
the Assn. of Gas Appliance and Equipment Manufac 


turers, the contest was opened to plumbing contractor 
dealers. Lasting for eight montlis, 75 awards totalling 
$10,000 were offered in the contest. ‘hie committee in 
charge decided to support it with sales promotion and 
an advertising campaign in newspapers and magazines 
plus direct mail pieces.* The contest closed in October 
and names of contest winners were released the follow Ing 
month along with the news that a further contest is being 


planned for 1937 with similar provisions and awards 


°"DE, Jan., p. 59; **DE, Nov., p. 180 


Federal Survey . . . Hope that a trained, exact sur- 
vey of a large number ot plumbing installations would 
provide a basis for the prevention of disease and the 
elimination of dangerous plumbing conditions prompted 
a program of inspection for all Federal buildings in New 
York City and Detroit. Since the time of the amebic 
dysentery outbreak in Chicago in 1933, agitation had 
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been going on to prevent a recurrence. Therefore, early 
in the year a Bill which authorized the general inspection 
of all plumbing installations in Federal buildings located 
in New York City and Detroit was passed. The inspec- 
tions included: a physical inspection of all plumbing 
installations ; collection of water samples; and the use 
of dyes to trace suspected cross connections. A perma- 
nent record of inspections was kept along with a drafting 
of sketches of the plumbing installations and a bacterio- 
logical examination of the water samples taken. Later 
changes in the authorization for this work tied in the 
Public Health Service very closely. Work, when actually 
started, was carried on under a supervisor appointed by 
the Public Health Service. WPA agencies furnished the 
labor for the inspections while technical assistants were 
engaged by the supervisor. The principal laboratory for 
both surveys was located in New York City to prevent 
a duplication of efforts.* In June when the National 
Assn. of Master Plumbers held its annual convention in 
Buffalo, a resolution was passed which urged the ap- 
pointment of advisory committees in each city where the 
survey was in progress. To quote from the resolution 
“. . . an advisory committee consisting of five members 
(three of whom shall be nominated by the local master 
plumbers association) be appointed in each city of the 
U.S. A. wherein a plumbing survey of the Federal build- 
.** A report on the prog- 
At 


ings 1s being conducted. 
ress made in the surveys was released in October. 
that time 188 buildings in New York City and 67 
Detroit had been surveyed by 55 men in New York and 
20 in Detroit.*** 


129. 


See HK. Orct.. Dp. 
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J. Brown Jones . . . When 1935 drew to a close, 


the J. Brown Jones feature already had given promise 
of future service. This promise was fulfilled in 1936. 
This series of stories prepared in the form of consumer 
copy aided and abetted the merchandising efforts of con- 
tractor-dealers all over the country. Each story presented 
the J. Brown Joneses, an average American family, and 
their experiences with an imaginary but typical plumb- 
ing and heating contractor-dealer. This method of story 
telling gave the buying public a readable sales argument 
for the various products and services of our industry.* 

54; 58; May, p. 58; June, p. 66; 


*DE, April, 
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Feb., p. 60; March, p 
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Air Conditioning with Radiators During 
1936, the campaign to sell air conditioning with radiator 
heat climaxed efforts started originally in 1935. In the 
twelve-month period just ended this campaign came into 
its fulfillment. Chicago was the key city for the launching 
and development of the campaign. I ollowing the course 
ef an educational program both within and outside the 
industry, meetings for manufacturers, wholesalers and 
contractors were held to call their attention and that of 
architects, builders . consumers to the advantages ot 
this system.* Then, in April, a sales manual was pre- 
pared.** The nome ieceeesbeaiion of the National Bu- 
reau of Heating and Air Conditioning with the avowed 
purpose of promoting the sale of air conditioning with 
radiator heat gave added impetus to the campaign. At 


the same time the Bureau was organized, June, the sales 
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' manual was revised and enlarged.*** Two months later, 
the plan and scope committee met to spread the plan of 
selling air conditioning with radiator heat to other cities 
besides Chicago.**** <A final step for 1936, yet one 
which gave definite promise for continued activity in 
1937, was the adoption in November of a $25,000 budget 
to continue the campaign in the ensuing year. Of this 
amount, $10,000 was set aside for the establishment of a 
research program.***** 


*DE, Jan. ’36, p. 106; **DE, April, p. 52; ated | 


Aug., p. 117; *****DE, Nov., p. 129. 


*** DE, July, p. 76; 


Cover Series 
our industry more 
being during 1936. This spotlight was a series of covers 
on DoMESTIC ENGINEERING which began with the August 
issue and ran the remainder of the year. All these covers 
represented our conception of an average reader of 
DoMESTIC ENGINEERING. Experience has shown us that 
our readers are many sided business men and, as such, 
interested in many aspects of present day business. Con- 
sequently, on recent covers of DoMeEstic ENGINEERING 
we have tried to represent pictorially an average reader 
engaged in the various phases of his business such as 
installations, bookkeeping, selling and capitalizing on 
Christmas buying.* Such a pictorial representation has 
heen more than decoration, it has been a symbol of our 
industry as it is today—growing in size, enlarging in 
scope and expanding in service. Thus these covers have 
been a study of the present and a key to the future. 


. A spotlight of 1936 that pictured 
completely than any other came into 


*DE, Aug.; Oct.; Nov.; and Dec 


Recognition ... An expanding industry is like a 
river in its growth. Its final size is determined by tribu- 
tary factors or streams. In our industry, publicity or 
recognition has been an important factor. During the 
darkest days of the depression, a program of planned 
publicity was at work to advance our industry and tell 
the story of quality products and services. That was the 
reason for a new feature, the Recognition pages, which 
first appeared in January of 1936. The intent and pur 
pose of these pages was to give an indication of the rec- 
ognition accorded our industry over the radio and in 
newspapers and magazines. Since that first beginning a 
vear ago, the Recognition pages have ceased to be merely 
a report and have become a reader service. In the mid- 
dle of the year, prepared copy for readers to send to their 
local newspapers appeared on the pages. Many already 
have followed this course and, by so doing, have awak- 
ened interest for the products and services of the entire 
industry in their local communities as well as publicizing 
their own particular business.” 


*DE, Jan.; Feb.; March; April; May; June; July; Aug.; Sept.; 
Oct.; Nov.; Dec. 

> piece . . 

N. A. M. P. Research . For some years, thie 


National Assn. of Master Plumbers has worked towards 
the establishment of a constructive 
and laboratory. By the time the national association met 
in convention the latter part of June, enthusiasm for such 
a step was at a high pitch. A large amount of the back- 
163) 


research program 
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Progress Report— 
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Roper 
Daniel C., U. S. Secretary of Commerce 

Progress has been made on all fronts and it is indeed 
noteworthy that the advance was steady and compara- 
tively regular throughout the entire year. At no time 
did the forward movement experience a material setback. 
At the close of the year business activity, although still 
subnormal, was at the highest point since 1930. It is 
still tending upward. The upward movement was accom- 
panied by, and no doubt partly stimulated by, the alle- 
viation of the many strains occasioned by the uneven- 
ness of both the 1929-1933 decline and subsequent recov- 
ery. The better balance is evidence by improved price 
relationships and by the lessening of the disparities in 
production and work opportunities between major indus- 
tries and other fields of endeavor. 


Babson 


Roger W., Statistician and Economist 

The depression of 1930-1936 is definitely over. The 
preceding area of over-expansion has now been duly com- 
pensated for. The readjustment has been most drastic 
and complete. Business is now toeing the line of pros- 
perity ! 

The general volume of business today is average. 
It is 9 per cent above a year ago; 76 per cent above the 
low of March 1933; and only 15 per cent below the peak 
of 1929. This is the first time in fourteen years that 
business has touched normal on its way up. Six years 
ago business crossed the normal line on the way down, 
but today business is crossing normal on a fundamentally 
upward trend into an area of prosperity which may be 
the greatest the country has ever known. 

Bonds are hovering around the highest level for 
years. The stock market is consolidating its gains and 
many issues are selling above 1929 highs. Commodity 
prices are still on the upward swing, the sales outlook 
is good, many industries are making all-time highs, 
heavy industries are beginning to feel the effects of pros- 
perity, and more labor is being employed. 

The fundamental trend of business is up. Federal 
spending, while tapering off, will still be a factor for 
the maintenance of good business. There is an abundance 
of money at low rates, small inventories and a distinct 
increase in new capital flotations. The whole situation 
is being benefited by the increasing purchasing power 
of the farmer, and there will be many increases in divi- 
dends during the vear. Among the 1937 leaders we 


MORE INCREASES FOR 


expect marked progress in the building and construction 
industries. 

General business conditions throughout the country 
should improve about 5 per cent over the next few 
months. This may not seem large from a statistica! 
standpoint, but it is a very satisfactory volume when 
you consider the gains made recently. We are definitely 
entering another period of prosperity. A period in which 
we should exceed the volume of business transacted 1n 
1929. We are now at the end of the long road called 
Recovery. Today we start on a new highway, and its 
first name is Prosperity ! 


Smith 


Tom K., president, American Bankers Assn. 


The past twelve months unquestionably have been the 
most encouraging to the general business of this country 
since 1929, Almost all the indexes have pursued a gen- 
erally upward trend throughout the year. Previous 
upturns were in every case followed by slumps in which 
the ground gained was largely lost, but no major reces- 
sion has yet wiped out the progress made during 1936. 
While periods of readjustment are to be expected, the 
forward movement which began early in the past year 
has lasted longer than any previous revival, and this 
affords support for the belief that the gains made in 
1936 may in large measure be permanent. 

The base of the recovery, moreover, is gradually 
broadening. The durable goods industries are showing 
greater activity, and although the volume of production 
in these lines is still far below pre-depression levels, 
further expansion seems in prospect. Since revival in 
the production of capital goods generally is recognized 
as indispensable to sustain recovery, this is an extremely 
favorable sign. 

The banking outlook is more encouraging than it has 
been for some time. The major banking legislation has 
been enacted. We have passed through an exceedingly 
trying period, but the lessons which emerged from the 
confusion and distress have not been lost upon us. Con- 
siderable progress has already been made in eliminating 
the points of weakness in the banking structure which 
became apparent during the past few years, and, with 
the present spirit of cooperation and determination on 
the part of the government officials as well as the banks, 
further progress is certain. It is safe to say that the 
banking machinery is being put into shape to serve busi- 
ness more efficiently than ever before during the period 
of economic progress which seems to be in prospect. 
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Ayers 


Col. Leonard P., vice president, The Cleveland Trust Co. 


We are at present well along in the process of recov- 
cry, and the rest of the world is still farther along. 
Recoveries are like depressions in that when they once 
vet well started they acquire momentums that are almost 
physical in quality. This fact warrants us in reaching 
some general conclusions about the prospects for bust- 
ness in 1937 despite our new condition of managed 
economics. The conclusion that seems justified is that 
general business will be better in 1937 than it has been 
in 1936 in spite of the unrest that prevails in much of 
the world, the labor difficulties which may develop here, 
and the new legislation that the Congress may enact. 

It seems entirely probable that the volume of new 
construction will continue to increase next year. It is 
easy to demonstrate statistically that we should be enter- 
ing upon a building boom, but that appears to be unlikely. 
suilding booms develop in residential and commercial 
construction when rents are high as compared with costs 
of labor and material, and they develop in factory build 
ing when the volume of new corporate financing is high. 


None of those conditions now maintains. This country 


needs immense amounts of new construction of almost 
all types, but the conditions necessary to supply the 






BUSINESS 






demand have not developed. We should expect continu- 
ing increases, but no real boom as yet. 

Wholesale and retail commodity prices and the cost 
of living will probably advance next year, but it does not 
seem likely that the increases will be very large. It is 
quite unlikely that any price condition that could truly be 
termed inflation will develop in this country in 1937. 
Inflations develop when there is a shortage of goods 
along with an excess of money. They develop in coun- 
tries having excess stocks of money when business booms 
get under way and expanding industry begins in various 
lines to approach capacity outputs. Then buyers com- 
pete for the goods and prices mount. 


Sloan 


Alfred P., Jr., president, General Motors Corp. 


Another year passes, adding that much more to man’s 
storehouse of knowledge and experience. Economic 
recovery has continued throughout the year with a con- 
stantly widening base. It should be considered an accom- 
plished fact. That must be recognized by all. 

Now we pass to another problem that challenges our 
ability, experience and imagination, and demands _ th« 
most intelligent cooperation of all concerned—the prob- 
lem of injecting into our national economy a greater 
measure of stability. To the degree that we approach 
that objective not only do we make a most important 
contribution to the social and material progress of our 
people, but at the same time we strengthen the founda- 
tions upon which our American institutions are built. 

I believe 1937 will see a continuing of the natural 
processes of recovery with a further widening of its 
hase. Many important economic forces are in that gen- 
eral direction. On the other hand, there are also impor- 
tant influences to the contrary. Among these industrial 
strife 1s certain to exert a negative effect, and rapidly 
ascending prices also. The vear 1937 ought to be better 
than 1936. All things considered, T helieve it will be 
somewhat better. 


Gerard, president, General Electric Co. 


At this time last year we stated we expected a continued 
improvement in business for 1936, but the outlook was 
not particularly good for capital goods in the public 


utility and transportation fields. This has been borne out. 
(Continued on Page 161) 


























INNEW SERVICE.... 


Window displays are an important part of any 
merchandising policy. Here is the first in a 
series planned especially for contractor-dealers 


\ 


ii NI Vie . +i Starting with this 
issue DOMESTIC E NGINEERING offers a service to readers 
that is as new as this month and as timely as tomorrow. 
This new service introduces a series of window displays 
which have been planned, tested and approved for con- 
tractor-dealers. Working in collaboration with a group 
of experts whose job is to plan and merchandise window 
displays, DoMESTIC ENGINEERING now 1s in a position 
to supply its readers with a new idea each month for 
their window displays. These have been planned as a 
series, one for each month in the year. 

The first display in this series, which is described here 
is for the month of February. It is presented at this 
time so that readers will have sufficient opportunity to 
derive full value from the display. While this is a new 
monthly feature it should be pointed out that window 
display ideas, articles and helps have been a regular fea- 
ture in these columns. For instance, the December issue 
carried an article describing 14 different window displays 
for the holiday season. This article also showed how 
successful contractor-dealers already have made use of 
attractive window displays to increase their sales. Many 
articles in the past have been devoted to the subject 
because window displays are a definite part of merchan- 
dising and, as such, deserve the attention of the industry. 


February display ... Like the 
sold by contractor ~~ ers, window displays for plumbing 
and heating businesses must be specialized and conse- 
quently different from those of any other business. One 
Good window dis- 


produc ts 


man’s meat is another man’s poison. 
plays for one business may prove valueless and a detrt- 
ment to another type of business. The monthly window 
displays in this series have been worked out expressly 
for the needs of the plumbing and heating contractor- 
dealer. Further than that, they are timely and modern. 
It is a well-known fact that each month in the year 1s 
associated with a certain idea in the mind of an average 
individual. For example, if you say the word “April” 
to 99 people out of 100 the first thought that will come 
to their minds is April showers. So the features of the 
months have been incorporated, too, in this series. All 
of the displays are hand lettered, spray painted designs 
and not mass production affairs. They are the result of 
many years’ experience on the part of a well-known firm 
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of window display experts. Their knowledge plus the 
help of modern sales psychology and ideas which have 
been tested by contractor-dealers in all parts of the coun- 
try have resulted in a series of displays which are in- 
tended only for our industry and which take advantage 
and capitalize upon the definite sales characteristics of 
that industry. 


OV is used , Charles A. Burmeister, 
siaahiien contractor-dealer on the northwest side of Chi- 
cago, has his store located in a residential neighborhood. 
Across the street from it are a bakery and a grocery 
store and to either side are an automobile agency and 
a novelty shop. Ordinarily any display which Mr. Bur- 
meister may place in his windows would merely be one 
of five at which pedestrians might or might not look, 
depending on the weather, or the hour or the state of 
their health. For the past several years Mr. Burmeister 
has attended merchandising meetings held by the Plumb- 
ing Contractors Assn. of Chicago, of which he is a mem- 
ber. Mr. Burmeister is a progressive business man and 
had expressed the intention of making his window dis- 
plays for 1937 not just one of five in the area adjacent 
to his store but rather vivid attention-compelling sales 
helps to his business. For this reason, Mr. Burmeister’s 
store was selected as the first to receive one of the new 
window displays in this service. The store has a frontage 
of 25 ft. Research has indicated that the average pedes- 
trian can cross that distance in 234 seconds. This means 
that a window display, to catch the attention of the 
passers-by, has to do so immediately. It means also that 
no great amount of copy can be on a display because 
pedestrians will not stop to read it. In other words, the 
display has to be easily understood and immediately 
grasped so that even a casual glance would tell the 
whole story. 


t " 
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To the average 
padeatelen withieg along the street, store window dis- 
plays are like street cars—one comes along every minute. 
It takes something outstanding, novel and compelling to 
halt a homing husband or a wife laden down with gro- 
ceries. Even the children of today have built up sales 
resistance to ordinary window displays. And children 
are an important factor in determining the pulling power 
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This is the display for February. Colors used in the display include red, white, blue and silver. The central panel on which Lincoln’s 


picture appears is white with red lettering. 


of such displays. They have a habit of pulling their 
parents towards any display that interests them or, 1f 
they are unaccompanied, they mention it when they get 
home. 

When you consider that the walking speed of a 
pedestrian makes him average approximately 9 feet every 
second you can see that the eye-catching quality of a 
window display can not be stressed too much. Large 
department stores in metropolitan areas take advantage 
of this fact and make their entire ground floors prac- 
tically one continuous show window, hoping 1n this way 
to catch and hold attention by the quantity of displays, 
if not the quality. Department stores have a further 
advantage when it comes to their window displays; the 
large majority of passers-by have been drawn to the area 
by the desire to purchase a definite commodity, but not 
necessarily at any definite store. Consequently, they are 
on the look-out for displays featuring that commodity. 
In the case of the contractor-dealer there is seldom such 
motivation for pedestrians. Most contractor-dealers have 
their stores located in semi-residential neighborhoods or 
in areas of small shops. People shopping in such areas, 
unlike those in metropolitan areas, are headed for a par- 
ticular store and usually on limited time. In few words, 
they are not shopping, but in a hurry to get to the 


The flanking panels are blue and the card with Mr. Burmeister’s name, is silver in color 


butcher's, the baker’s or the candlestick maker's. People 
passing other shops and displays usually disregard them, 
because they are customary parts of the home com- 
munity. 

This thought can be elaborated to a point where it 
can be seen that any unusual or out-of-the-ordinary factor 
in a window display would catch and hold the attention 
of these people, and thereby be a strong element in 
securing sales for that particular store. Window displays 
are something like calling cards: they serve as an intro- 
duction to the business they represent. But they are 
more than that, they are participants in one of the most 
highly competitive fields in the business. A display in 
the window of a contractor-dealer literally must fight for 
attention in competition with food displays, hats, dresses 
and automobiles. Therefore, a window display to be 
successful must be sound basically in selling psychology 
and carefully adapted to its particular business. The 
display which just has been placed in the windows of 
Mr. Burmeister’s store is founded on all these principles. 
There are two display windows in the store separated 
by the entrance door. Consequently, the size of the win- 
dows themselves is fairly small and a large, heavy display 
would appear cumbersome in either one of them. While 

(Continued on Page 159) 
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ACTION 


Definition of interstate com- 
merce, basic intent of law and 
other vital points bring rulings 


HH earincs thus far have been held in 
two of the twelve cases in which complaints have been 
filed under the Robinson-Patman Act—the Bird & Son, 
Inc. case and the Kraft-Phenix Cheese Corporation case. 
These first hearings are considered to be otf great 
importance, not only as establishing precedents for the 
conduct of future hearings in other cases but also as 
showing what the attitude of the government is going to 
be on many of the questions that have arisen on the con- 
struction and meaning of certain parts of the Act. Ac- 
cordingly, business men as well as attorneys throughout 
the country are endeavoring to keep informed of the 
»rogress and as to what is taking place at these hearings. 

It must be kept in mind that under the Federal Trade 
Commission practice, the hearings are held before a 
trial examiner sent out by the Commission, and may be 
heard anywhere in the country. Usually an effort 1s 
made to hold the hearings where it will be most con- 
venient for witnesses to attend, and where many wit 
nesses from different sections of the country are to be 
used, hearings may be adjourned from city to city. The 

The editors of Domestic ENGINEERING were in constant attendance at 
the two weeks of hearings covered in this report. Our own reporters 
made a verbatim record of all of the testimony developed, including that 
which was off the record as well as on the record. J. C. Spence and 
Henry L. Melntyre of the Chicago law tirm of Robertson Crowe and 
Spence have prepared the accompanying article especially for the readers 
of Domestic ENGINEERING, using as a basis the testimony developed 
the hearings. While all of this testimony refers to food products, it 
will be recognized that the attempt has been made to establish funda- 
mentals which are as applicable to plumbing and heating products as 
they are to cheese: therefore, readers should be able to read into this 


testimony the answers to thet questions regarding ther specific 
problems. 
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Bird & Son, Inc. floor covering case, tor example, is be- 
ing heard partly in Boston and partly in Chicago. 

The most extensive hearing so far has been in the 
I\raft-Phenix Cheese Corporation case. This hearing 
has been held in the Knickerbocker Hotel in Chicago 
and the attendance has been so large that it was found 
necessary to use the ballroom of this hotel. 

This hearing has now reached a point where the atti- 
tude and aims of the agency chiefly responsible for en- 
forcing the Act are becoming apparent. The attorney 
for the Federal Trade Commission has been examining 
witnesses for two weeks in an effort to obtain evidence 
supporting the charges made in the complaint. As shown 
by the complaint and answer filed in this case, which 
were summarized in the December issue of DoMEsTi¢ 
I.NGINEERING, the Government charges that Kraft- 
Phenix has been guilty of price discrimination by giving 
quantity discounts prohibited by Section 2 (a) of the 
price discrimination law. ‘The company proposes to jus 
tify these discounts by showing : 

(1) That the sales of its products do not occur in 
interstate commerce, and hence do not come un 
der the Statute which provides: 

“That it shall be unlawful for any person en- 
gaged in commerce, in the course of such 
commerce, either directly or indirectly, to 
discriminate in price between different pur- 
chasers of commodities of like grade and 
quality, where either or any of the purchases 
involved in such discrimination are in com- 
merce * * * and where the effect of such dis- 
crimination may be substantially to lessen 
competition * * *;” 

(2) That these discounts have not lessened com 
petition ; 

(3) That the differences in cost and delivery justify 
these discounts. The constitutionality of th 
Act 1s also challenged, but as is the practice, thts 
question will be reserved for the Courts. 

('p to the present time, there has been no evidence 


general view taken at one of the hearings. The witness stand 
shown in the center background. Immediately to the left 
of the witness stand is the trial examiner 
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The trial examiner and one of the witnesses in action 


offered by respondent Kraft-Phenix Corporation, but the 
attorney for the Commission has seemingly anticipated 
what the corporation intends to show. Also, the rulings 
of the trial examiner apparently have been based upon 
the position taken by the company in its expected 
answer. From the testimony produced this far, it 1s 
possible to get a picture of what the Commission feels 
will suffice to establish a violation of this Act, and how 
it goes about producing the facts relied upon to show 
such violation. 

The vice-president and general sales manager of the 
respondent corporation was the first witness called by 
the attorney for the Commission. This witness described 
the nature of respondent’s business and its sales methods. 
The following facts were developed: 


SALES MADE IN DIFFERENT PARTS OF U. S. 


Kraft-Phenix Cheese Corporation manufactures, pro- 
cesses and sells cheese and salad dressing. Some pack- 
age cheese is made in Wisconsin, loaf cheese in Illinois, 
and salad dressing in Chicago. Through numerous sales 
branches and warehouses located throughout the country 
and directed from the home office in Chicago, sales of 
Kraft-Phenix products are made to wholesalers and re- 
tailers in different parts of the United States. Another 
channel of distribution is through a wholly owned sub- 
sidiary corporation known as Kraft Associated Distribu 
tors, Inc., which is exclusively a selling organization. 
This subsidiary was referred to throughout as KApI. It 
appeared that the parent corporation makes most ot its 
sales to jobbers and so-called wagon-men, while KAD! 
sells mostly to retail stores direct. This selling sub- 
sidiary has been but recently organized so tliat some 





retail accounts are still retained by the respondent trom 
its former sales organization. When KApI and the parent 
both have branches in the same territory, the system 
works as indicated in the following excerpt from the 
examination of this witness: 

Atty. for Com.: “Take one of these places where you 
have a branch and also KApI has a branch. Does the 
respondent sell to KADI in those places °?” 

Wit.: “Yes.” 

Atty.: “Does it sell to retailers direct at those points, 
too f 

Wit.: “It might, but it is KADI's job to do that.” 

Atty.: “Does it sell to other wholesalers, jobbers, and 
wagonmen ?”’ 

Wit.: “Yes.” 

Atty.: “Then to whom does KADI sell in those cities?” 

Wit.: ‘Lo all different classes of trade. To the hotel 
and institutional trade, to fruit stores, meat markets, 
grocery stores, institutional trade—all kinds.”’ 

Atty. : “Does KADI at those points sell to wholesalers, 
jobbers and wagon-men, too?” 


Wit.: “That is not generally their function.” 
Atty.: “But they do in some places sell to whole- 


salers at the same time the respondent is selling to whole- 
salers ?” 

Wit.: “They might, yes.’ 

The operation of KApDiI was described in some detail, 
as the question of interstate commerce is one of the issues 
raised by the respondent corporation. Also the ques- 
tion of the constitutional jurisdiction of the Federal 
Trade Commission was raised. It seems that few orders 
in this case are taken directly from retailers and filled 
from the warehouses. ‘Trucks loaded with merchandise 
cover definite routes, calling at the retail outlets and re- 
stocking each store. ‘Thus, both the actual order and 
delivery are made right in the retailer's store. ‘The list 
of stores to be visited is developed by a few salesmen 
who approach the retailer and get him to put in a line 
of goods, but these men accept no orders. 

To support the contention that the Krait-Phenix 
(Cheese Corporation is none the less engaged 1n interstate 
activity, the attorney tor the Commission brought out 
that the respondent uses national advertising mediums, 
such as radio and-magazines, which have resulted in 
making the name Kraft well known. Tle also showed 
that all sales made by the respondent corporation are 
made with the ultimate sale to the consumer well in 
mind. Thus the witness was asked: 

Atty. for Com.: “As a result of this advertising which 
you do, the name Kraft, as applied to processed cheese, 


loaf cheese and salad dressing—it 1s well known through- 


out the country among consumers ¢ 
Wit.: “That 1s what 
Atty.: “Are there a large number of consumers who 


ve are trying to do.” 


when they are buying cheese ask for or prefer Kraft 


products °” 

Wit.: “Some of them ask for it all right.” 

Atty.: “Isn't it true that there is a fairly continuous 
and widespread demand for Kraft products from con 
sumers at retail stores all over the country?’ 

Wit.: “In certain sections it is pretty good, and in 
other sections it isn't so good. That's what we are try- 
ing to build up.” 

Atty.: “And the small retailer, if he attempted to fill 
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this demand for Kraft products under the system which 
you have set up in selling your products, would have to 
buy from either Kraft or some subsidiary, or some in- 
dividual or firm to whom you have sold your products ?”’ 

Wit.: “That’s right.” 

Atty.: “And every sale that is made of your products 
to the retailer is made with the resale of the product to 
the consumer in contemplation’ In other words, you 
know when you sell to retailers, that ultimately that 
product has got to be sold to consumers in order to 
continue the setup that you have?” 

Wit.: “Yes.” 

Atty.: “The whole object ot your plan 1s to sell your 
product to the consumer and make some money for the 
respondent °”’ 


January, 1937 


the factory, which is usually located in a state different 
than that in which the sale to the retailer takes place. 
The importance which the attorney for the Commission 
places upon these facts will appear later. 

The evidence attempting to show price discrimination 
was put into the record by introducing price lists of the 
respondent corporation showing a quantity discount of 
2 per cent for single purchases of cheese amounting to 
$5.00 and over, or to group purchasers contracting for 
$100.00 or more a week. The use of these price lists 
was confirmed by the statements of this same witness, 
but questioning as to sales made at discounts other than 
this was prohibited on the ground that the questions 
were not covered by the complaint. The discussion on 
this ruling follows: 


Since our December issue came out, five answers 
have been filed to complaints under the Robinson- 
Patman Act. The last answer to be filed is that of 
the City Tile Manufacturer. This corporation denies 
all the charges made in the complaint filed against 
it (See December issue of DOMESTIC ENGINEER- 
ING), and attacks the constitutionality of the Act. 
As an alternative defense, it is alleged that any dif- 
ferentials in price that may exist may be justified 
because of difference in cost of manufacture, sale or 
delivery resulting from the differing methods por 
quantities in which the tile is sold, or because of the 
necessity of meeting the price of a competitor. 

In the four cases involving cosmetic corporations, 
there are several corporations complained against in 
each complaint, as each organization is sub-divided 


Wit.: “That's what we hired out for.” 
The Commission’s attorney 


living up to these prices lists.” 


showed that some of the 
truck routes covered by the KADI trucks crossed state 


Atty. for Respondent: “Objection. The charge is that 


the prices outlined in this price list are in themselves 
discriminatory. There is no charge that we are not 


Trial Examiner: “Your contention is that counsel for 


the commission is not entitled to show that while the 
respondent may give discounts from the prices indicated 
on the price lists in some instances even greater discounts 
are given. Is that the idea?” 


into separate manufacturing and selling corpora- 
tions. The manufacturing corporations deny that 
they are engaged in the business of selling and dis- 
tributing cosmetics, alleging that they are engaged 
solely in the business of manufacturing, and that 
the sales are made entirely to affiliated sales cor- 
porations wholly intra-state. Of the selling corpora- 
tions, one denies that it is offering demonstrators to 
some of its customers without making the same serv- 
ices available to other of its purchasers on a propor- 
tionately equal basis. Another avers that the bonus 
or push money practices are used in good faith to 
meet equally low prices of competitors and that the 
advertising allowances are available to all custom- 


lines, thus attempting to put the stamp of interstate com- 
merce on the subsidiary’s activities. It also was pointed 
out that the products which came into the warehouses 
of both KApri and Kraft-Phenix Cheese Corporation are 
in most cases shipped from a state other than that in 
which the warehouse is located, and that the average 
time they are kept in the warehouse is from one to sixty 
days. The shipments to the warehouse are not made to 
fill specific orders but to maintain and keep up the stock 
on hand. The witness was allowed to say that the prod- 
ucts moved continuously from factory to warehouse to 
retailer. The processed cheese is shipped from the fac- 
tory in bundles of 5 Ib. boxes wired together, and not in 
cases. The retailer receives these same bundles in their 
original form. Salad products are shipped from the fac- 
tory in cases which are delivered to the retailers in their 
same form, if sold by Kraft-Phenix Cheese Corporation. 
If they are sold by KaApI, the salesmen on the trucks 
open the cases and break the packages up after they have 
left the warehouses and while they are making the 
rounds re-stocking the retail stores. Thus, up to the 
time of the retailer’s purchase of the goods, these prod- 
ucts remain in the original package in which they left 





ers proportionately, and that whenever discounts or 
allowances are granted, they are based upon differ- 


Atty. for Commission: “I think he shouldn't be asked 
what he has in mind.” 

Atty. for Respondent: “The complaint is very specific. 
They charge that our giving a 5 per cent discount is 
discriminatory against these who do not receive it. They 
do not charge that we have published a price list and 
then failed to adhere to it.” 

Trial Examiner: “Objection is sustained for the rea- 
son that the complaint specifically sets forth in sections 
| and 3 inclusive of paragraph 4 the charge respecting 
the amounts of discounts and selling prices charged and 
received by the respondent, and this is the case the re- 
spondent is called upon to meet. I do not think it is 
competent to enlarge the scope of the complaint by show- 
ing discounts different from those set forth in the com- 
plaint. I think that the respondent was entitled to know 
at the beginning of this proceeding exactly the charges 
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which it was to meet and should not be required at the 
trial of the case to meet charges other than those which 
it was advised at the beginning it was required to meet.” 

The trial examiner similarly refused to allow the 
quantity discounts to wholesalers to be shown saying: 

“The complaint names no charge affecting transactions 
between respondent and wholesaler, and I do not sub- 
scribe to the theory advanced by counsel tor the Com- 
mission to the effect that where a sale is made to a whole- 
saler, who in turn sells to a retailer, that such sale by 
wholesaler to retailer in fact is to be considered as a 
sale by the respondent of its products.” 

Atty. for Com.: “How would it be if there was a re- 
striction on that sale made by the respondent ’” 

Kxaminer: “I think that is an entirely different ques- 
tion, and no testimony is admissible on that issue for 
the reason that the complaint is silent on that issue.” 

Similarly, questions eliciting price practices of inde- 
pendent wholesalers were not allowed to be answered: 

Atty. for Com.: “Do you have any agreements with 
these independent wholesalers about the prices at which 
they must sell Kraft products?" 

examiner again sustains an objection. 

Atty. for Com.: “Do you exercise any control over the 
prices to the retailer?” 

examiner sustains another objection. 

And later on: 

Atty. for Commission: “Does the respondent corpora 
tion do anything to require the wholesaler or jobber to 


entials, making only due allowance for difference in 
cost of manufacture, sale or delivery resulting from 
the different quantities sold. The constitutionality 
of the Act is also attacked. 

Two new complaints have also been filed since our 
last issue. One involves a fifth cosmetic concern, 
naming two respondents. It charges that Section 
2(a) of the Robinson-Patman Act is being violated 
by giving customers whose purchases are less than 
$4,000.00 a year a discount of 33':,% plus 5% of the 
retail or list price, and giving those whose total an- 
nual purchases amount to $4,000.00 or more a dis- 
count of 331/,% plus 10% of the retail or list price. It 
is also alleged that these same discounts are made 
to group purchasers depending on whether their pur- 
chases are less than $18,000.00 annually. Violation 


(Turn to next page) 


sell Kraft products to their customers at their published 
retail price list?” 

Counsel for Respondent: “I object. That is the very 
question which he asked yesterday to which I objected.” 

Atty. for Com.: “There is no price maintenance angle 
to this case. I am not trying to develop it. It is prob- 
ably perfectly legal in the state of Illinois, but I do want 
to call to your honor’s attention the fact that the court 
has imposed restrictions which a manufacturer has, by 
contract made with a wholesale dealer, upon other deal 
ers who are not parties to that contract. He reads a quo- 
tation from a court opinion. It seems to me from that, 
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that the manutacturer such as the respondent here may 
Wiltully enter into a contract which would require KADI 
to resell this product at the specified retail price, and if 
that contract was made then every wholesaler would 
come under those restrictions. In other words, it seems 
to me that this decision is a change of the public policy.” 


CHARGED THAT PREFERENCE WAS GIVEN 


Trial Examiner: “As | understand this case, it is a 
very simple proposition. The respondent 1s charged 
with selling to certain clstomers who in turn sell to 
consumers, It 1s limited to that in paragraph 4, and they 
say in doing that they give preference to certam cus- 
tomers who buy in certain quantities. That 1s, that these 
customers who buy in certain quantities get a certam 
price and that price is determined by the volume they 
purchase, which restricts this entire proceding, as | 
understand it. Counsel tor the Commission stated that 
he had no evidence and did not contend that the whole- 
saler sold to the consumer, and when that statement was 
made | held that this paragraph 4 confined testimony 
exclusively to retailers and | am still of the same opin- 
ion.” 

Atty. tor Com.: “Ll think your honor is correct in your 
statement as to what is contained im the complaint, but 
you muisapprehend the imtent ot these questions. The 
purpose is to show what, i anything, the respondent 
does to control the wholesaler in his sale to the retailer 
in-so-tar as price is concerned. Anything that bears on 
price, it seems to me, ts material. It can’t help but be.” 

Iexanuner: “Not having charged it in the complaint, 
it is not material.” 

Atty. for Com.: “It is the differentials, the practices, 
the sales to retailers that we are interested in, and we 
are interested in any subject that bears on the sales to 
retailers, and if the respondent does control the price 
at which the wholesaler sells the product to the retailer 
| dont see how it can be considered immaterial.” 

examiner: “The objection is sustained Para 
graph 4+ of the complaint charges the respondent with 
certain discriminations im relation to transactions with 
customers who sell respondent's products to the con 
sumer and obviously this means retailers, and counsel 
tor the respondent having already stated on the record 
that he has no evidence intending to show that. the 
wholesaler or jobber sells to the consumer, it must fol 
low that any testimony relating. to transactions between 
the respondent and the wholesaler 1s inadmissible undet 
the pleadings in this case. In my opinion no testimony 
having to do with transactions between wholesalers and 
jobbers and the respondent 1s admissible in this case, and 
counsel for the Commission may have an exception to 
this ruling.” 

The attorney for the Commission next placed on the 
stand representatives of four other corporations manu 
facturing cheese and salad products in competition with 
the Kraft-Phenix Corporation. It appeared from their 
testimony that the business 1s a highly competitive one 
and that the Kraft-Phenix Cheese Corporation does a 
large percentage ot the business. Quantity discounts ac- 
cording to these witnesses are given by all these com 


peting manufacturers although one company has discon 


tinued this practice sice the enactment ol t| ' Robinson 
Vatman Act. Also, according to the witnesses, prices of 
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the manufacturers who did not advertise their goods 
were roughly a half cent less as a general rule than those 
of Kraft because of dealer demand. These witnesses all 
agreed that a price of one cent above the market would 
make it impossible to move the product. Evidence as 
to the business of one concern was not admitted on the 
ground that the company involved was neither the manu- 
facturer nor a retailer, and hence did not fall under the 
issues of the case as defined by the complaint and answer. 
The attorney for the Commission summarizes the evi- 
dence he wanted to get in on this point thus: 

Atty. for Com.: “I now offer to prove that the Calu- 
met Wholesale Grocery Company occasionally buys 
Kraft products from the respondent by the carload and 


(Continued from preceding page) 


of Section 2(d) of the Act is charged in that advertis- 


ing allowances are given to certain customers only, 
and Section 2(e) is violated, it is contended, by fur- 
nishing demonstrators to certain customers only. 
Finally Section 5 of the Clayton Act is said to be 
violated by these practices since other competing 
manufacturers do not use them. 

On December 23rd, 1936, a complaint in somewhat 
novel form was issued against the manufacturer of 
women’s hats. Although it charges that Section 2(a) 
of the Robinson-Patman Act is being violated by dis- 
crimination in prices, the specific price lists used are 
not given. The complaint merely says that certain 
retailers were being given lower prices than compet- 
ing concerns. It is also alleged that Section 5 of the 
Clayton Act is violated by filling orders with hats 


gets a carload price in such cases; that the carloads so 


ordered are usually shipped from Green Bay, Wisconsin 
to Chicago, Illinois ; that the Calumet Wholesale Grocery 
Company has a standing order with the respondent cor- 
poration for 20,000 Ib. of 5 Ib. loaf Kraft cheese weekly ; 
that the Calumet Wholesale Grocery Company accepts 
daily delivery from the respondent corporation of salad 
dressings and perishable cheese (like Philadelphia cream 
cheese) ; that the price which the respondent corpora- 
tion makes to the Calumet Wholesale Grocery Company, 
whether the products are purchased by the carload or 
in quantities of more than 750 lb. or in quantities of 
less than 750 Ib.; that the price made by the Calumet 
Wholesale Grocery Company to the Kroger Consumer 
Stores on loaf cheese is always 1'%2 cents per pound 
above the price which Calumet pays to the respondent 
corporation ; that the Calumet Company gives a discount 
of 5 per cent to the Kroger Company on package cheese 
because the quantity each week 1s in excess of $100; 
that the Calumet Company bills Kroger Consumers Store 
on package cheese packed in quarter- or half-pound pack- 
ages at a price plus 4 per cent per pound over the price 
which Calumet Company pays to respondent corpora- 
tion; that the respondent corporation sends invoices from 
its Chicago office on all products purchased by the Calu- 
met Company and these invoices are paid weekly by the 
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Calumet Company ; that on purchases made by the Calu- 
met Company from the respondent corporation or mayon- 
naise and Miracle Whip the respondent corporation 
gives the Calumet Company a discount of 20 per cent 
off the list price and that the Calumet Company sells this 
mayonnaise and Miracle Whip to the Kroger Company 
at a 5 per cent discount off list price; that the Kroger 
Consumer Stores as a group, buy far in excess of $100 
worth of salad products per week; that the volume of 
sales made in Kraft products by the Calumet Company 
to the Kroger Consumer Stores approximates about 
$4,500 per week in summer time and increases to about 
$6,000 per week in the winter; that all these products 
are purchased by the Calumet Company from the re- 
spondent corporation; that no one of the Kroger Con- 
sumer Stores buys less than $5 worth of package cheese 
per week and most of them buy above $10 worth per 
week. On salad products most of the Kroger stores 


served by the Calumet Company buy at least $5 worth 


per week, but there are a few which do not handle that 


quantity.” 


of a quality inferior to that of the samples respond- 
ent’s salesmen used, resulting in unfair competition, 
since purchasers think they are getting hats of a 
higher quality than other manufacturers sell for the 
same price. 

Thus there have now been twelve complaints filed 
under this price discrimination act. The industries 
affected include food and yeast manufactures, floor 
coverings, clay tile, cosmetics and hats. Although 
action in other industries may be pending, its nature 
cannot be ascertained at this time. For, as pointed 
out in our December issue, nothing is made public 
until a formal complaint is filed by the Federal Trade 
Commission. We will endeavor to keep our readers 
informed as to the nature of these complaints as they 
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are issued by the Commission. 


The trial examiner refused to admit this offer saying: 
“My ruling is that if this hearing is limited to trans- 
actions between the respondent and concerns selling the 
respondent’s products to consumers, then it must follow 
as a logical conclusion that the method of doing business 
of any other concerns who do not come within the mean- 
ing of this complaint can have no relevancy in this case.” 

The attorney for the Commission replied: 

“One reason for the exception is the error on the part 
of the trial examiner in making the ruling that the 
Calumet Wholesale Grocery Company is in Chicago, a 
wholesaler, the evidence showing that this company 
serves only one group of retail stores and that it does 
not have a general line of customers and that under 
the circumstances shown by the evidence the Calumet 
Wholesale Grocery Company is performing a delivery 
service for a group of retail stores which are to all in- 
tents and purposes one unit and that in any accepted 
meaning of the term wholesaler the Calumet Wholesale 

(Continued on page 164) 
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What our industry 1s doing now as a 
result of Robinson-Patman provisions 


How has the Robinson-Patman Act 
changed the present structure of the plumbing and heat- 
ing industry? 

What effect has this new legislation had on practices 
which have been accepted in the past as customary but 
which are prohibited under the Robinson-Patman Law? 

What action already has been taken by different com- 
panies in our industry in conforming both to the spirit 
and the letter of this Act? 

In other words, what’s being done about the Robinson- 
Patman Law? 

In order to answer these questions, manufacturers in 
cur industry have been approached for statements of 
action they have taken. In asking these questions, it 
was pointed out that definite action already has beet 
taken in other industries. For instance, a recent news 
item states that ‘‘a new system of price arrangements to 
conform its practices to the Robinson-Patman Act was 
announced yesterday by.a manufacturer of paint. 

“Under the new plan, the old annual cumulative dis- 
counts to dealers giving a discount based on his volume, 
is eliminated, officials said. This new system will allow 
a discount on individual orders based on the amount 
ordered at one time, the company added. 

“The net result to the dealer amounts to about the 
same, it was set forth.” 

In asking the foregoing questions, it was further 
pointed out that under this legislation certain accepted 
trade practices of the past no longer are permitted. This, 
of course, in no way reflects upon companies changing 
from practices which have their roots in custom. Here 
are some of the replies. Names, of course, are omitted. 
This should be of vital interest to all branches of our 
industry because in addition to indicating what actually 
is being done in some cases and what probably will be 
done in others, they tell contractor-dealers and whole- 
salers new rules and the basis on which business is being 
and will be continued. One manufacturer says: 

“We are preparing new price sheets and discounts 
effective as of January 1, which replace all price arrange- 
ments that have been made since the expiration of the 
code for this industry. These definitely stipulate that 
our products are to be sold at the prices and discounts 
listed, in all cases. 

“This schedule of prices is prepared in accordance 
with our understanding of the Robinson-Patman Act and 
is designed to eliminate abuses thereof. 

“Further measures will be taken to comply with the 
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letter of the Statute as soon as we receive definite infor- 
mation as to how the courts interpret its provisions.” 

Another manufacturer says: 

“In order to comply with the Robinson-Patman Act 
we have revised our price arrangements, particularly 
those having to do with annual volume discounts. We 
are making the same price to all users in the same 
classification who buy in the same quantities, disregard- 
ing the fact that one user might, in a year’s time, pur- 
chase repeatedly in the same quantities as another, and 
by so doing become entitled to further concession in 
price, according to accepted practices in the past. In 
other words, a jobber buying a dozen units once a year 
gets the same price that another jobber gets buying a 
dozen units at a time but ordering frequently. 

“We greatly appreciate what your paper is doing to 
keep the members of the industry informed as to develop- 
ments along this line.”’ 


CONTEMPLATE PRICE REVISES 


Still another manutacturer says: 

“Although we have not yet made any revisions in our 
prices, we are contemplating the possibility of doing se. 

“We are, however, going to add to our price sheets 
the notation that possession of our price list does not 
necessarily indicate our acceptance of the person involved 
as a customer. We think this is a good idea. 

“We are so interested in this that we will considet 
it a personal favor if you will keep us posted from time 
to time on all new developments regarding this Act.”’ 

And then another manufacturer states: 

“It has heretofore been our policy to accept contracts 
from our standard customers, our regular customers wh 
would normally use a sufficient volume of our product 
over a year’s time to grant them a preferential 5 per 
cent at the termination of their contract or their actually 
taking the required number of pieces. 

“We have now adopted a new arrangement whereby 
the only preferential allowed is that given on the basis 
of orders actually received for shipment at one time, tf 
the quantity is sufficiently large so that a definite saving 
is affected. Presumably there will be a good many of 
our contract customers who will not be able to secure 
this preferential, but as all customers are on an equal 
basis and know how much material they must order to 
receive the slight additional preferential, we feel we are 
in accord with the Robinson-Patman Act. 
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“We read with a great deal of interest your reports 
of the proceedings and developments that are taking 
place under this Act. We feel that you are doing a very 
good service for the industry.” 

Here is one who says: 

“We have not been able to find any difficulty in meet- 
ing any conditions in this Act, due to the fact that our 
product is made up on a custom basis and not for quan- 
tity distribution. 

‘We are pleased to state that to the best of our knowl- 
edge our sales policy and practice, which have governed 
the distribution of our product through recognized 
plumbing channels for many years, do comply with the 
requirements of this Act. 

“We shall include in any price list and discount sheet 
hereafter issued a statement similar to that reported by 
you, as being adopted by another manufacturer, namely, 
‘the possession of this price list by any person 1s not to 
be construed as an offer to sell him or anyone else the 
goods listed herein at the price stated!” 

This manufacturer makes the observation that: 

“Our sales policy through the wholesalers, I believe, 
has been one of the cleanest of any manufacturer in our 
line of business. While we have a little ‘house cleaning’ 
to do, we are not worrying very much about it. We 
will, however, wait until we see what our competitors 
will do before we come out with any hard and strict rule 
under the Robinson-Patman Act. 

“We will probably establish discounts to the whole- 
salers on our items which are not under patent control 
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of 50 and 20 per cent off to the non-stocking jobber and 
50 and 25 per cent off to the stocking jobber. 

“Beyond this, as you know, we have preferential 
customers who carry a big stock of our materials, catalog 
our products, or perform other services commensurate 
with the additional discounts, and we will probably 
extend to them, beyond the stocking jobber’s price of 50 
and 25 off, an extra 5 per cent or an extra 10 per cent. 
We have not decided which. This will be available to 
all wholesalers who perform this same service and put 
the same sales efforts back of the sales of our equipment. 

“It is our thought that at any time should any other 
wholesalers give us the same cooperation as the whole- 
salers to whom we have extended the additional discount 
—that is, by cataloging our products, by putting extra 
sales efforts behind our products, by carrying a large 
stock, and by selling our equipment over competitors— 
we would extend to them the same preferential beyond 
the stocking jobber’s discounts. 

“My personal opinion is that the purposes and objec- 
tives of the Robinson-Patman Act are quite clear in a 
broad sense, and a spirit of fair mindedness and common 
sense will enable anyone to comply with the spirit of 
the Law. 

“The prohibitions of the Law had to be expressed in 
very general language in order to give them wide and 
general application, and this has created a great amount 
of vagueness, ambiguity and uncertainty. There will 
probably be an unusual amount of hair-splitting and legal! 
technicalities in any cases that come before the Courts.”’ 


LL 


On PARADE.... 


1936 Business 1s analyzed and shows 
a one-third advance over 1935 


™ 
W IThl actual tigures available tor the 


first 11 months of the year, it appears that during 1936 
the plumbing and heating industry will show an advance 
of approximately one-third over the previous year. The 
average per cent of gain, as reported by 94 wholesalers, 
for the first 11 months was 32.24 per cent. Since 68 
of these wholesalers expect December also to show a 
gain over the previous year, while 18 expect it to be 
about the same and only 4 expect a decline, this same 
percentage of gain should continue to hold, and even 
improve, when final figures for the year are in. 
Throughout the year the West South Central States 
have been the most active. This section of the country 
has been coming to the fore tor some time and good 





crops with good prices, plus the Dallas [:xposition, have 
aided in brightening it during 1936. The West North 
Central States show the next largest gain for the year. 
This is particularly encouraging for the reason that the 
drought hit this section the hardest. There are certain 
spots within this area where business showed little or 
no advance over last year and, in some instances, even 
a loss. However, the section as a whole came through 
in excellent shape. 

Immediately behind this section were the East South 
Central States. Ketter prices on agricultural products, 
particularly cotton, and a better agricultural situation 
generally is the principal factor here, although the move- 
ment of some textile plants and paper plants to this 
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section was also a contributing factor. The South At- 
lantic States and the Pacific Coast States showed ap- 
proximately the same gain as was enjoyed by the coun- 
try as a whole. The Middle Atlantic States were slightly 
behind the average in percentage. However, since these 
three states—Pennsylvania, New York and New Jersey 
—account for a much larger share of the total plumbing 
and heating market than any of the other sections, the 
gain both in volume and dollars was the largest in this 
section even though the percentage gain ranked fifth. 

The New England States failed to keep pace with the 
rest of the country; nevertheless, they showed a sub- 
stantial gain. New England has been the slowest sec- 
tion of the country in recovering from the depression. 
However, business men in that area now feel that they 
are due for a substantial comeback. 


HIGHEST PRICE INDEX SINCE 1931 


One of the most encouraging developments during the 
year has been the upward trend in plumbing and heat- 
ing prices. The latest government bulletin on whole- 
sale prices shows that the plumbing and heating index 
stood at 76.5 per cent of the 1926 average in September, 
1936, as compared with 71.1 per cent in September of 
1935. This is the highest point this index has attained 
since 1931. Although this is encouraging, prices on 
some items, particularly plumbing fixtures and plumbing 
brass, are still extremely low and considerably behind 
the general price trend for all commodities. The price 
index based on 1926 for all commodities was 81.6 per 
cent in September as compared with 80.7 per cent in 
September of 1935; thus the general price index gained 
only 0.9 of a point in this 12 month period, while the 
plumbing and heating index was gaining 5.4 points. 
There is every indication that plumbing and _ heating 
prices will shortly close up the gap existing between 
prices in this industry and the general price level. 

During the year, the major volume of business con- 
tinued to come from the remodeling market. For ex- 
ample, during 1936, there should have been at the out- 
side about 200,000 dwelling units erected. Nevertheless, 
a conservative estimate of bathtub shipments during the 
year would be in the neighborhood of 750,000 units. 
Thus, more than 70 per cent of the plumbing market 
continued to come from existing buildings. Similarly, 
in the heating field 1936 boiler shipments were around 
203,000 units. Since it is a known fact that only about 
20 per cent of new residential buildings utilize boiler 
heating, it is obvious that here too better than 70 per 
cent and possibly as much as 80 per cent of the business 
is coming from the remodeling market. 

Recently, this Bureau made a checkup with boiler 
manufacturers to determine what portion of their boilers 
were shipped for use with oil burners. This checkup 
indicated that 77 per cent of their business still comes 
trom equipment shipped for use with coal and only 
about 23 per cent is shipped for use with oil. 

Although staple items such as plumbing fixtures and 
cast iron boilers and radiators had substantial gains over 
the previous years, the gains registered by special prod- 
ucts were the principal factors in bringing the gain as 
a whole up to the figure of a little better than 32 per cent. 
For example, steel boilers showed a gain of 54.5 per 
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cent, electric water systems showed a gain of over 35 
per cent, oil burners showed a gain of about 38 per 
cent, mechanical stokers a gain of over 81 per cent and 
summer and year round air conditioning equipment a 
gain of over 50 per cent. 

The most encouraging part about this situation 1s 
that these figures are conclusive evidence of the fact 
that the American public is spending an ever-increasing 
share of its dollars for the comforts of plumbing, heat- 
ing and air conditioning equipment. The tarmer who 
was formerly satisfied with a windmill or hand pump 
now must have an electric water system. The home 
owner formerly figured that he had the ultimate in heat- 
ing when he installed a steam, hot water or vapor plant 
now feels that that plant must be at least automatically 
fired and, in most instances, must be augmented by total 
or partial air conditioning as well. 

For the past few years, the conventional channels of 
distribution, that 1s, from manufacturer-to-wholesaler- 
to-contractor-to-consumer have been strengthening in 
the plumbing and heating field. This trend was due to 
natural economic causes. That is, the Dtu. and the 
mail order house are not so set up that they can obtain 
more than a small portion of new construction business. 
As this new construction market began to become im- 
portant once more, manufacturers found that they must 
adhere strictly to the established channels of distribu- 
tion if they wished to obtain their full share of this 
growing market. About the middle of the year there 
was a momentous event in the shape of the Robinson- 
Patman Act that seems destined at the moment to 
greatly accelerate this trend. Until this Act has been 
thoroughly tested in the courts, none can safely predict 
the exact effect it is going to have on the distribution 
setup in this industry. 


190.000 UNITS THIS YEAR 


It was mentioned above that 1936 new construction 
accounted for a maximum of 2V0,000 dwelling units. 
The actual increase in new residential building permits 
for the year was 129 per cent in estimated cost and 91.9 
per cent in number.* Since there is no source that col 
lects complete new construction data, it 1s necessary to 
estimate the total volume. Last year, dwelling units 
erected were estimated at something between 75,000 to 
100,000 units. The total this year should, therefore, run 
between 160,000 and 190,000 units. 

Non-residential construction gained 26.4 per cent in 
the first nine months in the number of units and 48.5 
per cent in estimated cost ; additions, alterations and re 
pairs gained 9.4 per cent in the number of units and 
33.1 in estimated cost. The average gain for the entire 
construction industry for the first nine months was 21.7 
per cent in the number of projects and 71.2 per cent in 
the estimated cost of these projects. It is immediately 
apparent, therefore, that the predictions that authorities 
made about two years back to the effect that increases 
in new construction would come principally from the 
residential market has been accurately followed out. 
These same authorities now predict that further gains 
for the next two years will continue to come from rest- 
dential construction and that it will be 1939 or later 
before commercial building comes back into its own. 
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‘| RIPS to Bermuda for 13/ prize win- 
ning dealers and retail salesmen were the awards in a 
sales contest which was held recently to stimulate the 
sale of oil burning equipment. Of particular interest 
are the prize winning methods of contractor-dealers who 
competed. Among the prize winners was R. T. Mor- 
rill, a plumbing, heating and home appliance contrac- 
tor-dealer of Beloit, Wis., who is also president of the 

Wisconsin State Master Plumbers Assn. 
Awards in the contest were made on the basis of 
purchases which the various dealers and retail salesmen 
placed over the period from January 1 to November 


BERMUDA 





Here are three views of Ber- 
muda which greeted the prize 
winning dealers. Note the 
horse-drawn carriage in this 
quaint vacation spot where auto- 
mobiles are not allowed 





¥, 1936. The contest was so designed that the only 
competition a dealer or a salesman had was his own 
sales quota. (uotas were placed on a sufficiently high 
level so that an outstanding merchandising job was 
necessary on the part of both dealers and salesmen to 
win one of the awards. 

The article which appears on the following pages tells 
how Mr. Morrill planned for, and won, one of the prizes 
in the contest. Further than that this article describes 
the methods Mr. Morrill employs not only in winning 
prize contests but also in winning everyday plumbing 
and heating sales. 
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How It’s DONE... 
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Oil burners, refrigerators and gas are mer- 
chandtsed by contractor-dealer,in addition to 
plumbing, heating and other home appliances 
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HE trip to Bermuda was a splendid 
two weeks vacation. While I was there, I enjoyed 
cycling around the islands and swimming in the ocean. 

“I won the trip on the sale of some nine thousand 
dollars worth of equipment. In order to accomplish 
this it was necessary to do quite a little newspaper adver- 
tising, direct by mail campaigning and personal solici- 
tation of prospects who had thought of buying and those 
able to buy. We had a window display for about two 
months changing it somewhat every two weeks, and a 
demonstrator in our store. 

“T think we were most successful in our survey, which 
consisted of figuring the Btu. loss of each room and 
checking the heating plant as to its ability to deliver 
economically the heat required. After the survey we 
made a complete report, stating the approximate figure 
for cost of heating, providing the plant was put in the 
proper condition or if necessary replacing with a new 
unit. This gave confidence and eliminated cheap compe- 
tition. I think we proved the fact that it takes a heating 
engineer as well as a salesman to sell a volume of oil 
burners satisfactorily.” 

The foregoing is a summary of how Mr. R. T. Morrill 
of Beloit, Wis., plumbing, heating and home appliance 
contractor, did such a good job of selling oil burners 
just recently that he won a trip to Bermuda. The fol- 
lowing is his sales plan in general. 
“The wider the range of products 
[ sell, the more I will get custom- 
ers to return to my store,” is the 
theory that Mr. Morrill applies to 
his business. Mr. Morrill is suc- 
cessfully merchandising a long list 
of products in addition to plumb- 
ing and heating. Among these 
are electric refrigerators, bottled 
gas, kitchen ranges, gasoline pres- 


Refrigerators as well as oil burning 

equipment and home appliances are 

merchandised by Mr. Morrill, as evi- 

denced by this display on his show- 
room floor 
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sure stoves, radios, vacuum cleaners, washing machines, 
ironers, electric fixtures, electric appliances, such as 
toasters, waffle irons, grills, irons, percolators, etc., light 
plants, water systems, industrial power units, windmills, 
and feed grinding machines. 

The Morrill company does a substantial rural business, 
Beloit being in the center of a prosperous dairy and 
farm section supplying the Chicago market. ‘The com- 
pany handles electrical work and operates a large repair 
department for washing machines, vacuum cleaners, ete. 
They have been a service organization for fifteen years, 
and have a staff of qualified plumbing, heating and 
electric mechanics. 

In this article we shall confine ourselves to a descrip- 
tion of the successful methods employed by Mr. Morrill 
in selling electric refrigerators and bottled gas. His 
achievements in the refrigerator line have been especially 
meritorious—l100 refrigerators being moved from his 
store during a recent ten month period, compared with 
only twenty units in the corresponding period of the 
preceding year. Mr. Morrill really didn’t start pushing 
the bottled gas line until just recently and during the 
first ten months sold approximately twenty such instal- 
lations. 

Let’s first review the sales methods that accounted 
f electric refrigerators. 


tor such a large turnover « 
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APPLIANCE BARGAINS * 


Fairbanks-Morse brand new 5-foot 
electric refrigerator; for Thurs- 


day and Friday only............$105.00 


Y“airbanks-Morse home size stoker: 
ne\.; completely installed with 


all controls a......$190.00 





? 


Fairbar <s-Morse 3h.p. rebuilt gas 
eng ne .. $35.00 





Universal electric vacuum pump; 


used for milking machine. 


Bupane Bottle Gas, 

Gisolin® pressure stoves 
Fuirbanks-Morse electric pumps, 
Universal, Hoover, Premier and Ham- 


iltom-Beach Vacuum Cleaners, 


Co: colei.e Vacuum Cleaner repair serv- 


ice on all makes of cleaners. 
a 
Easy Washing Machines. 


Vringer Rolls, Belts and Repairs for 





any make washer. 
Electric | Appliauces, Toasters, Waffle | 


ii 
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| ron. Grills, Lrons, Percolators, etc. 





Elec.) cal service—wiring, fixtures, 
Steen: Heating—Pliumbing. 
Pump Repairing—Boiler Work. 
R. T. MORRILL 
§24°E. Grand Ave-Phone 73 














“An extensive advertising campaign and a salesman 
working exclusively on refrigerators are two outstanding 

g increase in our refrigerator sales in 
the last year,” Mr. Morrill said. “Another important 
lactor we use is a special demonstration that we devel- 
oped to illustrate the superior food capacity, the operating 
economy and the food-saving advantages provided by 
the special features of the units we handle. 

“We depend upon several sources to secure pros- 
pects,” Mr. Morrill explained. “Direct mail advertising 
is used quite extensively. We also use a 10 in. news- 
paper display advertisement regularly once a_ week. 
About six times a year we use a full-page display ad, 
During the refriger- 


PCasoOns for the big 


and each day we use a classified ad. 
ator season we feature electric refrigerators in these 
advertisements. We also make a large number of ‘hit 
or miss telephone calls to prospects—people whom we 
re quite certain can afford a new refrigerator and those 
who are remodeling their home or building a new one. 
We follow the building permits closely, and also receive 
leads from our mechanics. We also display refrigerators 
in our show window at various times during the vear. 

“The majority of our refrigerator sales are made 1 
the city proper,” Mr. Morrill said, “and most of these 
are to occupants of medium-sized homes. Approximately 
25 per cent of the sales are for cash, about 15 per cent 











pay in ninety days and the remainder are of the one-year 
payment type. We sold three or four refrigerators 


allowing the customer fifteen months to pay. At the 
present time we are not set-up to extend the payments 
for more than a year, but I am convinced that we could 
have sold many more units if we had been prepared to 
do this. We have drawn up a ‘Conditional Sales Agree- 
ment’ that we use for refrigerators and other products 
sold. on a time-payment basis. This is very simple 1 
its language but it serves the purpose perfectly. 
“Ordinarily the peak season for refrigerator sales is 
July and August,” Mr. Morrill pointed out, “but in 1935 
we started our campaign in May and continued it into 
September. We know from experience that the re- 
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“BUPANE BOTTLED GAS 
can be connected to any gasoline 
pressure stove or gas range and 
milk. sterilizers; $850 per drum. 

lete installation with 
range as 4 A as ie S. 


ORR 
Hea eettical Work 
524 gore ve.—Phone 73 








Daily, weekly and bi-monthly news- 

paper ads are used by Mr. Morrill. 

These range in size from the one above 
to full-page displays 


frigerator line is not a year ‘round proposition—the 
weather is an important factor. 

“We should much prefer, however, to spread our 
sales over a longer period. There are certain disadvan- 
tages in having so much business all at one time. We 
don't have a chance to give the customer a complete 
explanation of defrosting the box, how to use the frozen 
dessert trays, etc. This results in unnecessary service 
calls and the customer does not receive the maximum 
service from his box. 

“In 1936 we started our refrigerator sales campaign 

March in order to spread out the business more. At 
present we give the customer one year free service. But 
this is too costly, and we hope to change it to one year 
free service on parts and only ninety days free service 
on the complete unit.” 

Mr. Morrill employed one full-time refrigerator sales- 
man from May until the middle of September in 1935, 
This man worked on a straight commission basis, receiv- 
ing 15 per cent of the gross sale, not including the 
carrying charge, of course. “Our refrigerator salesman 
did extremely well,” Mr. Morrill remarked. “He aver- 
aged about five refrigerators a week from the first of 
May until the middle of September. His income during 
this period ranged from $85.00 to $125.00 per week.” 

This salesman left the Morrill company at the end 
of the 1935 season and returned for the 1936 campaign. 
In the meanwhile, the company’s two regular salesmen 
handled the refrigerator line. 

‘The most successful refrigerator salesman,” Mr. 
Morrill said, “is the one with the most force. It 1s 
impossible, however, to judge the selling ability of a 
man simply by talking with him. The only way to do 
is to give him a chance to prove his ability. 

“The rather quiet type of salesman appeals very much 
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to certain customers who do not even realize that they 
are being ‘sold’ by this man. He often has exceptional 
ability to close a sale, and after all that is a mighty 
important asset. This type of salesman usually requires 
leads to get him started. He isn’t as a rule a good door- 
bell pusher on a blind canvass proposition. I have found 
that the noisy, loud-talking salesman is not as good as he 
would have you believe.” 

In employing a new salesman, Mr. Morrill instructs 
him thoroughly in the company’s policies and methods, 
as well as in the equipment he is to sell. Then the 
manufacturer is requested to give this man further selling 
instruction, if possible. 

Mr. Morrill gives his salesmen as many leads as 
possible and follows-up later to learn what was done on 
each lead. If no sale is reported on a lead he checks-up 
with the salesman to find out why. When a lead is re- 
ceived usually a letter and descriptive literature are sent 
to the prospect preceding the salesman’s call. If the 
lead is an exceptionally “hot’’ one, however, the sales- 
man is sent out immediately without waiting to mail a 
letter. 

“The reason we went into the bottled gas line is that 
gas appliance business quite apparently is coming back to 
the master plumber again,’ Mr. Morrill explained. 
“Another factor that influenced us in taking on a bottled 
gas line is that we had started again to push sales of 
gas ranges. We needed bottled gas in our assortment of 
products in order to be in a position to render a com- 
pleted job to the rural customer for whom we had in- 
stalled plumbing and heating. It is a ‘natural’ for our 
business. 

‘We are very pleased with the results of the bottled 
gas line,” Mr. Morrill said. “We have sold approxt- 
mately twenty gas jobs, and in connection with these we 
also sold five gas ranges and two gas water heaters. 
The average complete installation includes a gas range, 
a tank of gas, and the installation of the equipment.” 


DISCOUNT FOR DRUM PICK-UP 


Mr. Morrill pointed out that each installation usually 


means a steady customer for additional drums of gas. 
He likes business of this type because it brings the cus- 
tomers back to the store at regular intervals. In fact, 
he encourages the customers to pick-up their new drum 
of gas at the store by charging $1.00 for delivery service. 
The retail price of the drum is $8.50 at the store and 
$9.50 if delivered. Mr. Morrill doesn’t make a contract 
with customers for their future gas supply, nor does he 
charge a rental fee for drums (the original $10.00 deposit 
is the only charge). He is of the opinion that contracts 
and rental fees cause the customer to feel ill at ease. 

The supply of gas drums are stored at the rear of the 
store, approximately eight drums being carried in the 
stock he has on hand. 

The drums are sold for cash only, but the gas appli- 
such as ranges, heaters, may be 
purchased on time payments if the customer desires. 


ances. water efc., 


The heating cost analysis shown at the right, according to Mr. 

Morrill, has been effective in proving that it takes a heating engi- 

neer as well as a salesman to sell a volume of oil burners satis- 
factorily 
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drums ot 


Salesmen are not employed to sell the gus 
alone, but of course the two salesmen regularly employed 
by the company sell gas appliances and thereby indirectly 
sell the drums. 
in the classified section of the Beloit Daily News. 


The bottled gas, however, is advertised 
This 
newspaper is widely read by farmers within a radius ot 
twenty-four mules of Beloit. The equipment 1s demon- 
strated on a special set-up in the store. 
needs tor hot water, and we 


“Farmers have 


show them how bottled gas connected to either a manual 


Thal 


or an automatic gas water heater will give them all the 


hot water they desire. The hot water feature 1s a 
strong selling point for bottled gas installations. In the 
water heater, two drums are re 


case of an automatic 


quired—one for reserve. Gas retrigeration 1s another 
strong selling point for bottled gas. Two drums are also 
needed for this service. 

\ recent Board of Health, 
strangely enough, has been instrumental in helping Mr. 
Morrill sell bottled Yas jobs. The 
Hlealth ruled that all farmers shipping milk to Chicago 
must wash their milking equipment in water heated to 
110 deg. Fahr. 

“Many farmers in the Beloit district ship to the Chi 
cago market and must adhere to this ruling,” Mr. Morrill 
said. “We expect it will help us sell quite a number ot 
drums as well as water heaters 


ruling ot the Chicago 


Re ard of 


several 





“After selling the farmer a drum and a water heater 


we perhaps can sell him a kitchen range and a gas re 
frigerator. 


drums for their personal use we will automatically 


increase the sale of drums.” 


If we can get more farmers to hook-up the 
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Janitor or Personal 
i | xe , ' f ® automate No attention “Te 
Janitor or Personal sul, no fuel dust and dirt to 
ls worhandy manat®8 per monthfor months g up and down stairs. The jaa 
ed, ter eat y Z work * by electricity which costs ap 
¢ for membe he } “ « 5 6 vO $ /, 4 ? rom itely the amount shown 
| i a fahd. £4440? lx patmnaneinnmmemnes 
| » 
| Hot Water 6 svtontAg 
| (,aa Heater \ultgrmat« estimated average month 
| 450 Hot Water 
| as 6 beater hand operated estimated average vet » | xe Tranater or Timken Silent Auto 
| omeil at 9 nati tanned Hot Water heater you can have 
i blectre Water Heater estimated avera wmithiy ry, $ suppl hot ter at bk 
! g ) ) ; ipply wa at low cost. This cost 
at 8 $ <600 $ sone ed in fuel bills 
sai — a. 
Cleaning 
‘coal dust, soot and ashes make wails, wowlwork ( leaning 
floors lraperies and furniture much ditrer The ae hi beat ng = clean Dart and dust from the 
| tainly mereases the time and labor ner cess Heating } have to be cleaned up Here 
home clean Woulds t you sa / V4 sa ig Meving ¢ tome and energy of the persoe 
| eamly amount to 8 $ / 40 4 $ NONE “ keeps the } © clean 
' _—- _ 
Redecorating 
} The dirt and duat from the bas 
lings — become imbe Redecorating 
ashes MH ecle rating wm neecler Wtener N he the . . st anc ashes are ehonated from your home, 
' 4 her o ° ‘ 
} } st «a t can no longer rt your decora- 
“t would be . 20 00 $ NONE tions eng one of two beating seasons 
| — = —_ -_-— _-- - ns 
Clothing 
\ soot emudge on coat rousers, shirt of ees costs 
t - reases the cleaning Conve Clothing 
‘” @ last-minute trip t w furnace Ker, ng enthon-—no shovel, pokers, shakera, 
mig vet $1 aw s. wuyt r a fuel bine —this cause of 
lea Z t $ 0, OO $ NONFE t | excess cleaning bills we ended 
| Doctor and Druggist Doctor and Druggist 
is and ex knees caused by over. and er hea ¥ we teat s automat«ally ontrotied le 
| ten result in doctors and druggiuts | emperature the season round 
' ys, ”% those yvoie were caused ft uneven heating f 
‘ y Ih” 4 evelomng from unhealthful 
your cost would be $ /9.00 $ NONI vera be ehimnated 
i ee 
| 
c 7 
| $ G/2S5 TOTAL ESTIMATED COST 
PRESENT Cost $243.00 $243.00 PRESENT COST 
57.75 
$/ ak: ESTIMATED SAVING PER YEAR 
NOTE: The estimate @ conservative it ot yusiy cannot be artwe NOTE \ thea = aut t « far on the eafe 
' many imetances. One rm we to cold rooms ght cost d . tr le Actual fg loubtedly increase st 
hes complete estimate These figures remuod you that the cast of ofd fer shed ' en at the low } with Timken Of Heat 
fashiimed heating ie much greater than the mere cost of fuel (On the ~ available at the lowest stow Av YOU REALLY 
next page we illustrate how Timken (hi Heat saves these extra costs APE OR LD FASHIONED HEATING A INC ER? 
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Fig. 1—Showing wrong connections, sizes and incorrect practice 


EXAMINATIONS.... 


















































#3 aad 


§ 





























50 %a 










eae cc cccaaccccgacdddad 


Ye 




















fe. an 

















Fig. 2—This illustrates a wide range of wrong connections 


Correct these drawings and answer these 
questions to check your knowledge 


QO; what should a plumbing examination con- 
sist? The answer to this question should interest not only 
the prospective applicant for a license, but all plumbing 
examiners on municipal plumbing boards, local union ex- 
amining boards and the industry in general. 

Generally speaking, plumbing examinations in this 
country consist of three parts: (1) Practical work, (2) 
Answers to questions relating to the practice and theory 
of plumbing and (3) Correction of drawings showing 
incorrect plumbing layouts. 

The practical part of the examination consists of wip- 
ing an assortment of different kinds of joints, caulking 
joints and similar work. 

The theoretical part of the examination is for the pur- 
pose of testing the applicant’s knowledge of underlying 
principles and theory of plumbing. 

Coming now to the third part of the examination, this 
seems to be fairly well established. Figs. 1, 2 and 3 
are more or less typical of the types of drawings used in 
this work. 
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Figs. 1 and 2 show the most common type, a plumb- 
ing elevation showing quite a wide range of wrong con- 
nections, wrong sizes and general incorrect practice. The 
applicant makes a rough pencil sketch showing the work 
corrected according to his idea of the correct practice 
under the local plumbing code requirements. Another 
method is to allow the applicant to discuss the drawing 
with his examiners, and to point out the errors he finds, 
the examiners meantime making notes of the errors 
pointed out by the applicant. The second method is with- 
out doubt the fairest, inasmuch as it would generally be 
asking altogether too much of a plumber to make such a 
complicated drawing. After all, the examination is not to 
determine the applicant’s ability as a draftsman, but his 
knowledge of plumbing. 

Fig. 3 shows at the left an incorrect layout of plumb- 
ing, and at the right, on the same sheet, a skeleton ar- 
rangement of the same layout of fixtures. The applicant 
redraws the plumbing layout, showing it corrected ac- 
cording to his judgment, under the local code. 








ipwe rere 
































Fig. 3 gives opportunity for the applicant to remake 
the drawing with the least possible effort. 

What passing mark should be required on examina- 
tions? This is a matter for each examining board to 
determine. 

It should be borne in mind that the applicant in most 
cases is under considerable nervous tension, which pre- 
vents him from showing the knowledge he might present 
in a calmer state of mind. Moreover, the average 
plumber is not trained to express his thoughts on paper. 
Use of oral examinations may often be the fairer plan, 
although the disadvantage here is that there is no record 
to file. 

Again the purpose of the examination is to discover 
what the applicant knows of plumbing, and his expres- 
sion of the knowledge he possesses should be made as 
natural and unlabored as circumstances permit. 

In our opinion, only questions whose intent 1s beyond 
question, should ever be asked in these examinations. 

One part of an actual examination given in one of the 
New York State cities included sixty-five questions re- 
quiring written answers, but without the need of draw- 
ings. Here are twelve of them with their answers. More 
will be published in a later issue. 

1. What is meant by the seal of a trap? 

2. What is ordinarily a safe depth of a seal? 

3. In what ways may trap seals be broken? Name 3 
wavs. 

4. Is it the amount of water in the trap or the depth 
of the seal that offers the most resistance to the entrance 
of sewer gas? 

5. Is it the amount of water in the trap or the depth 
of the seal that offers the most resistance to siphonage ° 

6. What are the two principal types of traps on which 
all other traps are based ? 

7. Give the comparative advantages of “S” 
“drum” traps. 

8. What advantage has the “'4-S” trap over other 
forms of traps? 

9. Why cannot the “S” or “34-S” trap be used in con- 
tinuous vent work? 

10. What positive pressure should exist in the piping 
of the ordinary plumbing system? 

11. Why should traps be 
vented ? 


and 





level of the trap. When the contents of the trap drop to 
a point below the dip, the seal is broken and the trap 
then offers no protection against entrance of sewer air 
and gases. 

2. Ordinarily a depth of 1 in. to 2 
is considered safe. 

3. Three principal causes for the breaking of trap 
seals are siphonage, evaporation and capillary attraction. 
Other causes are back pressure and momentum. 

4. Depth of seal presents greater resistance to entrance 
of sewer gas than does the amount of water in the trap. 


in. of trap seal 


5. It is the amount of water rather than depth of seal 


that offers most resistance to siphonage. 

6. The two forms of trap on which practically all 
traps are based are the “S” trap and the “drum”’ trap. 

7. Inasmuch as the ‘drum” type of trap contains a 
large body of water, it is less subject to siphonage than 
the “S” trap. On the other hand, the “S” trap scours 
much more effectively than the drum trap, and is more 
easily installed. The “drum” trap is of special value 
when used under floors for such fixtures as bathtubs, 
while the “S” trap or its modifications are more adapt- 
able to elevated fixtures. 

8. In modern plumbing operations, where continuous 
venting 1s now universally used, the “'4-S” trap, or “P”’ 
trap, as it is more generally known, is exactly adapted 
to that type of venting and therefore especially useful. 

9. “S” and “34-S” traps cannot be used in continu- 
ous venting because neither of these traps has a hori- 
zontal outlet. When provided with such an outlet, the 
drum trap can be so used. 

10. There should be no pressure whatever in the 
plumbing system. 

11. The chief reason for the venting of traps is to 
admit air and thus overcome the possibility of siphonage. 
Venting also is a relief for pressure that might be gen- 
erated in the plumbing system, and venting serves to 
increase the life of the plumbing system. 

12. To be effective, the vent opening should be above 
the level of the crown of the trap. In no case should it 
be below the dip of the trap. This rule, however, cannot 
he applied to such fixtures as water closets. 





12. At what level should a 
the vent opening be made? | 

The answers to the fore- 
going questions are as fol- | Pe ee 
lows: | : 


1. The seal of a trap 





used in plumbing operations , a 
is that portion of the water | 
contained in it, which is be- 
tween the dip of the trap 
and the overflow or outlet 
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proper connections. The _ right _— ee — 

hand section is for drawing in cor- 

rect connections. Readers are in- | 19 «639 40 4s ane 

is e ° ‘cee tee) om . . oe 

vited to send in their methods of | a et f-4 — ee. se 2 oe oe 


connecting these fixtures. Answers 
will be published in a future issue 
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| EMPERATURES of well water in all 
sections of the country with the exceptions of the extreme 
southern and southeastern states are low enough to 
accomplish satisfactory summer air conditioning. In the 
densely populated sections in the eastern and central 
portions of the country, well water temperatures which 
vary from 42 deg. Fahr. to 55 deg. Fahr. are low enough 
to insure complete and highly satisfactory summer air 
conditioning. 

‘Through the use of a closed coil cold water circuit 
when well water is employed in summer air conditioning, 
dehumidification 1s accomplished in addition to cooling. 
This and other information is contained in a new manual 
which has been prepared as a standard on the subject of 
well water in air conditioning,’ according to C. D. 
Leiter, who discussed summer air conditioning using 
well water at a meeting held in Chicago last month. He 
declared that well water used in the process of air con- 
ditioning need not be wasted. Such water once it has 
passed through cooling coils has the same approximate 
temperature as does rain water and consequently is well 
adapted for such uses as lawn sprinkling, swimming pools 
and fountains. Another point he made was that the rea- 
son water from the city mains cannot be used in air con- 
ditioning 1s that, while it may he cool enough to reduce 
the temperature to the desired point, it seldom 1s cold 
enough to achieve dehumidification. Technically, to 
accomplish dehumidification, the water in the cooling 
coils must be cold enough to bring air below the dew 
point and thus make moisture precipitation on the coils 
possible. 

The manual which has been prepared on the subject 
is a compilation of work data material prepared for sales 
use by the National Domestic & Farm Pumping Equip- 
ment and Allied Products Manufacturers. It 1s repro- 
duced in the following: 


en 

| Hie planning of a well water cooling 
system is accomplished in two equally important steps. 
l‘irst it is necessary to estimate the amount of the heat 
or cooling load of the particular project at hand. The 
second step involves the selection of the proper equip- 
ment to carry away or absorb satisfactorily the estimated 
cooling load. 

Miguring the cooling load of the building is a prob- 
lem similar to figuring the heating load. The same 
factors for heat transmission through walls, glass, ce1l- 
ings, roofs, floors, etc. apply in both cases. However, 
most conditions such as sun effect, human occupancy, 
electric lights, etc., that help to lighten the heating load 
all help to increase the cooling load and must be taken 
into account in figuring a job. Do not forget that ven- 
tilating fans, kitchen equipment and other mechanical 


AIR CONDITIONING 


or electrical devices that give off heat or increase the 
amount of fresh air supplies, if not figured into the 
cooling load, may affect the operation of the system to 
such a degree that it will not be satisfactory. 

In estimating the requirements for a heating installa- 
tion, sensible heat only is taken into account. In 
figuring cooling loads, both sensible and latent heat 
usually are figured as the comfort obtained from a cool- 
ing installation depends just as much on the relative 
humidity maintained as upon lowering the dry bulb 
temperature. 

Sensible heat is the heat transmitted into the building 
through the walls and ceilings, due to the higher outdoor 
temperatures. The heat given off by electric lights, elec- 
tric motor, steam pipes, stoves, etc., also is sensible heat. 
The average person gives off approximately 400 Btu. 
per hour of which 225 Btu. is sensible heat and 175 
Btu. (1,200 grains of moisture) is latent heat. A person 
exercising or dancing gives off more heat than one 
sitting quietly so that in estimating cooling requirements 
for dance halls or night clubs, 500 Btu. per hour per 
person is not too high a figure to use. Of this amount 
approximately 275 Btu. is sensible heat and 225 Btu. 
is latent heat. 

The psychrometric chart is very necessary in figuring 
jobs and any person doing this type of work must 
familiarize himself with this chart and know how to use 
it. The psychrometric chart gives the relationship be- 
tween the wet bulb, dry bulb and dew point temperatures 
as well as the relative humidity for any given condition. 
It also gives the total heat and total moisture in the air 
for any given condition. In working with cooling prob- 
lems there are four conditions of the air in which we 
are,interested, namely, dry bulb temperature, wet bulb 
temperature, dew point and relative humidity. When any 
two of these conditions are known the other two can 
he determined readily from the psychrometric chart. 

The conditions involved in figuring cooling loads are 
as follows: 

1. Heat transmission through walls, windows, ceilings, floors. 

a. Sun effect on walls, windows and roofs. 

2? Heat from air (Infiltration on or mechanical change bs) 
ventilating fan). 


Heat given off by occupants. 
4. Heat from equipment (Lights, stoves, motors, etc.). 


The generally accepted basic outdoor conditions are 
95 deg. Fahr. d.b—/5 deg. Fahr. w.b. temperatures, 
hut these conditions can be changed to meet local cond- 
tions. In order to avoid the dangers resulting from too 
great a temperature differential between indoors and 
outdoors, an inside temperature not more than 15 de- 
grees lower than the outside temperature is usually 
assumed. With an outside temperature of 95 deg. Fahr., 
this results in inside temperature of 80 deg. Fahr. 

All calculations of heat transmission are based on the 
difference between outside and inside temperatures, SUN 
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C. D. Leiter. Photo taken during his talk on new 
air conditioning with well water manual 


IFFECT, therefore, must be taken into account as the 
effect of the sun is to raise the temperature of walls, 
windows and roofs that are directly exposed to the sun's 
rays. The allowance for this effect 1s as follows and 
must be added to the assumed 15 deg. temperature 
difference. 

Walls and windows... 25 degrees sun effect 
Roofs and sKylights.............. 


.55 degrees sun effect 

This makes the total temperature difference for walls 
and windows 40 degrees , and for roofs and skylights /0 
degrees. As the east and west walls are never exposed 
to the sun’s rays at the same time wherever a building 
has both east and west exposure, apply the sun effect 
factor to the wall where the normal heat transmission 
is greatest. 

The formula for figuring heat transmission through 
walls, glass, roofs, ceilings, etc. is H = A &* U 
(To—T1) where 

H transmitted in Btu. per hour. 

A Area in sq. ft. of wall, glass, etc., through which 
heat transfer is being calculated. 

Ly Coefficient of heat transfer taken from follow 
ing tables and represents the rate of heat 
transfer in Btu. per sq. ft. of surface pe 
degree temperature difference. 

(To — Ti) Difference between outside and inside tempera 
tures. 

NOTE—Sun effect to be added where necessary. 

Tables which will be published in another part of 
this series give coefficients of heat transmission for aver- 
age building construction. For other construction not 


given, proper coefficients can be obtained from a reliable 
handbook. 
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MANUAL 


jefore going into the design of this equipment we 
must understand some of the terms commonly used. 

Btu. quantity ot heat required to raise 1 Ib. ot 
water | deg. Fahr. (or approximately the amount ot 
heat required to raise 55 cu. ft. of air 1 deg. Fahr. 

Ton of refrigeration Lhe removal ot heat at th 
rate of 12,000 Btu. per hour. 

Latent Heat—(ls the heat given off by water vapor 
when condensed to a liquid without affecting the water 
temperature. One Ib. water vapor during condensation 
gives off 1,000 Btu. (approximately as used here) ). 

Sensible Hleat—-Produces a temperature change. It ts 
indicated by an ordinary dry bulb thermometer. 

Total load is the sum of both sensible and latent heats. 
The wet bulb temperature ts an exact indication of total 
heat. 

Dry bulb temperature (d.b.). The temperature indi 
cated by any ordinary thermometer not affected by the 
moisture content of the air. 

Wet bulb temperature (w.b.). The temperature that 
results from encasing the bulb of an ordinary thermom 
eter with a fine mesh cloth moistened with clean water 
and whirling the thermometer through the air until a 
steady temperature is reached. 

Dew Point (d.p.). The temperature at which the 
air is saturated with moisture. When air 1s cooled below 
the dew point it gives up moisture. 

Relative Humidity (r.h.). The amount of moisture 
contained in the air as compared with the amount the 
air would contain at the same temperature if saturated 
At 100 per cent r.h. the air is saturated with water 
vapor and the d.b., w.b. and d.p. temperatures are the 
same. 

The following factors are all based on wind velocity ot 
15 miles per hour. 

A rule of thumb method for figuring infiltration where 

close results are not necessary can be expressed im an 


changes per hour for following type of rooms 


Average Re idence Vir € hange 


Entire residence (average) 


Rooms, 1 side exposed 
Rooms, 2 sides expo ed 
Rooms, 3 sides exposed. 
Rooms, { side exposed 
Rooms, no windows or out le door t 


Drug store 
(‘lothing stores 


(hurches. factories, hott } te " 


TABLE 1 
INFILTRATION THROUGH WALLS 


iexpressed in cu, ft. of air per . ff Wall area per hes 
Sl, in. brick wall plain ;. 8h 
pla fered bee 
13 in. brick wall plain 1.4% 
pla tered 


Frame wall (lath and plaster) 
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As noted in Table 1 infiltration through plastered walls 
of ordinary sized buildings can be neglected, but it 
should not be neglected in unplastered walls or extremely 
large walls when results are being figured closely. 


BLE 2 


TA 





~ INFILTRATION THROUGH WINDOWS 


Expressed in cu. ft. of air per lineal ft. of crack per hour 


Double hung wood sash windows (not weather stripped) 39.: 
Double hung wood sash windows (weather stripped).... 235.6 


Poorly fitted double hung wood sash (not weather 


Stripped) .cccccccccccrcesssesesesceseresesseress 


Poorly fitted double hung wood sash (weather stripped).. 34.1 
Double hung metal sash windows (not weather stripped). 74.0 








Doubie hung metal sash windows (weather stripped)..... 32.0 
Rolled section steel sash (industrial pivoted)............ 176.0 
Residential CASEMeNt ... cere cece crrerseseeesveersssseres 52.0 
TABLD 3 
HEAT GIVEN OFF IN Btu. PER HOUR 

Lights and electric appliances...........-. 3415/KW Hour 
. . no 0660600600686 86606054066 000006 2546/HP Hour 
Restaurant coffee urns 10 gal. capacity... 16000/Hour 
Dish warmers—per 10 sq. ft. shelf........ 6000/Hour 
Restaurant Range—4 burners and oven...100,000/Hour 
Residence Gas Range: 

re ee ace ackenetebneen eeesewas 12000/Hour 

EP PUT COO T CCT CCC CCT eT ... §9000/Hour 

PE: a ice i eiehheha beh ems eke seen 1000/cu. ft. space 

see é uses PR ee ee hr ares 250/Hour 
Klectric Range: 

FEET CCCCCUCT TC CTT CO 3412/Hour 

Medium Burner .....  pedeeseecesesece ST 

BARTS TOUTS cece cccsccescseseves ... 7700/Hour 

SO, 6.00 664666666606 06 000 60 0088 ... 10236/Hour 

Warming Compartment ...... aed eee 1023/Hour 


Each Person: 


Sensible Heat (225 Btu.).......cccceces 400/Hour 


Latent Heat (1200 Grains Moisture/Hour) 
(175 Btu.) 


NOTE.—Assumed weight of air 075 lb. per cu. 
Specific heat of 


ft. 
air is .24 


1 Ib. 7000 Grains 


EXAMPLE No. 1 


Estimate cooling load and amount of air to be 


for bungalow under these conditions: 
All ceilings—S8 ft. 6 in. high. 


circulated 


Walls—4 in. brick veneer, 2 in. by 4 in, studs, 1 in. sheath- 


ing, lath and plaster. 
Roof—1l in. boards, composition shingles. 


Ceilings—Wood lath and plaster on 2 in. by 6 


l in. pine floor above joists. 


in. joists, 


Windows—Double hung wood sash, weather stripped. 


No insulation. 
No awnings or shade. 


Living Room 
Sun 
Normal § Eff. 


Sq. ft. glass... 60 60 
Coefficient .. 113 1.13 
Btu. hour .... 1015 1690 

Sq. ft. net wall 288 280 
Coefficient . :, ; ;: yy 
Btu. hour ... ; 1170 1890 

Sq. ft. celling..... bon iol , 396 
Coefficient .. oe seneen 28 
*Btu. hour .... on ie en .. 3330 
ee eee ee ee we yi aaioeiites ‘ae, liane — 

Total Btu. ...... Sa wear ,...9615 3580 

Ft. window crack......... - 76 
Coefficient ..... - 23.6 


Cu. ft. air hour 1795 





Dining Room 
Sun 
Normal Eff 


30 20 
L.3a 1.13 
507 84; 
ROS ROS 

27 .2¢ 
326 543 
156 
28 
1310 
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95° d.b. 

75° w.b. 

66° d.p. 

[38% r.h. 
80° d.b. 

|ro- w.b. 

| 65° d.p. 

[60% r.h. 

(Final r.h. can be reduced if desired and if well water is 
deg. Fahr. or below.) 

Four people normally in the house. Neglect all mechanical 
equipment as but little cooking is done in hot weather and 
no lights are used in the daytime. 

*Attic temperature assumed to be 100 deg. Fahr. 

Total air due to infiltration = 5314 cu. ft./hr.= 88.5 cu. 
ft./min. (c.f.m.) To reduce 88.5 c.f.m. from 95° d.b. to 80° 
d.b. requires 88.5 XK 1.08 (.075 K .24 X 60) * 15 = 1435 Btu./hr. 
Disregard the sun effect on the dining room, bath room and 
bedroom No. 2 as this heat will be balanced by the sun effect 
on the west wall in the afternoon, giving a sensible heat load 
per hour as follows: 


Assume outside conditions 


Assume inside conditions 


‘ 


v 


Heat gain through walls, ceiling and glass........ 22,144 

DOE cdkssdisvanoneds c60ebbsKe4s 60 cbewes ewes 1,435 

4 people at 225....... Kteneedsévestob ot beacdwsvasaes 900 
We saacesu nbs wee TT Tee TTT TTT TTT ETT CTE Te 24,479 Btu. 


Sensible Heat 
LATENT HEAT 

The latent heat load due to infiltration is as follows: 

o9314 cu. ft. air/hr. XK 0.75 = 398 Ib. air/hr. 

256.3 = Grains of moisture per lb. of 95 deg. Fahr. dry air 
(at saturation). 

155.8 = Grains of moisture per Ib. of 80 deg. Fahr. dry air 
(at saturation). 

256.3 X 38% (r.h.).= 97.39 

155.8 X 60% (r.h.) = 93.48 





3.91 Grains of moisture removed per 
lb. of air in passing through cool- 
ing coil. 

398 X 3.91 = 1526 + grains moisture removed from 5314 
cu. ft. 
4 people X 1200 = 4800 grains of moisture (infiltration) 





6326 grains total amount of moisture 
removed by cooling coil. 
(Use: 1000 Btu. as latent heat per lb. of moisture.) 
(7000 grains moisture per Ib.) 








6326 

—— — .904 Ib. of moisture 

7000 

904 k 1000 Btu. 904 Btu. latent heat. 
PPE, vtec 6s bt seunebabe ene bude au 24,479 Btu. 
ER ee Rm a ne ee ere 904 Btu. 
25,383 

BGG B6t OREOtwW GROtOE... ..ccccccvcenecceeosr 2,538 
EE ccc nc ots bceeedeewn bowels 27,921 Btu. per hour 
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Additional examples and other portions of this manual 
on air conditioning with well water are scheduled for 
publication in a later issue. 


Kitchen Bed. No. 1 Bed, No, 2 Bath 
Sun Sun Sun Sun 
Normal Eff. Normal Eff. Normal Eff. Normal Eff. 
13.5 13.5 30 Lb 30 15 12 12 
1.13 1.13 1.13 1.13 1.13 1.13 1.13 1.13 
228 381 507 $23 507 423 203 338 
164.5 §3.0 19] 104 216 89 47.5 47.5 
.27 27 27 .27 .27 27 .27  ¥ 
665 425 772 702 702 600 192 320 
108 ' 168 can 267 we 56 
28 ne’ .28 baa .28 os .28 
908 1410 tee 2240 ‘a 470 
PSO] S06 2689 1125 43620 1023 RO5 658 
18 38 38 17 
23.6 23.6 23.6 23.6 
425 R98 898 400 
































Now 15 the time for 
all good businessmen 
to learn the extent 
of their business. 
A good inventory, 
taken at the start 
of a new year, 
will mean much 
in better manage- 


ment and control 


INVENTORY...... 


‘Tue beginning of a new year marks more 
than just a time for making good resolutions. It is a 
time when business men should balance their accounts, 
evaluate the past year and plan for the future. That is 
why contractor-dealers should be especially interested in 
taking inventory of their businesses now. 

In the case of the contractor-dealer an inventory may 
be defined as an itemized list of the merchandise he has 
on hand, accompanied by a statement of its estimated 
value. In other words, an inventory as it concerns us, 


These two members of the H. P. Reger organization are shown 
taking inventory. J. P. Reger, on the ladder, is calling off 


amounts of stock to be copied down by J. R. Newton. On the 
cover, H. P. Reger is shown with these two men 





is a numerical listing of all the pipe, fittings and hxtures 
which are in stock. 

While some business men regard inventories and 
bookkeeping as necessary nuisances that should be kept 
on a strict reducing diet, they should not lose sight of 
the fact that the more that 1s known about a business, 
the greater the opportunity there is to make a profit in 
it. In one way, however, business men who have this 
attitude towards bookkeeping and allied subjects are par- 
ust one 
phase in any business and should be evaluated on that 


tially correct: inventory and bookkeeping are 


hasis. The moment that any one aspect of a business 

becomes a burden, a portion of its own value is destroyed, 

and the owner of a business who submerges himself in 
t 


1 sea of unnecessary detail is neither fair to himself nor 
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in a position to take advantage of profitable opportunities. 

The value of taking inventory is great and well worth 
the time and effort which must be spent on it. Of course, 
as has been indicated, inventories may become unwieldy 
things for the small contracting business if they are 
carried out of the initial stage of straight or periodic 
inventory and into the succeeding stages of perpetual 
inventory and stock control. Both perpetual inventory 
and stock control are valuable only if the size of the 
Lusiness, the amount of turn-over in a year and the num- 
ber and training of personnel warrant them. It is quite 
apparent that both perpetual inventory and even the most 
rudimentary form of stock control require additional 
trained personnel, which automatically takes both out of 
the reach of the average small contractor. It is also a 
debatable point whether or not perpetual inventory and 
stock control have a logical place in the small contracting 
business. 

Value of the running or perpetual inventory lies in the 
fact that a definite record of materials taken out of stock 
and returned to stock is kept up to date. Therefore, a 
contractor-dealer always is informed of the amount and 
approximate value of stock on hand. Consequently, he 
is in an advantageous position to place further orders 


for material. 








The upper 

one of these 
inventory 
sheets pri- 
marily is for 
perpetual in- 
ventory. The 
sheet at the 
right is 
periodic — in- 
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Information supplied by stock control records contain 
the answer to how many weeks’ supply of materials is 
on hand. Stock control records properly maintained also 
tell what items of stock have reached the ordering point ; 
what items are on order; what seasonal items should be 
purchased; what items are out of stock; what, if any, 
items of stock are overstocked; how much of each item 
in stock is used each month; and what turnover of stock 
is being obtained. 

It is easy to see that both of the foregoing require 
additional clerical help, which automatically makes them 
available only to the larger contractor. A periodic inven- 
tory has no such limitations. As a matter of fact, the 
contractor-dealer who does his own bookkeeping is well 
able to take a periodic inventory of his business and will 
find it of great advantage to do so. There can be no 
greater and more valuable information to any business 
man than to know what he owns. This is exactly what 
a periodic inventory will tell. From this point it is a 
logical and easy step to determine the value of a business 
and its physical assets. No special tools or knowledge 
are necessary to take a periodic inventory. There may 
be innumerable variations to the basic form of taking 
« periodic inventory, but in general it is done somewhat 
along the lines of the following method: 

Some form of ruled inventory sheet 1s 
necessary on which to mark down quan- 
tity and kind of items. Such inventory 
sheets are supplied by any number of 
agencies and generally are ruled in col- 
umns for the following information: the 
date the inventory is taken; a description 
of the items, that is, the name of the 
stock, equipment or fixture; 
the quantity of that item; and 
in many cases the unit. This 
last named column is for the 
cost of single items in each 
classification inventoried. The 
total value of each class of 
stock on hand can then be ob- 
tained by multiplying the num- 
ber of items by the unit cost. 

Such inventory sheets usual- 
ly have another column which 
is headed, “Extensions.” This 
column is for the total price of 
each class of stock on hand. 
The usual practice is to work 
out the total prices after the 
inventory has been completed. 
Since separate inventory sheets 
are used for each class of 
stock, that is, one sheet will 
he used to list the various 
lengths, and sizes of pipe, 
another for different types of 
fittings, and yet another for 
separate classes of fixtures, the 
extensions on each page can 
be totaled and the result will 
show how much ts invested in 
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each class of stock. Total- 
ing the extensions on. the 
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various inventory sheets consequently will give the exact 
value of all the stock which is on hand. 

A well arranged stock room naturally will speed up 
taking inventory. The usual and most logical practice is 
to go from bin to bin marking down the various items 
in each. When the bins are arranged one above the 
other in rows, as is the usual case, the person who is 
taking the inventory should work the rows of bins either 
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horizontally or vertically so that there will be no chance 
Once all the bins have been inven- 
toried, a similar method should be employed with the 
l‘ixtures in stock also are inven- 
laking inventory 
is another evidence of the value of the old saying, “Haste 
The slower and more exactly an inven- 


of missing any item. 


pipe in the pipe racks. 
toried in a similar methodical manner. 


makes waste.” 


(Continued on Page 156) 
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SOCIAL SECURITY... 


State and Federal Social Security Acts mean 1n- 
creased bookkeeping. Hereis a way it can be lessened 


. 
k MPLOYERS already have, or soon will 
discover that Iederal and state Social Security Acts 
mean additional bookkeeping for them. Such legislation 
requires that weekly and yearly reports on each employee 
he sent to the proper agency. While it is true that the 
size of the business will influence the volume of work 
necessary to complete these reports, the man who has a 
small business will find that he must contend with a great 
mass of detail just the same. One of the steps necessary 
in making out these reports is that information on every 
employee, such as amount of salary received, must be 
drawn exactly from the company’s books. 
It can be seen ,therefore, that some form of special 
hookkeeping sheets on which all of the information nec- 


The book shown in the center of the page is a special payroll 
form designed to comply with Social Security Acts 


essary for these reports can be listed would be a tre 
mendous asset. With this thought in mind, a payroll book 
designed to comply with Federal and state Social Secur 
ity Acts has been sponsored by the National Assn. ot 
Master Plumbet s. th 


ber of sets of six sheets each and ts so designed that it can 


avroll book consists of a num 
| 


he bound in the journal of the companys bookkeeping 
system. The purpose behind this book 1s to provide a 


space in which to list in one convenient form all the infor 


mation necessary to make out Social Security reports. 
Not only does this payroll book provide necessary space 
tor such entries but it 1s further designed so that it makes 
available a constant running record on every employee. 
These Social Security reports, whose form is dictated by 
law, must contaim approximately 50 different entries on 


ovee. l nless some 5 per ial form. such as this 


? 
: 
| ] ’ a 
pavroll book, 1s used in the preparation ol these reports 
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it means that every book in a company’s bookkeeping sys- 
tem has to be consulted for the necessary information. 
Further than this, if there should be any difficulty or 
question on the report which the employer turns in, he or 
his bookkeepér must check back on countless entries in 
the various books to justify the report that was made. 

The aim of this payroll book is to save time and labor 
for the person who must fill out these reports. In addition 
to the sheets, which are ruled in columns for the neces- 
sary information, there is a page of instructions included 
in the book which explains how the sheets should be filled 
out. As has been indicated, the book is divided into 49 
vertical columns for listing information on each em- 
ployee. These columns appear on six pages. These pages 
are in turn divided into 35 horizontal lines, which means 
that space is provided for listing 35 separate employees. 
It has been indicated, also, that weekly and yearly reports 
are necessary and this has been taken into consideration 
in designing the payroll book. The various vertical col- 
umns are numbered consecutively from one to forty-nine, 
reading from left to right across the different pages. The 
purpose of these columns is as follows: 

Columns one, two and three are for the employee's 
name, address and telephone number in that order. The 
fourth column is intended for the date of the employee's 
birth. This is important, since after an employee reaches 
the age of 65, he or she is not taxable under the Federal 
Old Age Benefit Law. Whether the employee is married 
or single is entered in the fifth column. The sixth column 
is intended for the employee’s registration number or 
numbers. Such numbers already have been, or will be, 
given to the employee by the Federal or state govern- 
ments. The seventh and eighth columns are for the date 
a person is employed and his position. The next three 
columns are for an indication on whether or not the em- 
ployee is subject to state unemployment insurance, Fed- 
eral unemployment insurance and old age benefit tax. 
Columns twelve and thirteen show the date and reason 
for an individual discontinuing his employment. Such in- 
formation is necessary because the reason an employee 
leaves his position may affect his benefit. The informa- 
tion contained in these first thirteen columns is to be 
prepared only once a year. 


INFORMATION FOR WEEKLY REPORTS 


The information contained in the succeeding eleven 
columns is to be prepared weekly. Columns fourteen and 
fifteen are for regular payroll information by work-days, 
that is, the time worked, total time worked and the rate 
of salary received. The sixteenth column is the amount 
which the employee earns during the week. The seven- 
teenth column is for provision, if any, under which an 
employees’ earnings are wholly exempt under Federal 
or state laws. Such exemptions are listed on the instruc- 
tion sheet which accompanies the payroll book. Each 
exemption on the instruction sheet is preceded by a sym- 
bol, such as 1-A, 2-C, 3-F, etc. These symbols are to be 
inserted in the seventeenth column. The amount of tax to 
be deducted from the wages of the employee is to be en- 
tered in the eighteenth column. Here again the instruc- 
tion sheet goes beyond merely explaining the use of 
the book and tells how the tax should be computed. Col- 
umns ninteen, twenty and twenty-one are to be used 
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only in such states as impose an unemployment insurance 
tax on employees, while the following two columns are 
to be used for the usual business deductions from em- 
ployee’s salary, such as advances on earnings, community 
chest subscriptions and group insurance. The twenty- 
second column is for the employee’s net earnings, or in 
other words, the balance due to the employee after the 
amounts shown in columns eighteen, nineteen, twenty and 
twenty-one have been deducted from the amount of earn- 
nings as shown in column sixteen. The twenty-third 
column is used for listing earnings which are taxable as 
wages but which are not included in the weekly payroll. 
Such earnings may include commissions, bonuses and 
payments of earnings in food or lodging. When entries 
are made in the twenty-third column, the amount there 
should be added to the amount found in columns sixteen 
and the total written in the twenty-fourth column. This 
column gives the tax base for Federal Old Age Benefit 
taxes on employees who have other earnings in addition 
to those which are listed in column sixteen. 


DISTRIBUTION OF EARNINGS 


The information which is listed in the next seven col- 
umns also should be prepared weekly. Columns No. 25, 
26, 27, 28, 29 and 30 provide for the distribution of earn- 
ings as shown in column 16 to their respective depart- 
ments. These six column headings are left blank in order 
to accommodate any unusual departments. The thirty- 
first column has a dual purpose. It can be used for gen- 
eral information on employees or to explain the nature 
of the entries which were made in column 23. Columns 
No. 32 to 36 inclusive need be prepared only once, at the 
end of the year. The first column in this grouping, No. 
32, is for the total amount of time which an employee 
worked during the year. The total amount of earnings 
paid to that employee during the year should be entered 
in Column 32. Deductions for Federal Old Age Benefit 
taxes from an employee’s earnings during the year are 
entered in the thirty-fourth column. The thirty-fifth 
column is for an indication whether the employee should 
be reported for income tax purposes. The thirty-sixth 
column also is for general information or for any addi- 
tional information which may be required in certain 
states. 

A grouping of four columns is included for the com- 
putation of state unemployment insurance taxes on em- 
ployers. In such states as do not have such a tax these 
four columns would be disregarded. The thirty-seventh 
column is for the sum of the weekly totals as shown in 
columns 16 and 23. This should be done weekly. Column 
38 is for the amount of exemptions allowed by the state. 
This will be indicated by the symbols which are shown 
in column 17. This also should be taken care of weekly. 
Subtract weekly the amount which is shown in column 
38 from the amount which is shown in column 37 and 
enter the balance in column 39. This column should be 
totaled monthly. A blank column heading is at the top 
of column 40. The state tax rate should be written in 
this column heading, then the amount of tax should be 
entered in the column itself. This tax can be computed 
by multiplying the monthly total as shown in column 39 
by the state tax record. 

(Continued on Page 157) 
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FIREPLACE... 


Does itt add to 
or subtract from 
the total heat? 


A FIREPLACE adds a certain amount of 
heat to a room in which the fireplace may be located. 
This may be accepted without question as anyone who 
ever has stood in front of a fireplace willingly will 
testify. But it also is a well known fact that a consider- 
able amount of air passes up the flue of a fireplace and 
that this is warm air from the room. Consequently there 
must be some point, or points, around the house where 
a similar and equal amount of infiltration air from the 
outside enters the house to replace the air passing up 
the flue. It is evident of course that air cannot be with- 
drawn from a room without replacing it and, as the 
only air to be secured-is from the outside, it follows 
that an increase in infiltration is bound to occur. This 
thought was brought up by a party having a gas-fired 
vapor heating installation where it was decided to main- 
tain a fire in an open fireplace in order to keep warm. 


Fig. 2—This chart shows the pounds of gas which are heated 
per second by 1 lb. of coal—75 per cent of Btu. value 
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Fig. 1—The top scale in this chart reads in pounds 
of gas per second; the scale at the left shows the 


loss in inches of water 


This same occupant complained of the unusual draughts 
which occured in the house and the excessive fuel bills. 

A friend advanced the theory that not only did this 
home occupant experience draughts but he also actually 
may have reduced the general temperature of the house 
by the added infiltration from the outside. As a result 
the temperature in the room where the fireplace was 
located would rise slightly but the temperature in all 
other rooms in the house would drop giving a lower 
average temperature for the building as a whole. As no 
tests of any kind were made the discussion of this ques- 
tion will have to be more or less theoretical and based 
on average values rather than on the particular condi- 
tions existing in the house mentioned; the only thing 
which will be assumed or set up and which is taken 
direct from the house is the size of the fireplace flue 
which is taken as 8 in. by 8 1n. In size. 

As the flue 1s the means by which air is removed from 
the room let this flue and its properties be considered 
first. An 8 in. by 8 in. flue has an outside dimension of 
8 in. by 81% in. with the inside opening approximately 
/ in. by 7 in. or 49 sq. in. in area. A deduction for the 
radii at the four corners reduces this area to about 48 
sq. in. net. See Fig. 4. Changing this to sq. ft. by 
dividing by 144 sq. in. gives 

48 sq. in./144 sq. in. or 0.334 sq. it. 
while the inside perimeter or rubbing surtace for the 
gases amounts to 

20 in. plus 6.26 in. or 26.28 in., which is 0.18 lin. ft. 
if the corners have a 1 in. radius and this will be con- 
sidered as 2614 inches in the calculations. The coeffi- 
cient of friction on a masonry chimney is 0.0018 and 
with a chimney say 30 ft. high the friction developed 
with 1 Ib. of gas flowing per second may be obtained 
from the formula 


‘x<xwxXtctx & 


when 
f is the coefficient of friction 
W sis the weight of the gases in lb. per sec. 


(Continued on Page 92) 



































This shows how a humidifier was 
installed in a hallway where waste 
space formerly existed. In one case 
the hub of the sales approach was 
the sickliness of a child in the 
family 












A PLANNED radiator heat sales campaign 
that resulted in the sale of twenty-two heating boilers, 
a large amount of radiation and piping and about a 
dozen humidifiers over a period of two months during 
the past fall season is the achievement of a small group 
of heating contractor-dealers operating in the suburbs 
north of Chicago. 

Karly last fall, heating coutractor-dealers in the terri- 
tory were called together to discuss a program for pro- 
moting the sale of radiator heat during the fall months, 
both im new construction and in the modernization ot 
existing heating systems. The meeting was attended by 
contractors who were looking for fresh merchandising 
ideas for selling radiator heat in competition with other 
types. 

This fall meeting was not without precedent for suc- 
cessful accomplishments. In the spring of 1936 a similar 
dealer meeting had been held tor the purpose of stimu- 
lating sales of kitchen cabinets and other kitchen equip- 
ment sold and installed by the plumbing contractor. Pre- 
vious to the spring meeting a large share ot the kitchen 
cabinet business in the territory had been going through 
channels other than the established plumbing contractor- 
dealer. Asa result of the merchandising ideas and enthu- 
siasm emanating from this meeting, however, the situa- 
tion was completely reversed. The outstanding success 
of this first drive inspired the fall campaign. (See news 
story, Domestic ENGINEERING, October, 1936, page 
113). 

These two special drives offer conclusive evidence that 
intensive selling efforts and an easily understood presen- 
tation of the facts will lead prospective buyers to choose 
radiator heat over other types. The spring campaign 
resulted in the sale of many thousands of dollars worth 
of kitchen remodeling jobs by contractors in the terri- 
tory, and the radiator heat campaign hkewise produced 
a large volume of business. 









Some ten contractor-dealers actually entered seriously 
into the spirit of the campaign and accounted tor the 
bulk of the business produced. Of the twenty-two heat- 
ing boilers sold, eighteen were for residences, one for a 
school, two for restaurants and one for a church. In 
some instances these units were tor the replacement of 
heating plants in existing homes, while in others they 
were for installation in new homes where there was 
strong competition from other types of heating. 

Among the dealers who participated actively in the 
sales drive were the Advance Heating Company, Evans- 
ton; Murphy and Schwall, Highland Park; W. H. 
Gregg, Evanston; V. J. Killian, Hubbard Woods; A. J. 
Butow, Evanston, and William N. Frye, Inc., Lake For- 
est. A few of the outstanding sales accomplished by some 
of these dealers are described briefly below. 


THREE RESIDENCE REPLACEMENT JOBS 


W. H. Gregg sold at least three residence replacement 
jobs this fall and feels that special sales drives such as 
this one play an important part in creating enthusiasm 
and contributing helpful information. All three of these 
jobs were sold to former customers, two of them being 
cash sales and the third a financed proposition. In one 
case, Mr. Gregg, upon being called in to make repairs to 
the boiler, proceeded to sell the owner on a new boiler 
and an oil burner. 

Further indication that Mr. Gregg is alive to sales 
possibilities 1s found in a second heating job he sold this 
fall. While doing some plumbing work in a residence 
he discovered that the heating plant was not operating 
properly and succeeded in selling the owner a new boiler, 
an oil burner, a circulating device, a gas water heater, an 
auxiliary water heater and automatic controls. The third 
job consisted of radiator replacements to correct an 
existing difficulty in securing sufficient heat. 
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HEATING......... 






Campaign among a small dealer group 
sells oil burners, air conditioning units, 
boilers, circulators and other accessories 


An outstanding piece of selling was done by V. J. 
Killian, contractor-dealer of Hubbard Woods, on a new 
residence job. Mr. Killian has been doing the plumbing 
tor the general contractor who secured this job, for many 
years, but had never done any heating work for him 
previously. He secured the heating contract by selling 
the owner of the house on the advantages of a split heat- 
ing system in place of the heating system which was 
originally specified. 

The plan submitted by Mr. Killian provides for heat 
trom a gas-fired plant for the living room, the dining 
room and the five bedrooms. A forced-flow gas-fired hot 
water boiler heats the kitchen, the three bathrooms, the 
attached garage and the domestic hot water. There is an 
auxiliary water heater on the system. 

The assurance of warm bathrooms at all hours of the 
night and day, regardless of the temperatures in other 
parts of the house, was one of the most effective sales 
points used by Mr. Killian in putting across his pro- 
posal to the owner. This is achieved by means of a ther 
mostat in one of the three bathrooms which controls the 
heat in all three baths independently of the rest of the 
house. 

In advancing the idea of a split system, Mr. Killian 
also emphasized its advantages from a health and com- 
fort standpoint, such as not circulating air with 
objectionable odors from the kitchen, the bathrooms 
and the garage to the other 
sections of the house. 

Another advantage, he 
pointed out to the owner, ts 
that when guests are present 
and the living room and din- 


, 


ing room are filled with cigar 
and cigarette smoke, these 
rooms are efficiently ventilated 
by means of the duct system 


The smaller picture shows 
how one corner of the 
basement looked, while 
the larger picture shows 
corner as it now appears 


without circulating this air to the bedrooms, the kitchen 
and other parts of the building. 

Still another selling point | 
the owner of the advantages of a split system 1s_ the 


ale emphasized ta) convince 


danger of circulating the same air from one bedroom to 
another, or from the bedrooms to the kitchen and other 
sections of the house, in the event of sickness in the 
home, 

Several other jobs were secured by Mii Kolhan that 
required good selling to overcome competition 

Two humidifiers for radiator heating systems have 
heen sold by the Killian company since the campaign 
started. In one instance it was discovered that the cus- 
tomer was experiencing difficulty with his piano drying 
out and getting out of tune and the remedy offered by 
the humidifier was paramount in turning the sale. In 


“gee ' 
another case, the hub of the sales approach was _ the 


(Continued on Pare 158) 
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IS iT [RUE....... 






What are your answers to questions? 


Var IOUS magazines have taken turns pub- 
lishing examinations for readers to test their knowledge 
on the life and habits of the Australian dingo, the growth 
and development of the Chinese Nationalist movement and 
just about everything else under the sun that the average 
man knows little about and cares less. A large number of 
books—some people say too many—have been written 
which show the reactions of ten year old children or 
ninety year old adults to a prepared list of questions. 
There are other indications too that there must be an 
inquisitive streak in all people which makes them inter- 
ested in testing their knowledge. 

With that in mind, the editors of Domestic ENGINEER- 
ING have prepared a list of twenty questions on plumbing 
and heating subjects. Some of the questions in the list 
are of a fairly technical nature while others deal with men 
and events in the industry. No attempt has been made to 
include highly technical or trick questions such as are 
to be found in similar examinations. Not long ago the 
following question, which is a perfect illustration of a trick 
question, was given in a college entrance examination : 
‘How far can a dog run into the woods?” The professor 
who conducted the examination naturally expected that 
no one would be able to answer it. However one student 
gave the following answer: “A dog can only run into 
the middle of the woods from then on he’s running out.” 
There are no similar questions in this examination. 

This examination is made up of short answer questions, 
a form favored by most colleges today. Even students 
consider this the least obnoxious of examinations, because 
they can use the process of elimination to arrive at an 
answer, even if it’s not the correct one. All questions in 
the list are incomplete sentences followed by four phrases, 
any one of which will complete the sentence. However, 
only one of the phrases completes the correct thought. 

In order to determine your grade on this examination, 
you must consider that each question has a value of five. 
Since five multiplied by twenty, the number of questions 
in the examination, equals one hundred, one question 
answered incorrectly would give you a grade of ninety- 
ive. If two questions were answered incorrectly, although 
this hardly seems possible, your grade would be ninety 
and so on. The correct answers to this examination are 
given on page 105 of this issue. To borrow a phrase from 
the colleges again, this is an honor examination; conse- 
quently, peeking or accidentally dropping the magazine 
and picking it up opened to the page containing the cor- 
rect answers is not fair. | 

If enough readers will indicate what grades they re- 
ceived on this examination, these individual grades will 
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be averaged and published in a future issue of Domestic 
E-NGINEERING. No attempt will be made to publish indi- 
vidual grades, so readers whose modesty so dictates, are 
urged to send in their grades on an unsigned postcard 
addressed to the Editorial Department of Domestic En- 
GINEERING, 1900 Prairie Ave., Chicago. 





1. Solder, in its most common form is composed 
of varying amounts of the following metals (1. Cop- 
per and aluminum; 2. Lead and magnesium; 3. Tin 
and lead; 4. Bronze and silver)............. 


2. Wright Patman is (1. Head of the Social Se- 
curity Board; 2. Executive secretary of the National 
Assn. of Master Plumbers; 3. Co-author of the Anti- 
Price Discrimination Act; 4. President of the Smoke 
Abatement Council)............. 


3. A waste line is (1. The diameter of the largest 
section of a pipe line; 2. A section of piping which 
no longer is used; 3. A vertical line of piping having 
outlets for fixtures other than a water closet; 4. 
Piping to discharge wastes from a structure)....... 


*“oeeseieeenveeestee#e#s 6s 


4. The Social Security Act (1. Went into effect 
January 1, 1937; 2. Is the legislation governing low 
cost housing projects; 3. Does not apply to married 
men with more than two children; 4. Guarantees 
a minimum wage of $.30 an hour to laborers)...... 


5. A check valve (1. Is used to check the flow of 
‘air in mains; 2. Permits the proper mixture of air 
and oil in an oil burner; 3. Is a device to regulate 
the temperature of water within a boiler; 4. Re- 
quires pressure to open............ 


6. An indirect connection (1. Is the placement of 
an air gap between two sections in a pipe line; 2. 
Is a connection that discharges into an open sink; 
3. Is a pipe connection ventilated for the escape of 
sewer gas; 4. Is a connection formed by two or more 


7. The research laboratory of the National Assn. 
of Master Plumbers was established recently (1. At 
the N. A. M. P. office in Washington, D. C.; 2. At Car- 
negie Tech; 3. At the State University of Iowa; 4. 
At Purdue University)............ 

8. Title I of FHA (1. Expires April 1, 1937; 2. 
Covers new construction on industrial property; 3. 
Was declared unconstitutional by the U. S. Supreme 
Court; 4. Will be passed during the next session of 
ol eee 

9. George Werner (1. Is head of the American 

(Continued on Page 155) 
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TB indicates expansion tank in basement 
“RV” indicates relief valve 

‘“PRV” indicates pressure reducing valve 
“ET” indicates expansion tank. 


Copyright, 1934, by H. L. Alt 
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Design ot Low Pressure 
Steam Systems 


On each room compute 


1. Outside wall and glass surtace and develop 
tactor ot heat loss by multiplying the coefficient 
tor 1 degree by the temperature difference to 
be held. 


2. Multiply the Btu. obtained in (1) by 10% 


for east or west exposure or by 15% for north 
exposure. 

All the interior walls and doors with higher 
or lower temperatures on the other side same 
as in (1) and (2) but without exposure factor. 
4. All the cold vaihen and floors same as (3). 


5. Cubic contents for 1 air change with one 
wall exposed; 1% to 2 air changes, for 2 walls 
exposed and 2 to 3 air changes for 3 walls, and 
obtain heat loss due to infiltration of cold air 
by using factors given below :— 


Per Degree For 70 Degree 
temperature No. of temperature 
drop air changes drop 
0.018 Btu. l 1.27 Btu. 
0.027 Btu. Ll 1.90 Btu. 
0.036 Btu. 2 2.54 Btu. 
0.045 Btu. 2 3.18 Btu. 
0.054 Btu. 3.82 Btu. 


Note . . . Only the cubic contents of the room 
should be multiplied by above factors; not the 
cubage resulting from more than 1 air change. 
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Win will find that K & M Asbestos 
and Magnesia Products are made right... as 
well as priced right and sold right. Behind 
them is more than 60 years of pioneering in 
the development of insulation materials for 
every individual requirement. The K & M Line 
is specialized and complete... and sold only 


through established channels of distribution. 





KEASBEY & MATTISON 
COMPANY amater, Penna. 





Some of the K & M Products that can 
make your place of business the Insula- 
tion Headquarters of your community: 


Asbestos Aircell Insulations 
in sections and blocks 


Woolfelt Pipe Insulations 


“Featherweight” 85% Magnesia 
Pipe Insulation and Blocks 


Asbestos Insulating Cements 
Asbestos Paper and Mill Board 
Asbestos Packings and Gaskets 
Range Boiler Jackets 

Asbestos Lead Joint Runners 
Welding Electrodes (Celto) 
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Fireplaces — 


Cis the circumference or perimeter of the inside 
of the chimney in feet 
H is the height of the chimney in feet 
A is the area of the chimney in sq. ft. 
and substituting for 1 lb. of gas per second gives the 
friction as 


0.0018 « 1° & 0.18 ft. « 30 ft. 
0.334 sq. ft. 


It will be noted in looking over this forumla that with 
all the other factors remaining the same the friction will 
vary as the square of the quantity of gas handled per 
second ; that is, if the gas is doubled the friction is in- 
creased four times while if the gas is cut in half the 
friction is %4as much. From this it is evident that the 
friction for different quantities of gas flowing per second 
will be 


or 0.26 in. 





fe ere 0.07 in 
Ee eee 0.26 in 
aes 1.04 in 
Sor 3D Bis cc cccces sce snd ees wo. 


In Fig. 1 will be a curve based on these results, this 
being the curve marked “Draft Loss in Chimney” and 
reading in pounds of gas per second on the top scale 
and the corresponding loss in inches of water on the 
left hand scale. 

It now is necessary to consider the theoretical draft 
which the chimney will produce under different tem- 
peratures. The average outside temperature during the 
heating season for Chicago is about 33% deg. Fahr. 
and will be considered as 35 deg. Fahr. in the calcula- 
tions. The average draft produced by the chimney 
throughout the heating season then will be in accordance 
with the outside temperature of 35 deg. Fahr., the aver- 
age temperature of the chimney gases and the height 
of the chimney; the formula is as follows: 

0.52 & H & 14.7 & (1/OT —1/IT) 
when 

H_ is the height of the chimney in feet 
OT is the outside temperature in degrees absolute 
IT is the inside temperature in degrees absolute.* 

Thus for 300 deg. Fahr. in the chimney the theoret- 
ical draft is 

0.52 & 14.7 & 30 & (1/495 — 1/760) or 0.163 in. 
while for 500 deg. Fahr. in the chimney it is 

0.52 &* 14.7 & 30 & (1/495 — 1/960) or 0.2248 in. 
and for 1,000 deg. Fahr. in the chimney it is 

0.52 &* 14.7 & 30 & (1/495 — 1/1460) or 0.302 in. 
Krom these calculations the second curve shown in 
Fig. 1 may be plotted, this being marked as the “Theoret- 
ical Draft in Chimney” and read on the temperature 
scale at the bottom of the chart and on the draft in 
inches scale at the left of the chart. 

When the theoretical draft produced by the chimney 
at any particular chimney temperature equals the draft 
loss in the chimney a set of balanced conditions is estab- 
lished under which the chimney continues to operate 
until some one or more of the factors are disturbed when 
a new balanced condition is established and the chimney 


"Inside temperature of the chimney or the temperature of the 
chimney gases. 
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then goes along under this new condition. The two 
curves on the chart in Fig. 1 are related to each other 
only through the left hand scale where the draft lost 
and the draft produced are both shown on the same 
scale. Consequently it is now possible to say from these 
curves for example that with 300 deg. Fahr. in the 
chimney about 0.16 in. draft will be produced and the 
amount of gas passing up the chimney to balance this 
draft or to make the draft loss equal the draft produced 
will be about 0.7 Ib. per sec. Similarly at 500 deg. Fahr. 
in the chimney, about 0.22 in. draft will be produced 
and about 0.95 Ib. of gas per second will be handled. 
It will be seen that if the temperature of the chimney 
can be determined within a reasonable degree of ac- 
curacy, then the amount of air going up the flue from 
the room also can be approximated with the same rea- 
sonable degree of accuracy. 

The next step is to determine the approximate tem- 
perature of the chimney gas and in order to do this 
it is necessary to assume an overall efficiency on the 
fireplace. This is usually taken as around 25 per cent, 
that is, 25 per cent of the total heat developed enters the 
room and 75 per cent of the total heat goes up the flue. 
While there may be fireplaces which do better than this, 
it also is probable that there are others which do not do 
as well and 25 per cent efficiency will be used here as 
an average efficiency. The fuel assumed will be coal (or 

































































Cases Handled per Sec. (te Lh 



























































£0 40 & 80 (00 20 AO 00 (80 20 220 2%) 260 280 900 320 590 S60 
Ait Terip. (0 Chiipney - 2eg. Fahr ] 








et ne A TT A 


Fig. 3—This chart permits a 10 lb. coal rate and a 5 lb. coal 
rate to be plotted 


wood of equal Btu. value) and on the coal basis it wil! 
be supposed that the coal has about 13,000 Btu. per 
lb. Then for every pound of coal burned or its equivalent 
there are released into the room 
25 per cent of 13,000 of Btu. or 3,250 Btu. 
and there are delivered into the chimney 
75 per cent of 13,000 Btu. or 9,750 Btu. 
and, if the specific heat of the air is approximately 0.25, 
then one pound of coal burned per hour will heat 
9.750 Btu./0.25 or 39,000 Ib. of air 1 degree 
or 390 Ib. 100 degrees or 78 Ib. 500 degrees, and so on. 
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Changed in pounds of gas per second by dividing by 


2,600 results in the following schedule: 














Table 1 
Temp. Rise in Air Lb. per Hr. Lb. per Sec. 
100 390 0.108 
200 195 0.054 
300 130 0.036 
500 78 0.022 
700 55 0.153 
1000 39 0.010 











and these have been used to draw the curve shown in 
Fig. 2. 

An effort now will be made to determine what happens 
with different amounts of air passing through and over 
the fire. If the temperature of the air, which passes 
through the fire is raised to say 1,600 deg. Fahr., and 
the air passing over the fire and mixing with the heated 
air from the fire, has a room temperature of 70 deg. Fahr. 
a mixture of the two temperatures in various propor- 
tions will give the resultant chimney temperatures in- 
dicated as follows: 








Table 2 

Air through Airover © Resultant _ 
Fire PerCent Fire Per Cent Chimney Temp. Per Cent 

x Temp. xX Temp. equals <x Temp. 

1 X 1,600 99 x 70 equals 100 X 85 degrees 

2 X 1,600 98 xX 70 ae 100 X 101 ” 

3 X 1,600 97 X 70 _ 100 X 116 

4 x 1,600 96 xX 70 e: 100 X 131 

5 X 1,600 95 X 70 - 100 X 147 os 

10 X 1,600 90 X 70 as 100 X 223 

20 X x 


1,600 80 


70 ‘ 100 X 376 ” 


These results are now plotted on the chart, Fig. 3, and 
show as the straight line curve marked “Temperature 
of Chimney Gases’ with the percentage of air passing 
through the fire shown on the left hand scale and the 
temperature resulting in the chimney along the bottom 
scale. A second curve is plotted on Fig. 3 and marked 
“Gases Handled by Chimney” and which is obtained 
from Fig. 1 in this way. Take an average chimney 
temperature of 300 deg. Fahr. on Fig. 1. It is seen 
that with this temperature in the chimney the theoreti- 
cal draft produced is slightly over 0.16 in. of water 
and that the draft loss in the chimney which equals 
this same 0.16 in. of water is about 0.78 Ib. of gas per 
second. Now going over onto Fig. 3 it will be found 
that this relation is expressed by the curve of “Gases 
Handled by the Chimney” as above the 300 deg. Fahr. 
“Average Chimney Temperature” on the bottom scale 
and opposite the curve on the left hand scale it will be 
seen that at 300 deg. Fahr. the chimney handles 0.78 Ib. 
of gas per second. 

Now the next step is to set up what happens when 
different rates of heat production are being received 
from the fire in the grate; for this purpose it will be 
assumed that coal is being burned at the rate of 10 Ib. 
per hour and at 5 lb. per hour, or the Btu. equivalent is 
being produced with wood. When perfect combustion is 
secured it requires slightly less than 12 Ib. of air per 
pound of coal in order to completely burn the coal so 
a minimum of 12 Ib. of air per pound of coal will be set 
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up as a starting point. With 10 Ib. of coal burned per 
hour it will require at least 

12 lb. of air x 10 lb. of coal or 120 Ib. of air per hr. 
which is 


120 1Ib./3,600 or 0.0333 lb. of air per second. 


This minimum amount of air required for combustion 
Al nother may constitute any percentage of the total air handled 
by the chimney but in this case must equal in its result- 
: ant temperature (of the mixture of air over the fire and 
Profit pa M, chen air through the fire) the maximum amount of gases 
which the chimney will handle at that temperature. 
Otherwise a balanced condition is not obtained. It will 
be assumed, therefore, that the minimum amount of air 
| passing through the fire constitutes 1 per cent, 2 per cent, 
purpose, and Dole realized a new one 3 per cent, and so on, of the total gases handled by the 
would have to be superior. Thorough and chimney and the resultant temperature set up against 
very complete tests were made betore add- this as calculated in the previous schedule for different 
| percentages of air passing through the fire. For 10 Ib. 
; : , of coal or its equivalent burned per hour this gives the 
profit-making line. After the trial period following : 
Dole knew this repair of pure aluminum 


and synthetic solder (fully patented) was 
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Table 3 


Ten Pounds of Coal Burned per Hour ~ 
Total 
Airthroughthe Fire Air over the Fire Air Handled by Flue 
Lb. per Per Lb. per Lb. per 
Sec. cent Sec. Sec. 
0.0333 99 3.30 3.33 
* 98 1.63 1.66 
97 1.08 1.11 
96 0.80 0.83 
95 0.63 0.66 
90 0.30 0.33 
80 0.133 0.166 
Five Pounds of Coal Burned per Hour 
0.0167 99 1.67 1.686 
“i 98 0.82 0.836 101 


; “i 97 0.55 0.566 116 “ 
rivht ee aaa Right iv “ 96 0.40 0.416 131 ° 
for the job and right for YOU to sell. . en SC ST 
ei ” 80 0.066 0.082 376“ 
T al E 8) '@) a E VA LV E Cc ©) M PA N § eT 

1901 194) Carroll SAvenue Chicago, Illinois 


res 
37 With the information in these schedules curves for a 


Bd ot, 10 Ib. coal rate and a 5 lb. coal rate may be plotted on 


ay ee Fig. 3 in the following manner, taking the 5 lb. rate 
Seer for example. If when burning coal at the 5 Ib. rate, 1 
per cent of the air passes through the fire and 99 per cent 
passes over the fire the schedule shows that the resultant 
temperature of the mixture is 85 deg. Fahr. and a total 
of 1.686 lb. of air per second is involved. This point is 
plotted on the chart opposite 1.686 in the gases handled 
per second scale on the left and over 85 deg. Fahr. 
on the average temperature scale for the chimney at 
the bottom. Similarly for 2 per cent of the air passing 
through the fire and 98 per cent passing over the fire, 
there will be 0.836 lb. of gas handled per second by the 
chimney and the resultant temperature in the chimney 
will be 101 deg. Fahr. This method is continued down 
to where 10 per cent passes through the fire and 90 per 
cent passes over the fire when the chimney temperature 
is 223 deg. Fahr. Connecting these points by a curved 
line results in the curve marked “5 Ib. of Coal.”’ Similat 
plotting gives the curve marked “10 Ib. of Coal” and 
curves for “20 lb. of Coal” and “1 Ib. of Coal’ also are 
identical. 
Now when burning coal at the 5 Ib. rate per hour 
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there is only one condition when the total air handled 
by the chimney and at the resultant temperature of the 
mixture equals the total air from the fire at the same 
resultant mixture and that is where the 8 Ib. rate curve 
crosses, or intersects, with the curve of the gases handled 
by the chimney. It will be seen that this intersection 
occurs when the chimney gases are at about 120 deg. 
Fahr. at which time the resultant temperature from the 
fire also gives 120 deg. Fahr. while—at the same time— 
the chimney will handle 0.50 Ib. of gas per second and 
the fire will produce 0.50 Ib. of gas per second. Coming 
down on the 120 degree temperature line it is found on 
the “Temperature of Chimney Line’ that at 120 deg. 
Fahr. about 3% per cent of the total air is passing 
through the fire or about 0.0175 lb. per second where 
a minimum of 0.0167 is required giving 0.0175/0.0167 
or 1.05, indicating 5 per cent excess air. 




















Table 4 
; ~ Heat to Warm 
Air Required for Fireplace Coal Burned Air 35 Deg. 
Lb. per Sec. Cu. Ft. per Hr. per Hour Lb. Btu. per hr. 
0.38 ey 17,784 on Wi see FY ~ 11,970 | 
0.50 23,400 5 15,750 
0.58 27,144 10 18,270 


0.70 32,760 20 22,050 








When coal is being burned at a 10 lb. rate per hour the 
intersection falls at 0.58 lb. of gas per second with a 
chimney temperature of 156 deg. Fahr. and 514 per cent 
of the air going through the fire amounting to 0.0319 
lb. of gas per second against a minimum of 0.0333 Ib. 
required to sustain combustion. With a 20 Ib. rate the 
intersection comes at 220 deg. Fahr. in the chimney with 
0.7 lb. of gas per second total and 10 per cent passing 
through the fire which is 
0.70 & 10 per cent or 0.07 Ib. per sec. 

A schedule now can be made up showing the amount 

of air required for additional infiltration to supply the 
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Feriinerler lasite=4it.X $in.+ 2XS/4 = 26.28 in. 
Area Inside =(Tin.x2in)-[4-(2?*7854)| 98 in, 











Fig. 4—A deduction for the radii at the four 
corners reduces the area to about 48 sq. in. 
net, as is shown in this chart 


necessary amount of air to the fire place under different 
rates of combustion. This is as shown in Table 4, with 
a comparative schedule showing the amount of heat re- 
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ceived in the room as compared with the amount of heat 
required to heat the added infiltration from the average 
outside temperature of 35 deg. Fahr. up to the room 
temperature of /0 deg. Fahr. If the heat given off by 
the fire exceeds the heat necessary to warm the added 
infiltration then there is a net gain in heat in the house 
with the fireplace in use but if the heat required to warm 
the extra infiltration air is greater than that delivered 
by the fireplace there is a net heat loss in using the 
fireplace. This schedule is as shown in Table 5. 
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Fig. 5—-The intersection of the two curves in this chart shows 
the point where there is no addition or loss of heat 


These amounts may be plotted on curves as shown in 
Fig. 5 and the intersection of the two curves shows the 
point where there is no addition or loss from the use of 
the fireplace. From this it is apparent that for average 
winter weather the fireplace should be kept burning at 
the highest rate possible to receive the greatest amount 
of benefit and that if the rate goes below 5 lb. per hour 
it would be better not to use the fireplace at all. 


Table 5 


Coal Burned Heat Delivered Heating Infiltra- Gain 
per Hr. Lb. to Room Btu. tion Btu. Btu. 
1 3,250 11,790 —~8,540 
5 16,250 15,750 500 
10 32,500 18,270 14,230 
20 


65,000 22,050 42,950 


Similar calculations made on the assumption of an 
outside temperature of zero indicate that at rates of 
131% lb. per hour or less there is an actual loss of heat 
in running the fireplace and that no material benefit will 
be received until the rate gets up around 20 Ib. per hour. 
This, of course, is to be expected as the infiltration in 
this case is heated through a temperature rise twice as 
great (zero to 7/0 deg. I'ahr. instead of 35 deg. Fahr. to 
/0 deg. Fahr.) and the amount of air going up the chim- 
ney is increased due to the lower outside temperature. 
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Further Gain 


Heating Business Leads Advance . 


® Gain over previous month due principally to heating business 


Curve moves up to 138.2 


For the month of November 
TIC ENGINEERING’s Plumbing and Heat- 
ing Curve moved up to 136.6. This fur- 
ther gain over the previous month came 
principally from heating business. Some 
brass and lead items were reported to 
have advanced slightly during’ the 
month. 


Key Wholesalers 


Reports from 111 wholesalers show 
an average gain of 36.57 per cent in No- 
vember over the same month of last 
year and an average gain of 30.95 per 
cent for the first 11 months of this 
year over the same period of last year. 
Seventy-seven of these wholesalers ex- 
pect December to continue to show im- 
provement over last while 24 ex- 
pect it to be about the same. Four ex- 
pect a decline and the other six did not 
comment. 

New England States: Nine whole- 
salers reporting from this section show 
an average gain of 21.45 per cent in 
November over the same month of last 
year and an average gain of 17.76 per 
cent for the first 11 months of this 
year over the same period of last year. 
Six of these firms expect December 
to continue to show improvement over 
the previous year while two expect it 


year 


to be about the same and the ninth 
expects a decline. 
A New Hampshire wholesaler re- 


ports that new industries are opening 
up in their territory. A Rhode Island 
wholesaler reports that most of the 
textile mills have increased the work- 
er’s wages from 10 to 20 per cent which 
will reflect somewhat in their business. 

Middie Atlantic States: Forty-two 
wholesalers in this section report an 
average gain of 33.41 per cent in No- 
vember the same month of last 
year and a gain of 25.85 for 
the first 11 


over 


per cent 


months of this year over 





DOMES- 


the same period of last year. Twenty- 
six of these firms expect December to 


continue to show an advance over last 


year, eleven expect it to be about the 
same, two expect a decline and the 
other three did not comment. 

A New Jersey wholesaler reports 


that definite commitments are now be- 
ing made whereas last year they were 
working from day to day. Another New 
Jersey wholesaler reports that the first 
seven days of December exceed last 
year by 30 per cent. A Newark whole- 
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by key Plumbing & Heating Wholesalers 
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. Curve now at 136.6... 


saler reports that a principal factor in 
their is the ease with which 
F.H.A. loans are obtained. A northern 
New Jersey wholesaler reports that 
November showed no. slacking up 
which is unusual. Another wholesaler 
in this section reports that a large 
volume of their business is coming 
from sales of automatic heat. This 
same wholesaler reports that contrac- 
tors are beginning to realize that there 
is a healthy demand for their services 
and they, accordingly, are starting to 
cash in on the situation although there 
is still plenty of room for improvement. 

A central New York wholesaler re- 
ports that they anticipate a gain due 
to industrial expenditures on plant 
maintenance. An Eastern Pennsylva- 
nia wholesaler reports that the outlook 


increase 
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The curve has registered an advance over the figure set last month 
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SHIPMENTS OF PLUMBING AND HEATING ITEMS 


Percent of 
Increase 
Total 10 Mos. ‘36 
10 Months over 
1936 


October October 
1936 1935 10 Mos. *35 





Cast Iron Boilers 


eS OO POS ong ck ccc cccccccce 


Cast Iron Radiation 


Thousands of Ft. of Htg. Surface..... 


Steel Boilers 


re 


Domestic Water Systems 


I I i el a 


Range Boilers 


rr ee ee bok a wee ee wae 


Oil Burners 


ee 
Mechanical Stokers (for residential apart- 


ments and commercial use) 


ee Oe oie aes tb beeen 





»-- 54,593 500,865 248,620 22.68 
»-- 12,452 10,055 60,756 33.56 
--- 1,200 787 9,048 54.45 
-+- 12,386 8,946 126,147 35.01 
... 144,211 $0,591 $22,390 22.24 
oe. 30,007 25,657 166,679 37.61 

17,858 9,728 67,813 81.52 





is fine, their plants are busy, their re- 
tail business has reached almost un- 
dreamed of levels and merchants in 
that section anticipate the busiest holi- 
day season in years. 

South Atlantic States: Eleven whole- 
salers in this section report an aver- 
age gain of 44.45 per cent in Novem- 
ber over the same month of last year 
and 34.36 per cent for the first 11 
months of this year over the same pe- 
riod of last year. Seven of these firms 
expect September to continue to show 
improvement while four expect it to be 
about the same as last year. 

A Florida wholesaler reports that 
they still have a lot of orders on hand 
for December delivery. 

A North Carolina wholesaler reports 
that they expect a substantial volume 
in December due to new construction 
activities. A West Virginia wholesaler 
reports that there is more residential 
building in their section. 

East North Central States: Twenty- 
one wholesalers in this section report 
an average gain of 38.14 per cent in 
November over the same month of last 
year and a gain of 35.34 per cent for 
the same period of last year. Eighteen 
of these wholesalers expect December 
to continue to show improvement over 
last year, one expects business to be 
about the same, and the twenty-first 
did not comment. 

A central Illinois wholesaler reports 
a further gain due to more building. A 
southern Indiana wholesaler expects a 
gain because money is easier to get. A 
southern Ohio wholesaler expects a fur- 
ther gain due to increased heating or- 
ders. A central Ohio wholesaler re- 
ports that people in his section have 
been more in a buying mood since the 
election. A western Wisconsin whole- 
saler reports that more money is in 
circulation in their territory and that 
the public believes business will be 
better. 

East South Central States: Four 
Wholesalers in this section report an 
average gain of 63.0 per cent in No- 
vember over the same month of last 


year and an average gain of 42.0 per 


cent for the first eleven months of this 
year over the same period of last year. 
Two of these firms expect December 
to continue to show improvement over 
last year while one expects a decline 
and the fourth did not comment. 

A Tennessee wholesaler reports that 
the weather has been very favorable 
for continuance of building operations 
and smaller building operations are go- 
ing ahead without any apparent lull. 

West North Central States: Thirteen 
wholesalers in this section report an 
average gain of 45.09 per cent in No- 


— - . ~ _— ~~: ---=- --— - - _ — es 
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vember over the same month of last 
year and an average gain of 40.81 per 
cent for the first eleven months of this 
year over the same period of last year. 
Eleven of these wholesalers expect De- 
cember to continue to show improve- 
ment over the same month of the pre- 
vious year, and the other two expect 
business to be about the same. 

An lowa wholesaler reports. that 
they anticipate a further gain due to 
the steady upward trend of all busi- 
ness in their territory. A similar re- 
port comes from a Kansas wholesaler. 
A Minnesota wholesaler reports an an- 
ticipated further gain due to the un- 
filled orders still on file. 

West South Central States: Three 
wholesalers in this section report an 
average gain of 45.2 per cent in No- 
vember over the same month of last 
year and an average gain of 64.35 per 
cent for the first 11 months of this 
year over the same period of last year. 
All three of these firms expect Decem- 
ber to show continued improvement 
over the same month of last year. 

Mountain States: Three wholesalers 
report an average gain of $4.17 per 
cent in November over the same month 
of last year and an average gain of 


OCTOBER BUILDING PERMITS—38 MOST ACTIVE CITIES 


New 
Residential 
Buildings 


New Non- Total 
Residential (Including 
suildings Repairs) 


Families 
Provided 





State and City (dollars) For (dollars) (dollars) 
NEW ENGLAND a me . ae as 
Boston, Massachusetts ........... 89,500 14 37,935 845,158 
MIDDLE ATLANTIC STA TES - 
Newark, New Jersey.......... eis wi 93,500 23 184,275 643,184 
Mount Vernon, New Vork rrrrTer TS 2,016,000 280 1,250 2,042,610 
New York, New York: pare 
The Bronx tabs obese s ceenese ee 311 118,180 1,783,317 
Dt. cp ceeeon eee 0 6660080 ¢ 2,831,800 733 297,815 4,286,643 
DEE esc eecreecnceecceeser 870,000 44 628,800 3,864,103 
SEED sc eedecdvecsresecessoeser 4,082,700 1,356 1,367,403 6,063,407 
DP! sine eedebncrdoceossees 111,600 20 43,2388 313,641 
Rochester, New York ............ 17.721 11 331,750 524,137 
Philadelphia, Pennsylvania ....... 1,308,450 323 215,980 2,068,037 
Pittsburgh, Pennsylvania ......... 126,540 23 206,161 573,037 
KAST NORTH CENTRAL STATES _ a al 
ere ee se 588,400 91 873,561 2, 247,149 
Indianapolis, Indiana ............ 180,400 33 686,115 983,777 
to ee eee ae 2.629.237 463 984,008 4,230,165 
i. Se sc ccsosseeoeenet 662,400 106 221,825 1,119,110 
Cleveland, , +2] Reese 156,000 31 339,600 821,600 
Milwaukee 0 3 8 215 g0) $39,572 1,021,121 
WEST NORTH CENTRAL STATES ae 
St. Paul, Minnesota .............. 293,366 55 388.650 815,026 
Kansas City, — ee eae Ok ae 187,000 54 : 674,000 916,800 
St. Louis, Misso oie ae 192,500 131 136,488 1,073,030 
SOUTH ATLANTIC } STATES a , —- 
Wenmemmeem. BC. sescooceress 1,448,02 344 1,754,452 3,605,185 
DEORE, DUEOE ccc esceccevecccces 675,6: 31 199 412,357 1,325,737 
Miami Beach, Florida ............ 729,800 136 120,800 1,000,843 
Baltimore, Maryland ............. 360,000 8S 187,300 909,100 
Columbia, South Carolina ......... 89.900 31 0 607,415 
WAST SOUTH CENTRAL STATES fe 
Birmingham, Alabama ..........-. 1,695,127 550 13,105 ] 171,844 
Louisville, Kentucky ey re eee 215,400 58 109,760 584,791 
Memphis, Tennessee ............. 3,139,500 786 103,350 23,395,600 
00 28 772,988 856,087 


Nashville, Tennessee ...........«.. 43. 


WEST SUUTH CENTRAL STATES 


Houston, Texas .......... 739,440 235 1.476.100 2,296,387 
Fort Worth, in «nen ne neke oe 117,270 52 370,087 536,139 
MUUNTAIN STATES p 
Demvet, GHRBPRGe cece cccescccss ca 218,500 49 87,420 519,356 
PACIFIC STATES = ; : ean 
Long Beach, California ..... , 401,075 120 159.205 - 713,050 
Los Angeles, California .......... 3,357,050 R2R > 822 16R 7,978,763 
Oakland, California ... = bs 120,530 R7 119,243 749,173 
Sacramento, California ... Tr 293,927 3 144,860 546,418 
San Diego, California ca + 504,19 5 595,858 1 60,566 
San Francisco, California ......... 622,200 138 1,459,295 2,422,102 
Portland, Oregon oa ee ~ 337,165 72 352.200 82,1 25 
Bellingham, Washington awe », 400 fj 805 935 818,057 
Seattle, Washington ...........-.. 149,179 46 109,090 449,105 
, 193.525 i 129.700 415.3235 


Spokane, Washington .........-. 
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This map shows the average percentage of change in the eleven months business of 
key wholesalers in each section of the country as compared with the same period 


in 1935 
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22.83 per cent for the first 11 months 
of this year over the same period of 
last year. All three of these firms ex- 
pect December to show continued im- 
provement over the previous year. 

A Colorado wholesaler reports that 
considerable work will be completed in 
December and January that was start- 
ed some time ago. This same whole- 
saler reports that plumbers in their 
territory are trying hard to increase 
their prices and believes they will be 
able to accomplish this end next year. 

A Montana wholesaler reports that 
weather continues to be warm and that 
construction remains in full swing. 
This same wholesaler reports. that 
plumbers in that section are cutting 
each others prices badly with the ex- 
ception of the better established shops. 

Pacific States: Five wholesalers in 
this section report an average gain of 
20.5 per cent in November over the 
same month of last year and an aver- 
age gain of 31.9 per cent for the first 
11 months of this year over the same 
period of last year. One of these firms 


the same 


period of 


OF OF Hla, 


- 
a 


KEY WHOLESALERS 


be 
Ss Prospects for next 
> month compared 
ra with same month 
- of previous year 
= appear: 


NoCom- Total 


The 
Better Same Worse ment Reports 
6 2 0 9 
26 11 2 3 42 
7 4 0 0 11 
18 l 0) 2 21 
2 0 1 1 4 
11 2 0) 0 13 
; 0 0 0 3 
5 0 0 0 3 
1 4 0 0 5 
77 24 4 6 111 


expects December to continue to show 
improvement while the other four ex- 
pect it to remain about the same. 


Air Conditioning 

November air conditioning installa- 
tions as reported by 39 utilities were 91 
as compared with 50 in November of 
last year—an increase of 82 per cent. 
The horsepower was 2,506.95 as com- 
pared with 1,824.23—an increase of 
27.23 per cent. The 11 months’ running 
total for these utilities was 2,772 in- 
stallations as compared with 1,795 last 
year—an increase of 54.43 per cent. 
The 11 months’ horsepower was 55,- 
452.53 as compared with 49,842.47 an 
increase of 11.25 per cent. 

At the end of the 11 months, Chi- 
cago had a commanding lead in the 
number of installations with 420. Kan- 
sas City was next with 260, Detroit 
next with 253 and the Boroughs of 
Manhattan and the Bronx and New 
York City had 241. In horsepower, 
Washington, D. C. led with 8,974.0 the 
two boroughs of New York City were 
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next with 7,839 and Chicago was third. 
Oil burner permits in November as 


reported by 46 cities were 4,923 as com- 


pared with 3,686 in November of last 
year—an increase of 33.56 per cent. 

Stoker permits as reported by 20 
cities for November were 612 as com- 
pared with 383 in the previous year— 
an advance of 59.8 per cent. 


Metal Prices 


(Prices as of Dec. 29, 1936) 

New Metal Market—Foreign 11.80. 

Electrolytic Copper—115. Delivered 
Middle West. 

Lead—6.00 cwt., St. Louis; 6.25 ecwt., 
New York. 

Ingot 5 lb.—7% St. Louis. 

Zinc—5.45 cwt., St. Louis. 

Tin—52.55 cwt., New York. 

Brass Ingot-—12-c/l; 12% LCL De- 
livered. 

Yellow Ingot—9%-c/l; 9% LCL De- 
livered. 
Scrap Metal (Dealers Buying Prices) 

Composition and steam brass— 
cwt. 8%. 

Strictly Heavy Yellow Brass Scrap, 
Cast—cwt. 6. 

Mixed, Strictly cocks and faucets 
(incl. ball cocks, etc.)—cwt. 6%. 

Light Brass, tubes, pipe, old sheets, 
etc.—cwt. 5%. 

Old scrap lead pipe, etc.—cwt. 5%. 

Copper, sheathing and roofing, free 
of nails—cwt. 8%. 

Copper, boilers, tanks and other light 
materials—cwt. 81%. 

Soldered Joints—7% cwt., f.o.b. Chi- 
cago. 

Block Tin—48% cwt., f.0.b., Chicago. 


Distribution 


The preliminary United States sum- 
mary of wholesale distribution based 
on the census of business for 1935 
showed that sales by wholesalers dur- 
ing the year amounted to $42,203,815.,- 
000 or an increase of 41 per cent over 
the figure for 1933. These figures are 
based on information obtained from 
176,062 wholesale establishments. This 
being a preliminary report, the figures 
may be increased by delayed returns. 
There was a 24 per cent increase in 
sales registered by wholesalers of 
plumbing and heating equipment and 
supplies. 

There were several changes in the 
1935 census over that for previous 
years. These changes included: chain 
store warehouse, formerly included in 
the wholesale census, are now exclud- 
ed; purchasing offices of retail chains 
are treated in the same manner as 
chain store warehouses: as are central 
or administrative offices of multi-unit 
wholesalers formerly included because 
of their selling activities. 
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Deducaled t the 
CLEANEST PEOPLE ON EARTH ”’ 


(THANKS TO R.H. MACY & CO., INC., N. Y.) 
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one and is equally, if not far more, 





Recently R. H. Macy & Co., 
Inc., New York, the largest 














important as a safeguard to health 


| 
fore in the world and one of the and to personal hygiene. And 
orld’s greatest merchandising your body “runs” better. Just 
stitutions, opened a New Bath the logical result of feeling bet- 
thop and dedicated it to “the ter—because you are better. 


And so the Nu-Bidet takes 


its self-created place as the 


leanest people on earth.” 


They talked of mirror van- 


ies, shower curtains of every most advanced step in bath- 


i own material, bath mats, room accessories since the 


ath seats, bath trays, scales, days when the washtub, in the 


md—of all things—bath pil- 


middle of the kitchen floor on 


ws, fancy that. Saturday night, gave birth to 


But, they got the story across the idea of the bathroom itself. 


hat the public is bathroom con- Entirely apart from making 
bious and hygiene minded. This people hospital clean, here is what 


bas been proved by a recent sur- the Nu-Bidet will do for you com- 


*y showing that nearly ninety per mercially: Give that subtle sales 


tent of all women give first considera- touch that will sell or rent houses or 


on to the bathroom in the purchase apartments quicker and at higher 
r modernization of a home. prices PAINLESSLY—because it is 


But the mere matter of outward amazingly new, totally different and as 


fleanliness — the business of taking a The Nu-Bidet is a complete unit of seat, Nu-Bidet and lid in one assembly, necessary to personal hy fiene as a 
, : : which replaces the regular seat and lid. /t is equipped with a specially de- ; : 
ath—is much like washing an aulo- signed and patented vacuum breaker and also a specially designed venturi toothbrush or the bathroom itself. 


siphon breaker, making back siphonage or a cross connection impossible. 


mobile. It makes the car look better, The Nu-Bidet gives complete bath- 








ut it doesn’t make it run any better. room modernity a college degree, plus 





For complete cleanliness, an inter- a halo, thrown in for good measure, 





Doctors recommend it ; complete 





al bath rates on a par with an external 






cleanliness demands it, and you can 





put new life in your sales and a lustre 









on your reputation by recommending 







WHAT IS THIS NU-BIDET? READ THIS! 


The Nu-Bidet is a thoroughly modernized 
Sitz Bath...and more. The following uses 
make it a safeguard to health and as neces- 
sary to personal hygiene as your toothbrush 
or the bathroom itself. 
Sitz bath for personal hygiene and treat- 
ment of urological, gynecological and 
proctolegical cases. Spray for same pur- 
pose and feminine hygiene. Attachment 
for douche, enema and hydrotherapeutics, 
entirely eliminating the old rubber bag 
method. 


and selling the Nu-Bidet. Use the cou- 







a pon now. 


The Nu-Bidetliftsupandstands The Nu-Bidet does not change the ap- 
against the lid when not in use pearance of your toilet. No extra 
completely out of the way. space required. 
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341 Park Avenue, New York, N. Y. 


Please send brochure, ‘Your Answer to a Long Felt 


The Nu-Bidet can be installed on any regula- 

hon size toilet bowl in less than two hours. Need. 1} 
It will convert the ordinary bathroom into ° _ 

one that is truly hygienic at a small invest- _ Nam 

ment. Use coupon now. AL Addresa City and State 
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C. F. Twist, prominent Seattle 
plumber, says, “For tight 
places where there is no room 
to swing a wrench, Chase 
Sweat Fittings and Copper 
Tube are just the thing.”’ 


4 . CHASE 


Brass Pipe 

Copper Tube 

Sweat & Flared Fittings 
Plumbing Supplies 
Copper Roofing Products 
CHASE — & — co. 


ncor porate 
Subsidiary of Kennecott Copper Corporation 


Waterbury Connecticut 






FOR STRONG JOINTS 


The one-piece Chase Sweat Tee is made of 
non-porous wrought copper, with long 
sleeves and close tolerances for extra- 
strong, copper-to-copper joints. 


CHASE 


BRASS AND COPPER 
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Good News 


DOMESTIC ENGINEERING 


© Leaders in various branches of the industry comment upon the 
business possibilities which are offered by 1937 


Otto Agricola, president of the Cast 
Iron Soil Pipe Assn., says: “The de- 
mand for residential construction still 
exists, and I firmly expect that private 
capital will be further attracted to 
small mortgage investments during 
1937. The present wave of wage in- 
creases and bonuses should stimulate 
the construction of modest cost homes. 
What I expect, in the main, is that 
there will be a slow, smooth, upward 
curve line, but which will not likely 
reach pre-depression levels very soon.” 

ee 

F. E. Wormser, secretary of the Lead 
Industries Assn., says: “Although no 
exact statistics are available, reports 
from the field indicate that sales of 
lead products to the plumbing indus- 
try for use in building construction 
increased substantially in 1936 over 
1935. We believe that with a trend 
toward the use of only the best plumb- 
ing installed by skilled craftsmen, that 
the improvement registered this year 
will continue to grow in 1937.” 

w * e 


B. B. Caddie, secretary of the Copper 
and Brass Research Assn.,_ says: 
“Manufacturers of brass pipe and cop- 
per tubing in 1936 established a new 
all-time sales record. During the year 
there was sold approximately 15,000,- 
000 more pounds than in 1929 which 
was the peak post-war building year. 
Total sales were in the neighborhood 
of 95,000,000 pounds. With building 
rapidly gaining momentum sales for 
1937 should by far exceed those of 
1936. Brass pipe is being used in most 
all new construction where quality 
building materials are specified. Cop- 
per tubing in addition to its market in 
new construction is also being gen- 
erally used for replacing rvsted and 
worn-out leaky water lines of ferrous 
metals.”’ 

a o * 

Homer Addams, president of the 
Steel Heating Boiler Institute, says: 
“Steel boiler sales in 1936 were way 
ahead of those in 1935. Several rea- 
sons can be attributed to this increase. 
Among them are the large number of 
old, obsolete boilers that had to be 
replaced. Today people are demand- 
ing automatic heat and are becoming 
more and more conscious of the ad- 
vantages of steel boilers. 

“The building expansion in the resi- 
dence field, I believe, has just started. 
We look forward to over 400,000 new 
homes in 1937. In many of these the 
most modern automatic heating equip- 





ment will probably be installed.”’ 
x 7 * 

P. R. Berryman, president of the 
Jobbers’ Credit Assn., says: “The 
Plumbing and heating jobbers of the 
New York area expect a big year in 
1937. The past twelve months were 
very encouraging and most jobbers 
made money. 

“With higher rents inevitable, in- 
creased activity in apartment build- 
ing is anticipated. Residential construc- 
tion is definitely on the increase, but 
in both cases we still have a long way 
to go before reaching 1929 levels.” 

* « + 

R. P. Turbeville, president of the 
Wholesale Distributors Assn. of Texas, 
says: “Speaking from a personal or 
company standpoint rather than giv- 
ing you the views of the membership 
of our organization, will say that our 
company feels very optimistic with 
reference to the prospects of an in- 
creased business for the year 1937. 

“We jobbers in Texas have enjoyed a 
very profitable business this year and 
with the optimism in the air and the 
acute shortage of building, especially 
in the residential section, we cannot 
feel but the 1937 business will show 
a nice increase even over 1936.” 

- . * 


_ 
eee 
. 


J. C. Bowles, president of the C. 
Bowles Co., Seattle, Wash., says: “We 
look forward in the Northwest to a 
considerably better year in 1937 than 
in 1936. 1936 has shown marked im- 
provement over previous years, but the 
Northwest is still lagging somewhat 
behind the rest of the country in that 
improvement. 

“There is undoubtedly a demand in 
our section of the country for a good 
deal of home building, and while we 
do not look for many large building 
projects outside of the government 
program, the demand for homes will 
undoubtedly make for better trade.” 

- a * 

George E. Hoffman, chairman of the 
Sanitary Cast Iron Enameled Ware 
Assn., says: “The manufacturers of 
sanitary cast iron enamelware have en- 
joyed a good year. The F. H. A. and 
other agencies have stimulated the as 
yet slow demand, and there are many 
evidences that home owners will pro- 
vide a larger market in 1937 than in 
1936 by perhaps 25 per cent. The pub- 
lic is once more in a position to de- 
mand quality and full value for their 
expenditures which are being accel- 
erated rapidly.” 
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Major Alexander Forward, managing 
director of the American Gas Assn., 
says: “So far as one can prophesy 
with data in hand, the business of the 
plumbing and heating industries in the 
sales and installation of gas appliances 
during 1937 should surpass all records. 
Look at the figures for 1936—automatic 
water heater sales have increased 55 
per cent over 1935, range sales ar up 
o0 per cent, gas refrigerators up 50 
per cent, while the sales of house heat- 
ing equipment show a greater increase 
than ever before.” 

+ > * 

Lucius A. Fritze, president of the 
Water Softener and Filter’ Institute, 
Says: “Payrolls and employment in 
the water softener and filter industry 
have increased correspondingly with 
the increased activity in the industry, 
and a number of organizations have re- 
ported a larger personnel than in 1929. 

“The current modernization program 
for homes and the increased home con- 
struction indicates a 50 per cent in- 
crease of domestic water softener in- 
stallations for 1937, whereas 1936 has 
shown an increase of 25 per cent over 
the previous year. 

“In the industrial field depreciation 
and obsolescence as well as moderni- 
zation of industrial plants will result 
in an increase in business of approxi- 
mately 33% per cent for 1937. The cur 
rent year has shown a 30 per cent in- 
crease in comparison with the previous.” 

+ + > 

The foregoing statements were a por- 
tion of a release by the Plumbing and 
Heating Industries Bureau which went 
to newspapers all over the country. 
Such statements as these which show 
the size and prospects of our industry 
are, in themselves recognition of the 
highest order for our industry. 


° 
Construction Census 

The first report of the Census of Con- 
struction, a part of the current Census 
of Business, hag revealed that 75,047 con- 
tracting firms did $1,622,862,000 worth 
of construction during 1935. General 
contractors, operative builders and spe- 
cial trade contractors were covered by 
the census. Of the total amount, gen- 
eral contractors and operative builders 
did 58.2 per cent of the work performed 
and special trade contractors did 41.8 
per cent. Private construction accounted 
for 55.1 per cent of the total while 44.9 
per cent refered to public construction. 

A further breakdown of this total fig- 
ure showed that 72.2 per cent was for 
new construction and additions while 
27.8 was for remodeling, repairs and 
maintenance. The figures presented In 
the census do not include construction 
done by government agencies and others 
than contractors. 
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News of Men... 


Supply 


Meetings... 
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Publishers’ Meeting 


© Association Business Papers, Inc. hold winter meeting for 
Western Zone in Chicago, December 14—Clear picture of aims 
and purposes of business papers presented by representatives 
of manufacturers and advertising agency executives 


With the general theme of what the 
advertiser has a right to expect from 
his business paper, the winter meet- 
ing of the Western Zone, Associated 
Business Papers, Inc. was held in Chi- 
cago, December 14. While the general 
purpose of this meeting was to work 
out a closer relationship and a better 
understanding between advertising 
men and publishers of business papers, 
another thing which was accomplished 
by the meeting was the presentation 
of a clearer picture of the objects, aims 
and ideals of business papers. 

A number of papers developing and 
enlarging upon the general theme of 
the meeting were presented by both 
advertising agency executives and rep- 
resentatives of the publisher’s group. 
The keynote speaker at the meeting 
was William E. McFee, president, Na- 
tional Industrial Advertisers Assn. and 
a member of the advertising depart- 
ment of the American Rolling Mill Co. 


Market Analysis 

The first paper to be presented had 
as its subject, “What the Advertiser 
Has a Right to Expect in the Way of 
Market Analyses.” The advertiser’s 
standpoint was given by J. J. Lawler, 
advertising agency account executive. 
The standpoint of the publisher was 
given by H. EB. Hilty. The second pa- 
per, “What the Advertiser Has a Right 
to Expect in Coverage,” was presented 
from the standpoint of the advertiser 
by Otis Beeman, advertising agency 
account executive. A portion of Mr. 
Beeman’s talk follows: 

“Business papers, by their very na- 
ture, are selective, both editorially and 
as an advertising medium. The edi- 


torial content is made up of subject 





matter of special interest to a cer- 
tain group of business men. These 
men are usually divided into groups 
either by the type of work they do 
or the type of industry in which they 
work. With this in mind, it then 
becomes obvious that advertising cov- 
erage is defined to a great extent by 
the editorial appeal. 

“This selection—this concentration 
of editorial and advertising functions— 
stands out in sharp contrast to the 
general circulation media. The busi- 
ness paper is edited for a few thou- 
sands—the general magazine for the 
millions. Thus the standard is set by 
which circulation is to be measured. 
The advertiser consequently is led to 
expect selected, concentrated coverage 
when he advertises in a business paper 
and the wise business paper publisher 
builds his paper and sells it to his 
advertisers accordingly. 

“Business moves at too fast a pace 
now-a-days for any publisher to put 
much faith in selling his publication to 
advertisers without including a great 
deal of factual data. Individuals come 
and go in industry too fast, for any- 
one to keep track of them, without mak- 
ing regular factual studies. The pub- 
lisher today who has developed market 
facts and coverage facts, is doing a 
more efficient and lower cost space sgell- 
ing job than the publisher who is negli- 
gent of factual selling.” 


Editoral Cooperation 

The viewpoint of the publishers on 
this same subject was given by John 
H. Sweet. The advertising man’s view- 
point on the subject of “What the Ad- 
vertiser Has a Right to Expect in 
Editorial Cooperation” was presented 
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by Harry Neal Baum, advertising man- 


ager, Fairbanks, Morse & Co. Some 
of the statements made by Mr. Baum 
are reproduced here. 

“There is one thing—and only one 
thing—that an advertiser can legit- 
imately expect from any business pa- 
per, and that is the publication of a 
magazine that is a real factor and a 
real influence in its chosen field. That 
is all we ask; that is all we want; and 
I do not believe that is asking too 
much, although I realize full well that 
is asking a great deal. 

“In the discussion this afternoon, you 
have considered market analysis and 
coverage, and later on, you will take 
up the subject of results. I feel, most 
sincerely and emphatically that all 
these subjects are definitely subordi- 
nate to editorial. Do a real editorial 
job—be a real influence in your field— 
and coverage and results will follow 
with a minimum of promotion and ef- 
fort. And, as far as market analysis 
is concerned, it is admitted as a mat-- 
ter of course, that any alert, wide- 
awake editor or publisher will have 
detailed, specific knowledge of all the 
factors in the field his publication cov- 
ers, and that he will keep in constant 
touch with changes and developments. 


Authentic Information 

“This, I repeat, we accept and ex- 
pect as a matter of course because this 
is the basis for a good editorial job, 
but I am often amazed at the amount 
of detailed, authentic information busi- 
ness papers have about the fields they 
cover. I am deeply impressed by the 
fact that the importance of this data, 
so fundamental to editorial leadership, 
is recognized and realized so clearly 
that vast sums of money and infinite 
research have been devoted to it. Cer- 
tainly, it must be obvious to all that 
no other class of publication, without a 
single exception, knows as much about 
the field, or the market, or the business 
they attempt to cover as do the better 
business publications. 


“And so I say again there is one 
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thing—and only one—that the adver- 
tiser can legitimately expect from any 
business paper, and that is a publica- 
tion that is a real influence in its 
chosen field.”’ 

The publisher’s standpoint on the 
question was given by Arthur L. Rice. 
The last paper to be delivered was on 
the subject, “What the Advertiser Has 
a Right to Expect in Results.” H. H. 
Simmons, advertising manager, Crane 
Co., delivered the opinicn of advertis- 
ers on this question and a portion of 
his remarks are quoted below. 

“Advertising results—in the exact 
sense—are synonomous with profitable 
returns on the investment made. An 
advertiser might spend $100,000 in 
business papers and thereby make him- 
self or his product well Known in a 
certain market. Or he might receive 
50,000 coupons from readers. In itself 
neither of these accomplishments is a 
result—it may or may not be a step 
toward the real result. If the market 
in which he spent his $100,000 offered 
him so limited a sales possibility—that 
even with the best sales followup there 
would be no net profit in the business, 
then that advertising would not be suc- 
cessful, no matter how much prestige 
and good will it built for him in that 
field. As a matter of fact such cases 
are not at all unusual. This problem 
frequently arises in marginal markets. 
Or if this $100,000 advertiser, through 
lack of distribution or through inade- 
quate sales work fails to secure profit- 
able business then the effort to build 
prestige and good will is again rend- 
ered unjustifiable.” 

G. D. Crain then gave the publisher's 
viewpoint on this same question. Fol- 
lowing this a summarization of the pa- 
pers was delivered by Samuel O. Dunn. 
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Taken at the annual Christmas luncheon of Pierce Butler Radiator Corp. 


Wage Increase 


During the third annual Christmas 
luncheon held by members of the staff 
at the main office of Pierce Butler 
Radiator Corp., Syracuse, N. Y., De- 
cember 23, Blair A. McFarlane, presi- 
dent, announced 10 per cent wage in- 
creases for all hourly and piece work 
employees. At the same time he an- 
nounced a bonus of one week’s pay to 
all employees with the company for 
more than six months. 


Specialty Assn. 

At the annual meeting of the Plumb- 
ing & Drainage Specialty Manufacturers 
Assn., held at the Hotel Statler, Cleve- 
land, Ohio, December 13, the following 
officers were elected: L. J. Frost, presi- 
dent; T. Croxton Gordon, vice presi- 
dent; and Olin C. Eckley, secretary- 
treasurer. C. B. Nash, vice president, 
Standard Sanitary Mfg. Co. was the 


speaker at the annual dinner of the 


association. Mr. Nash discussed the 
promotional opportunities before the in- 
dustry coming as a result of recent ac 


Taken at one of the sessions of the four-day sales meeting of Johns-Manville Corp. 


tions in public health work which have 
caused a change of thought on the part 
of public health officials. 


Building Meetings 
Climaxing a four-day sales meeting 
of the John-Manville building = ma- 
terials department December 8-11 was 
the final day’s session attended by 
salesmen of the company and building 
materials dealers from New England 
and the Middle Atlantic States. The 
company’s guild housing plan was pre- 


sented at this final session 


Quiz Answers 


(Continued from page 88) 


1.—3 11.—1l 
2.— 2.—4 
1 —] 14 t 
a i LD Z 
6.—Z 16 i 
7.—3 17 
s ] 18.—3 
i) o 19 

£é@ ....9 20 i 


4 

































DOMESTIC 


ENGINEERING 





Taken at the four-day sales meeting of Richmond Radiator Co. 


Sales Meeting 

The Richmond Radiator Co. held a 
four-day sales meeting at Uniontown, 
Pa., December 9-12. A number of the 
company’s representatives were pres- 
ent for the discussions. Some of the 
topics taken up at these discussion 
meetings included suggestions for im- 
provement of products, ideas for new 
products and forecasts for 1937. There 
were a number of social events during 
the sales meeting. 


Quaker City Elects 


At a dinner meeting held in the Syl- 
vania Hotel, Philadelphia, Pa., the 
Quaker City Jobbers Assn. elected the 
following officers for 1937: Clem Seay, 
president; Victor Sixeas, vice presi- 
dent; Al. Lentz, treasurer; and Larry 
Agoustoni, secretary. The dinner meet- 
ing was in honor ot the officers of the 
association and in appreciation for 
their efforts during the past year. Al 
Lentz was toastmaster at the meeting. 

The entire slate of officers for 1936, 
Clem Seay, Victor Sixeas, Rufus Palm- 
er and H. R. Kuehner, was called upon. 
All speakers stressed cooperation as 
the best road to success. In his speech, 
President Seay directed attention to 
the Robinson-Patman Law and urged 
all members to study its provisions. 


Prizes Awarded 


Ralph I. Bartlett, a plumbing and 
heating contractor-dealer of Nantucket, 
Mass., was awarded a trip to Europe 
for himself and his wife by winning 
first prize in a contest sponsored by 
the American Radiator Co. Prizes 
were awarded for writing a sentence 
on the company’s air conditioning unit. 
Second prize in the contest went to 
William Morton, 401 West 48th St., 
New York City. This prize is a trip 


to Bermuda for himself and his wife. 
In both cases, the men can receive al- 
ternate cash prizes if they prefer. 
The contest was open to all heating 
contractors in the United States after 
they had sold a radiator heating in- 


stallation or split system air condition- 
ing unit. 

fach contractor was required to ex- 
plain in one sentence why he recom- 
mended the company’s conditioning to 
home owners, and a committee of three 
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Ralph I. Bartlett 


judges not connected with the company 
selected the winners for the “clarity, 
interest and simplicity” of the state- 
ments. 

The third prize in the contest was 
awarded to the firm of Stott Brothers, 
of Island Pond, Vermont. C. F. Mas- 
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sart, Seattle, Wash., received fourth 
prize. Fifth prize was won by Peter 
Jonik, Detroit, Mich. 

Five prizes were awarded to Thomas 
L. Krioto, Tappahannock, Va.; J. B. 
Nolan, Philadelphia, Pa.; Joseph L. 
Maddox, Bloomfield, N. J.; J. P. Sulli- 
van Co., Jamaica Plains, Mass., and 
LeVahn Bros., Minneapolis, Minn. 

Other winners were Paul Lading, 
Painesville, Ohio; Tucker and Rice, 
Inec., Worcester, Mass.; Morrison and 
Dietz, Philadelphia, Pa.; W. A. Comp- 
ton, Tipton, Ind.; H. E. Cannon, Salis- 
bury, Md.; Canova Home Modernization 
Co., Holyoke, Mass.; Essex Mainte- 
nance Co., Newark, N. J.; Harold J. 
Taylor, Detroit, Mich.; Bryant Hard- 
ware Co.; Danville, Ky., and Murphy 
and Ogle. Lancaster, N. H.; Wirt Bros., 
Inc., South Duxbury, Mass.; Sheffield 
Heating and Plumbing Co., Sheffield, 
Pa.; Peter Eddy, Dearborn, Mich.; J. C. 
Finglas, Fall River, Mass.; A. A. An- 
derson, Schenectady, N. Y.; George 
E. Schuman, Baltimore, Md.; Joseph 
Stolberg, Bronx, N. Y.; Clarence Doot 
sch, Detroit, Mich.; L. and M. Plumb- 
ing and Heating Co., Bayonne, N. J.; 
J. R. Carr, Warrenton, Ga.; Erback 
Engineering Co., Newark, N. J.; A. H. 
Dittmann, Burlingame, Calif.; Carl E. 
Watres, Asbury Park, N. J.; Thomas 
Sloss, Jr., Detroit, Mich.; S. F. Hol- 
comb, Statesville, N. C.; Connor Heat- 
ing Co., Philadelphia, Pa.; W. L. An- 
derson Plumbing and Heating Co., 
Boone, Iowa; Joseph Mangillo, Dan- 
bury, Conn.; William E. Wood Co., 
Baltimore, Md., and Edward C. Kist- 
ner, Philadelphia, Pa. 

Judges in the contest were Joseph C. 
Fitts, secretary of the Heating, Piping 
and Air Conditioning Contractors Na- 
tional Assn., Howard Myers, president 
and publisher of the Architectural 
Forum, and R. V. Sawhill, vice presi- 
dent of DoMESTIC ENGINEERING. 





The contest judges. Left to right: 





R. V. Sawhill, vice president, Domestic 
ENGINEERING; A. R. Herske, vice president, American Radiator Co.; J. C. Fitts, 
secretary, Heating, Piping and Air Conditioning Contractors National Assn.; and 

Howard Myers, president and publisher, Architectural Forum 
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WHY 


yy 
@ When the radiators in a one-pipe system heat unevenly, what can 
you do about it? 

Well . . . one thing you can do is cut down the venting rate of 
the radiators that normally heat quickly until every radiator on the 
line is equally sluggish—BUT— 

—Why “crawfish?” Why work backwards? Why try to make a 
“right out of two “wrongs?” A far more sensible correction is to 
step up the venting rate of the slow heating radiators. When you do, 
you get not only EVEN heat, but also RAPID heat, and that is what 
you want—for comfort and for economy—in any heating system 
particularly in an automatically controlled system. 

The fast-venting Marsh (‘‘new”) No. 2 Air and Vacuum Valve elim- 
inates air from radiators so rapidly that the radiators at the ends of the 
mains actually heat as quickly, from a practical standpoint, as the 
radiators near the boiler. The ability of Marsh Air Valves and Basement 
Vents to give this high-speed venting and quick, even heating is a 
result of design that is exclusively Marsh. In addition to the high- 
speed venting they have the exclusive triple vacuum-seal feature and 
the quiet, positive, trouble-free construction that is making and hold- 
ing friends throughout the heating industry. 


Write for price sheets and circular explaining the patented Marsh high-speed venting. 


JAS. P. MARSH CORPORATION, 2073 Southport Avenue, Chicago 
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The New 1937 Domestic Engineering Plumbing & Heating 
Catalog-Directory is now ready for distribution. For months 
the entire organization of Domestic Engineering has been 
working day and night to make this book up to date and in- 
dispensable to you. Only by using it can you hope to realize 
its value. 


Let us just turn through the pages of this Big Orange Book 
and see if we can find some information that will be valuable 
to you—Here are a few of its many features. 


WHAT’S NEW: Due to the increase in business during 1936, 
and the estimated advancements to come in 1937, the manufac- 
turers of Plumbing and Heating items have made many 
changes to take care of this upturn in business. Old lines have 
been discarded or brought up to date and many new and im- 
proved products have been put on the market. 


WHERE TO FIND IT: The manufacturers have cooperated 
with us in listing their catalog material in the Catalog-Direc- 
tory for your convenience. They have done this with the idea 
of saving you time, effort, and money in the purchasing of ma- 
terials for a job. 


HOW TO USE IT: The manufacturers’ catalogs contained 
in the Big Orange Book clearly describe each item and are 
generously illustrated, making it possible for you to specify 
the exact type and size to be used. 






15 years compiling and distributing catalogs in the 
style to which the Buyers in the Plumbing and Heating 
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READY 
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New and Larger 1937 
Plumbing c® Heating 
Catalog-Directory 











Section | —vUp-To-The-Minute Manufac- 
turers’ Catalog Section. 


Section II—=s2 pages devoted to Tables, 
Rules, and Technical Data. 


Section III ——Complete Classified Direc- 
tory listing: Trade Names, Names of Products, 
and Manufacturers’ Names. 


Section I[V—Names and Addresses of 
over 4000 Manufacturers in the Plumbing and 
Heating Industry. 





You Can’t Afford To Be Without This Big Orange Book 


WHO MAKES IT: If you are in doubt as to the manufac- 
turer of any item that you want, it will only take you a 
moment to locate virtually any name connected with the 
Plumbing and Heating industry by just turning to the Classi- 
fied Directory section. 

MANUFACTURERS OF PRODUCTS INSTANTLY LO- 
CATED: Whether you need the trade name or the manu- 
facturer’s name of a certain item, all information is instantly 
at your fingertips. 


WHAT ELSE DOES THIS BOOK OFFER? In addition 
to the many other features of this book, there is a complete 
section containing standard tables, rules, charts, diagrams, and 
other technical data which will be of constant use to you while 
figuring a job. 

HOW WILL THIS BOOK PAY FOR ITSELF? The en- 
tire Catalog-Directory costs only $5, and will pay for itself 
in a short time by saving you time and money that would 
otherwise be spent in obtaining the desired information. 

IS THE SUPPLY LIMITED? Because of the increased de- 
mand for the Catalog-Directory as a result of the upturn in the 
Plumbing and Heating Business, there is a limited supply of 
these books. By sending your order in to us today together 
with a check for the cost of the book, you can, however. be 
sure of obtaining your copy. : 


Order your Big Orange Book now—$5 postpaid. 
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Taken at the sales meeting of the Mueller Co. 


Reunion Dinner 


The second annual reunion dinner of 


the Plumbing and Heating Salesmens 
Assn. of New Jersey was held December 
10, at the Newark Athletic Club, New- 
ark, N. J. It was purely a social gather- 
ing. After the dinner, two new mem- 
bers were admitted to the association, 
Knox Watson and Frank R. Nichols. 

Those present at the affair were: J. J. 
Vreeland; A. L. Poyner; Irving Wend- 
ling; EK. J. Bender; T. R. Jacobus; H. 
Blanman; H. F. Demarest; G. A. Sny- 
der; R. H. Jones; Alfred Sutcliffe; 
Frank J. Schmitt; William Skidmore; 
Charles Meyers; Ray Moody; C. B. 
Wynne; R. J. Donaldson; and E. W. 
Felt. 





Semi-finalists in the championship match 
at Eastern Trade Golf Assn. meeting. Left 
to right: John C. Kjerner; A. P. Keasbey; 
Tom W. Powers; and William L. Kepling- 
ler, Jr. This was the last meeting for °36 


Sales Meeting 

Mueller Co. held its annual sales meet- 
ing at the main office in Decatur, IIL, 
Some 24 
salesmen from all parts of the country 


November 30 to December 2. 


attended and were guests at the com- 
pany’s lodge on Lake Decatur during 
their stay. Business sessions were 
conducted by J. W. Simpson, vice presi- 
dent in charge of sales. General busi- 
ness conditions and company 
were discussed by Adolph Mueller, presi- 
dent. 

There was a conducted tour through 


the entire plant so that manufacturing 


policy 


methods could be discussed first hand 
social events during the meeting were 
an open house at the lodge and a dinner 
dance for the salesmen and members of 
the Foremen’s Club and their wives. 


Home Shows 

Plans for increasing atte.dance at 
home shows and improving coopera 
tive relationships of manufacturers par 
ticipating in home shows, the FHA 
and local groups are outlined in a new 
booklet, “The 90-Day Plan,” issued re 
cently by the Manufacturers Housing 
Promotion Council. 

Officers of the Council are: Russell 
G. Creviston, director of advertising 
and sales promotion, Crane Co., chair 
man; H. M. Shackelford of 
Manville, and H. H. Hobart of the Cur 
tis Companies, vice chairman; J. N., 


Johns 


Tate of the Weverhauser Sales Com.- 
pany, treasurer; and J. Frank Cant 
well of Indianapolis, managing dire 
tor. 

“The plan as explained in the book 
let is based on the following objec 
tives: Inter-industry organization and 
advance publicity; Impelling display to 
interest people when they get to the 
show: Training of attendants for the 
exhibits to explain and sell; Selection 
and invitation of prefered prospects; 
Emphasis on availability of moneys 
through FHA 


Organization of effective follow 


to stimulate interest: 


through to convert prospects into 


buyers. 


Lead Demonstration 


The Andrews Lead Co, Long Is 
land City, N. Y., held a demonstration 
on the various methods of joining 
lead at the company’s plant, Decem 
ber 18. 


at the demonstration were: 


Some of the subjects covered 
overhead 
burning; underhand burning; upright 
burning; butt joints; roll 


homogenous bonding: and methods ol 


joints; 


strapping. 
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Personals 


Edward F. Keating, for many years 





a distributor of plumbing and heating 
materials in the New York territory, 
has joined the sales organization of 
Phelps Dodge Copper Products Corp., 


British American Tube Division. 





Kk. F. Keating 


E. Wayland, vice president of Ameri- 
can Brass Co... Waterbury, 
FS. Hyde of the 
Waterbury. have been elected to the 


(C‘onn., and 
Scoville Mte. Co., 


board of directors of the brass kore 


ing Assn 


T. M 


ter J. Brvant organization. has joined 


Lowe, formerly with the Wal 
the sales promotion staff of Crane Co 
where he will be in charge of direct by 
mail advertising and all forms of fol 


low up consumer inquiries” received 


through publication advertising 





nember o the central estimating 
staff of Chrysler Corp., has been ap 
pointed works manager of <Airtemp 
[rie Davton, Ohio “a division of 
Chrysler Corp ak Wa formerly con 


ental Viotors (orp 
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W. F. Holtzman, has been appointed 
manager of the Washington, D. C. of- 
fice of the Rawlplug Co. Inc., with 
headquarters at 50 Florida Ave., N. E. 


Roy Wright, former promotion man 
for the McCall Corp., has joined the 
Blaker Advertising Agency, New York 
City as account executive. 


Willis H. Carrier, past president of 
the American Society of Heating and 
Ventilating Engineers, has been voted 
an honorary member of the Japanese 
Assn. of Refrigeration according to a 
cablegram received by the society from 
Dr. Masao Kamo, president of the 
Japanese association. 


Joseph Stacey, assistant sales man- 
ager, Anderson Mfg. Co., has just re- 
turned from a trip into Canada where 
he called on the company’s new dis- 
tributor, P. D. Herbert, 446 St. Peters 
St., Montreal. In addition, Mr. Stacey 
did missionary work in the trade. 


Gerald R. Brophy, has been appoint- 
ed to the development and research 
staff of the International Nickel Co., 
Inc. according to an announcement by 
A. J. Wadhams, vice president. 


F. E. Wormser, secretary of the 
Lead Industries Assn., New York, has 
returned to that city after attending 
the convention of the American Insti- 
tute of Mining and Metallurgical En- 
gineers at Mexico City. 





R. F. L’Hote 


R. F. L’Hote, manager of the allied 
products division of American Radi- 
ator Co., has just been named a vice 
president of the company, accord- 
ing to an announcement from Rolland 


J. Hamilton, president. Mr. L’Hote has 


been manager of the allied products di- 
vision for two vears and has been as- 
sistant general manager of sales for 
eight years. 


Charlies P. Powell, has been ap- 
pointed manager of the Tonawanda, 
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N. Y., plant of Crane Co. He succeeds 
William E. Peterson who has taken a 
leave of absence because of ill health. 


Cecil G. Roush, has been made man- 
ager of the Kansas City, Mo. office of 
Westinghouse Electric & Mfg. Co. Mr. 
Roush formerly was a member of the 
sales division of that office. C. W. 
Hamilton, former manager, has been 
transferred. 


Stanley A. Knisely, director of ad- 
vertising, Republic Steel Corp., has 
been elected vice president of the Na- 
tional Industrial Advertisers Assn. 


D. L. Taze, has been appointed man- 
ager of the Cleveland, Ohio branch of 
the American Blower Corp. 


H. M. Shackelford, has been elected 
vice president of the Johns-Manville 
Sales Corp. 


Howard E. Blood, has been appointed 
executive vice president of the Borg- 
Warner Corp. 





W. K. Stauffer 


W. K. Stauffer has been appointed 
manager of the newly opened branch 
office of Mercoid Corp., focated at 3137 
N. Broad St., Philadelphia, Pa. He is 
assisted by J. Jex, Jr. 


E. E. Finn, formerly connected with 
the Lehigh Navigation Coal Co., has 
been appointed assistant to the presi- 
dent of Anthracite Industries, Inc. In 
his new position, Mr. Finn will direct 
the activities of the field representa- 
tives of the association. 


New Distributors 


Sales Representatives, Appointments 





The F. E. Myers & Bro. Co., Ashland, 
Ohio, has announced that W. B. 
Struble, formerly representing the 
company in Ohio and Michigan has 
been transferred to the Southwest. D. 
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R. Bruder, formerly handling special 
quotations and inquiries at the main of- 
fice has been transferred to the outside 
sales force. 


H. A. Thrush & Co., Peru, Ind., has 
announced the appointment of L. V. 
Cressy, 817 Poydras St., New Orleans, 
as direct sales representative for Lou- 
isiana and southern Mississippi. F. W. 
Bartling has been appointed + direct 
sales representative covering southern 
Ohio and Kentucky. 





Orton E. Tarbox 


EverHot Heater Co., Detroit, Mich., 
has announced the appointment of 
Orton E. Tarbox as distributor for the 
company’s products in the New York 
and New Jersey metropolitan territory. 


Maguire-Clewell Co., Chicago has an- 
nounced that Charles M. O’Brien, for- 
merly with Leader Specialty Co., has 
joined the company’s sales staff and 
will cover the south side of Chicago. 


Harvey Whipple, Inc., Springfield, 
Mass., has appointed Robert S. Ren- 
nicks as sales promotion manager. This 
announcement came from Ray 4G. 
Whipple, treasurer. 


Key Co., East St. Louis, Ill., has ap- 
pointed John R. Parr, 50 Church St., 
New York City, as sales agent for joint 
sealing compounds in the Metropolitan 
area, 


Kelvinator Corp., Detroit, Mich. has 
announced the appointment of W. E. 
Saylor as sales promotion manager. 
The announcement has come from 
Sam C. Mitchell, director of advertis- 
ing and sales promotion. Mr. Saylor 
has been a member of the advertising 
and sales promotion department of 
Kelvinator. 


Gar Wood Industries, Inc., Detroit, 
Mich., has announced the appointment 
of Engineering Industries, Limited, 
Leaside, Ontario, Canada, as distribu- 
tors for the company’s heating and air 
conditioning products throughout the 
Dominion of Canada. 
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For a real buy compare BRECKWOLDT'S No. 1020 with 
any white seat on the market, regardless of price. 
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HAVE YOU 
RECEIVED 
YOUR COPY 
LS 
POSTER? 


@ Watch for your copy of this attractive, new poster, 





printed in full color. It carries a message every 
Master Plumber can display with pride. Copies 
| ave been mailed to every Master Plumber. If you 


fail to receive your copy, please write for it today. 


Standard Sanitary Mfg, Co. 


PITTSBURGH, PA. Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
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General Electric Co., Schenectady, 
N. Y., has appointed the following five 
new commercial vice presidents: M. 
O. Troy, manager of the central sta- 
tion department; L. T. Blaisdell, south- 


western district manager; E. H. Ginn, 
southeastern district manager; A. L. 
Jones, Rocky Mountain district mana- 


ger and T. S. Knight, New England dis- 
trict manager. 


Hershey Machine & Foundry Co., 
Manheim, Pa. has announced the ap- 
pointment of H. F. Miller as sales 
manager of the Motorstoker division 
of the company. Mr. Miller formerly 
was district manager for the Middle 
West and western New York territory. 
Also announced by the company is the 
appointment of R. C. Moffett as district 
manager for New York state excluding 
the New York metropolitan area. 


Autovent Fan & Blower Co., Chicago, 
has announced the following promo- 
tions: Tom Brown has been promoted 
to vice-president and general manager; 


reorge J. Kalwitz has been promoted 
from sales engineer to general sales 
manager: and Robert F. Ruggles, for- 


merly manager of the New York office 
has been advanced to the position of 
eastern division manager. 
New representatives 
pointed by the company are: 
Nimmo, Minneapolis, Minn.; 
gel, Appleton, Wis.; B. J. 
waukee, Wis.; Industrial 
tives, Peoria, Ill.; Allan T. 
Richmond, Va.; Engineering 
Service Corp., Louisville, 
Harold M. Hudson, Seattle, 


recently ap- 
Frank B. 
R. J. En- 
Engel, Mil- 
Representa- 
Shepherd, 
Sales & 
Ky.; and 
Wash. 
Byrd Plumbers’ Supply Co., Cleve- 
land, has been appointed jobber for 
pipe manufactured by Republic Steel 
Corp., according to an announcement 
by N. J. Clarke, vice 
charge of sales. 


president in 


Malleable Irom Fittings Co., Branford, 


Conn., has appointed the _ following 
dealers in Connecticut: Edward Fitz- 
patrick, Ansonia; R. C. Enquist, Bran- 
ford; Winfield S. Holman, Inc., Dan- 
bury; George E. Peugeot, Hamden; L. 
T. Blake Co., Inc., Hartford; E. W. 
Bull & Son, Kent; Brodeur & Lynch 
Co, Meriden: Theron Ford Co., Mil- 
ford: New Haven Coal Co., New 
Haven; P. G. Mono & Co., New Lon- 
don; Martin Brothers, New Milford; 
County Supply, Inc. Norwalk; John 


Allan T. Spiers, 
Saybrook; 


Blum & Co., Norwich; 
Old Lyme; Arthur Cahill, 
Frank J. Ahern, Seymour; Fred W. 
Connolly Co., South Norwalk; Weston 
Roswell, Torrington; D. J. Hennessey, 
Wallingford: M. J. Daly & Sons, Inc., 
Waterbury; Edward Carlson, West 
Hartford; W. R. Beck, Willimantic, 
Conn. 
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Neil D. Skinner 


Davenport, 
Neil D. Skin 


ner has been appointed sales manage) 


Red 
lowa, has 


Jacket Mfg. Co., 
announced that 


in charge of water systems. This an- 


nouncement has come from F. C. 
Simonsen, vice president in charge of 
sales. For the past ten years, Mr. Skin 
ner has been associated with Crane 
Co. 


Maas and Waldstein Co., Newark, N 
J. has announced the re-election of the 
Maas, presi 
president 


following officers: M. A. 
Klinkenstein, 
manager; R. F. 
Anderson, 


dent: G. vice 
and general 


treasurer: C. L. 


Magnus, 


assistant 


treasurer: and G. Klinkenstein, secre- 
lary. 
The May Oi! Burner Corp., Balti- 


more, Md., has announced the following 
changes in the organization: A. E. 
chairman of the 
Edward E. 
Jr. has been elected president; 
Wvyer has been made vice president in 


Duncan has become 


board of directors: Yagey, 


Ramon 


charge of production: A. Klotzman has 
been made vice president in charge of 
has be 


engineering; P. J. Jacobson 


president in charge of 


Tolley is treasurer; 


come vice 


sales; W. E. and 
Eli Frank, Jr. is secretary. 
Split Seat Co., Evansville, 
announced the following ap- 
Charles G. Wall, 


Philadelphia 


Never 
Ind., has 
pointments: 
sentative in the 


repre 
territory 


including Delaware, northern New Jer- 


Paul P. 
central 


sey and eastern Pennsylvania; 
Wagner, representative — in 
Pennsylvania including Scranton; 
Fred A Goeke, representative in the 
metropolitan New York area. 

Charles J. Cassell has been 
ed representative in the Cleveland, 


and 


appoint 


Ohio, teritory. 
The Electroaire Corporation, Chi- 
cago, has appointed Des Moines Steel 


Co., 421 S. W. Fourth St., Des Moines, 
Iowa, as representative at Des Moines, 
Iowa; and Air Conditioning Utilities, 
Inc., 8 W. 40th St., New York, N. Y. as 
representatives in New York City 
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Business Changes 


and New Incorporations 





Somerville tron Works, Somerville, 
N. J., has announced that the company 
will establish a sales office and dis- 
tributing depot at 1400 Paige St., Hous- 
ton, Tex. 

S. D. Hicks & Son Co., has an- 
nounced that the company has moved 


located at 145-153 Border 


Mass. 


and is now 


St.. Boston, 


Mich., and 
Wis., 


Kelvinator Corp., Detroit, 


Nash Motors Co., Kenosha. whose 


merger was announced some time ago 


have had the action approved at a 


meeting of stockholders, De- 


“*? 
mt? 


special 


( ember 


Briggs Mfg. Co., Detroit. Mich. has 
announced the opening of new = show- 
rooms in New York City, Chicago and 


Miami Beach. Fla i A. Callahan, gen- 
eral manager, who made the announce- 
that the New York 
lol Park Ave.: the 
Mich 
Beach show: 
Lineoln Rd. 


ment stated show- 


room is located at 
showroom is at 177 N 
Miami 


iif 5 4 


Chicago 


igan Ave.: and the 


opened 


rooTn Was 





H. C. Fletcher and A. B. Weil 
J. A. Zurn Mfg. Co., Erie, Pa., has 
announced that arrangements have 


been completed with the Fletcher-Weil 
Calif for the 
Zurn 
and 


(‘o., Los Angeles, sale 
products in 


Nevada 


and warehousing of 


California. Arizona 


Girard Plumbing Supply Co., Inc., 
Philadelphia, Pa., has that 
the company has opened a new branch 
The address of 


Church and 


announced 


in Germantown. Pa 


the new branch is Lane 


Lena St. 


The 
Minneapolis, 


Cole-Sullivan Engineering Co., 
Minn., has 


ated to succeed to the 


been incorpor- 


business of the 


Cole Combustion Service Co. of the 
same city and to that part of the busi- 
ness of the Sullivan Valve and Enegi- 
neering Company of tutte Vontana. 
which pertains to draft control 


























Thode 


News of ... Men... Associations ... Events... 





s stallation for a single bathroom home 
N.A. M. P. Convention Plans will be exhibited. Consumers will be 


given an illustrated folder showing the 


® Report from N. A. M. P. convention headquarters reveals complexity of a plumbing _installa- 


that 35 per cent of the exposition space was sold in six days— 


tion, the number of individual parts 
going into such an installation and the 


Large attendance expected—New registration plan in force amount of employment furnished to 


Plumbing and heating manufacturers 
got busy on the long-distance telephone 
and by telegraph as soon as they re- 
ceived the prospectus of the 1937 Home 
Comfort Exposition. In the six days, 
following the mailing of the prospectus 
on December 14, 35 per cent of the 
available space was reserved. 

As is usually the case, the most de- 
sirable locations were snapped up at 
once. While 35 per cent of the space 
has been sold, the reservations ac- 
counted for 43 per cent of the cost 
for the entire 178 booths. 

No one can, of course, predict how 
many master plumbers will atten: the 
55th Annual Convention, but it is rea- 
sonable to assume that with more 
money available, and with a greater 
interest in business development, a 
larger number of members than at any 
recent convention will make the jour- 


ney to Atlantic City, May 24 to 27. the plumbing and other industries, 

Every medium for publicity wiil be when a home owner decides to install 
tapped to assure exhibitors of a large running water and a plumbing system 
group of ultimate consumers to view’ in his home. 


their products. In addition to the 
routine newspaper and radio campaign Booklet Features Slogan 
which has characterized all our previ- Featuring the slogan “What the 


ax hibits > N > rj a). ; . , " 
ous exhibits, the N. A. M. P. will al-  pjumbing industry gives you for $650.”, 
locate, to exhibitors, 5,000 tickets to this booklet will show that dollar for 
an all-star vaudeville show, for dis-  gqojlar. the plumbing industry probably 
tribution to interested ultimate cus- gives the consumer greater value than 
ville show, plus other features intended Much has been said in the past about 
primarily to attract ultimate consum- the complexity of a plumbing installa- 
ers, will assure exhibitors of a large tion and the need for proper installa- 


and interested group of home owners. tion, but as far as we can learn it has 
never been demonstrated so strongly. 
All Materials Shown In designing and assembling this dis- 


At one end of the exhibit space, a play, the N. A. M. P. has followed 
large billboard, 12 ft. by 120 ft. will be closely the requirements of the N. A. 
erected, in which all of the materials M. P. plumbing code, and is using ma- 
going into a complete plumbing in- terials whose value has been demon- 


NOTE. WATER. WASTE. STEAM. GAS. AND 
COMPRESSED AIR IN EVERY BOOTH 
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strated over a period of years. The 


‘materials for the display will be pur- 


chased by the N. A. M. P. through 
the regular channels of the industry 
and, insofar as possible, the materials 
used will be those displayed by the ex- 
hibitors. Every piece of pipe will be 
cut to its proper length, every fitting 
displayed in the proper size and quan- 
tity, even the 10% cubic yards of earth 
excavated will be shown, so that the 
public will realize that there is more 
to a plumbing system than the few 
fixtures one sees in the home. 

The accompanying illustration fre- 
veals that the layout of the exposition 
has been designed primarily to give 
every exhibitor equal prominence. 
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Everyone entering the exhibit must 
pass every booth, either to get to the 
convention hall or to reach an exit. 
Convenient rest spaces have been pro- 
vided in each block. These rest spaces 
will be decorated with growing plants 
and flowers, and a fountain in the cen- 
ter will afford pleasant relief to the 
tired visitor. 

The erection of the registration faci- 
lities in the rear of the exhibit is an 
innovation which was decided on only 
after considerable thought. It was felt 
that registration of delegates, exhibi- 
tors and guests might well follow a 
new pattern to overcome the objections 
to registration at previous exhibits and 
conventions. 


Preliminary Research 


© N. A. M. P. issues preliminary progress report on research 
work carried on under cooperative agreement between 
N.A.M.P and State University of Iowa 


In order that the plumbing industry 
may be in touch with the progress 
of the research work under the co- 
operative agreement between the N. 
A. M. P. and the State University of 
Iowa, from time to time preliminary 
reports will be made. The members 
should be kept informed on the general 
direction in which it is proceeding and 
the methods of attack used on the vari- 
ous problems as they come up. The 
statements made in these reports may 
or may not be included [n the final re- 
port depending on the final outcome of 
the research work. 


Office Work Necessary 

The proper, logical and _ scientific 
course to pursue in any research work 
is first to do a considerable amount of 
so-called “office work.” The purpose 
of this work is to gather all existing 
data and information on the subject 
as it applies to the problem in hand. 
After all this informaiion and all exist- 
ing facts have been thoroughly ana- 
lyzed, a list of the definite, specific 
problems on which experimental work 
must be done in order to get the cor- 
rect answer should be set down. To 
date, we have practically completed 
the office work and have started on 
certain tests. The results of some of 
these preliminary studies will be set 
forth in this report. 

Those of you who read carefully the 
outline of our proposed research work 
on vacuum formations in water-supply 
pipes will know the general direction 
to be taken for the solution of the 
problem of back-siphonage.* Our pre- 
liminary analyses and tests have clear- 


*Domestic ENGINEERING, November, 1936, 


p. 122. 


ly indicated that complete prevention 
of partial vacuum formation in water- 
supply pipes is impossible, no matter 
what piping systems or devices are in- 
stalled. This fact is of great signifi- 
cance and, of course, requires experi- 
mental data for proof which we intend 
to present in due time. This leaves 
two courses of action open if back- 
siphonage and resultant water-pollution 
is to be prevented: 1) The installation 
of every unsafe fixture, which has or 
can have a submerged inlet, on a sep- 
erate water-supply system fed by an 
overhead tank supplied with water by 
an above water-line inlet. 2) The 
elimination or protection of each and 
every unsafe fixture in the building 
Both of these should be investigated 


Principles Must Be Followed 
However, before specific investiga- 
tions can be started into the modes, 
methods, and details of protection 
from back-siphonage, one of the above 
two general principles must be adopted. 
In deciding on the general ultimate 
solution, the economic factor, within 
reasonable limits, should not be con- 
sidered. A price cannot be put on 
health or life. However, the solution 
should have these characteristics: 1) 
Be generally applicable. 2) Be directed 
at the specific inherent weakness in 
the plumbing system that makes back- 
siphonage possible. 3. Should _ not 
create or leave undone anything that 
allows any cross-connection or back- 
siphonage hazard, of whatever nature, 
to exist. In other words, the solution 
should attack the fundamental evil and 
should in its idealized form eliminate 
all hazards of cross-connections, back- 
siphonage, and water pollution. Maybe 
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the idealized form of the solution can- 
not be attained immediately but it will 
provide a worthy goal towards which 
to work. 


Elimination of Back Siphonage 

After serious consideration of the 
above facts, there can be no doubt 
but that the solution and goal towards 
which our research work should be 
directed, is the elimination of all back- 
siphonage hazards from the individual 
unsafe fixtures. The achievement of 
this goal will mean that as far as it is 
humanly and scientifically possible all 
drinking water pollution hazards will 
have been eliminated. To have two 
water supplies in a building, one safe 
and another unsafe, as would occur if 
all unsafe fixtures were connected to 
a separate piping system, is not remov- 
ing all the hazards of water pollution 
from that building; figuratively speak- 
ing, it is simply tying the evil monster 
down, but still keeping it within the 
building. He should be thrown out. 
All that would be necessary to release 
the inherent dangers of back-siphonage 
would be for some building engineer 
or perhaps a plumber not acquainted 
thoroughly with the piping details to 
cross-connect the two supplies. Of 
course, such a practice is so obviously 
dangerous that you say any simpleton 
would know better; yet driving a ear 
on the left hand side of a street is a 
still more obviously dangerous practice, 
but it is done. Painting pipes different 
colors, constant surveillance and in 
spection, and all such precautionary 
measures are very fine, but as long as 
an unsafe water supply exists in any 
building whatsoever, we have not made 
a permanent, practical, or complete 
elimination of water-pollution hazards. 
It is, of course, necessary in some in- 
dustrial buildings to have an impure 
supply, and everyone recognizes the 
potential dangers present; but if such 
were the case in many or perhaps all 
buildings, instead of a few, we ean 
well imagine the numerous possibilities 
for the presence of cross-connections. 
When considering the matter of in- 
stallation of separate supplies to un- 
safe fixtures, it must be remembered 
that there are many submerged inlet 
fixtures, especially in hospitals, to 
which a pure supply is essential, but 
once the water gets into the fixture it 
becomes contaminated and cannot be 
allowed to get back into the supply 


lines. 


Control of Vacuum 

Protection at the fixture, of whatever 
type, means the control of the vacuum, 
which occurs in the supply lines, in 
such a manner so that it cannot draw 
back any of the polluted fixture con- 
tents. To know how to control this 
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vacuum and understand all its various 
actions, is the purpose of this research. 
If we are to protect at the individual 
fixture, it must be known what we are 
protecting against. This lack of knowl- 
edge by many engineers and designers 
of what they are protecting against 
has resulted in the development of 
many inadequate vacuum-breaking de- 
vices. Great advances have been made 
in vacuum-breaker development, but 
much remains to be done. 

In the next report, a short review 
of vacuum-breaker development to date 
will be given and also some experimen- 
tal and theoretical data on flow of air 
into pipes in which partial or complete 
vacuums exist. 


Federal Survey 


® National President Werner 
tells of recent developments 
in plumbing survey of Fed- 
eral buildings in New York 
City and Detroit 


Due to the issuance of General Let- 
ter No. 95, curtailing non-relief labor 
from 25 per cent to 10 per cent on the 
New York and Detroit surveys, these 
projects have been practically at a 
standstill since December 15. As soon 
as the oraer was issued, vigorous pro- 
test was made by the N. A. M. P., and 
telegrams were sent to Harry Hopkins, 
WPA Administrator, by many of the 
constituent state associations. As this 
is being written, December 19, it is 
believed that the WPA will revise its 
General Letter No. 95 to permit the 
surveys to proceed. At the moment 
it is impossible to say whether they 
will be able to go full speed ahead, 
or with retarded progress. 

Until December 15 there were 67 
workers on the project and the job 
was 90 per cent complete. Practically 
all of the field work had been done and 
the only thing remaining to do was 
the office work incident to the analysis 
of the surveys and the writing of the 
report. On December 15, due to Gen- 
eral Letter No. 90, the staff was re- 
duced to a point where only one field 
party could operate with the available 
staff. 

Almost all of the field work of a 
skilled nature was being done by non- 
relief labor, as it was found impossible 
to secure competent engineers, bac- 
teriologists, etc. from the relief rolls. 
Obviously, unless some adjustment can 
be made to permit reemployment of 
the nonrelief labor laid off, much re- 
surveying will have to be done in the 
field, due to the unfamiliarity of the 
remaining personnel with the details 
of the field work already completed. 

The New York and Detroit surveys 
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were grouped with art, music, theatre, 
and writing projects in General Letter 
No. 95. It was on the basis of the argu- 
ment that the New York and Detroit 
surveys were basic research necessary 





January, 1937 


for the inauguration of a nation-wide 
plumbing inspection movement in the 
interest of public health that the pro- 
tests of the N. A. M. P. were made to 
the administration of WPA. 


Bookkeeping at Utah 


© Annual convention of Utah state association featured by dis- 


cussion on importance of bookkeeping 


president 


Marshall G. Ericson, president of the 
Utah State Assn. of Plumbing and Heat- 
ing Contractors, was reelected at the 
annual convention of that organization 
held Dec. 12 at the Newhouse Hotel, 
Salt Lake City. Mr. Ericson is past 
president of the Salt Lake City Assn. 
of Licensed Plumbers. 

The other officers for the coming year 
will be: Alex Mortenson, Provo, vice 
president; and James L. Morris, Mur- 
ray, reelected secretary-treasurer. Mr. 
Mortenson is president of the Utah 
County Assn. of Master Plumbers. The 
board of governors is composed of Mil- 
ton Bachman, Ogden; Ambrose H. Hig- 
ham and Edmund P. Evans, Salt Lake 
City; Alex Mortenson and Henry G. 
Blumenthal, Provo. All are veteran as- 
sociation members. Mr. Higham and 
Mr. Blumenthal both are former presi- 
dents of the state association. 

The convention opened with President 
Ericson presiding. H. C. Allen, presi- 
dent of the Salt Lake City Assn. of 
Licensed Plumbers, welcomed the dele- 
gates. He urged the necessity of in- 
creasing the membership and of greater 
education to eliminate cut-throat com- 
petition. 


State Examining Board 

The question of the advisability of 
the association endeavoring to secure 
the passage of a law providing for a 
state examining board, at the coming 
session of the legislature, was dis- 
cussed. A committee consisting of Alex 
Mortensen, Milton Bachman, Lester 
Bills, Frank Aldous and Frank Fox, 
was appointed to investigate the ad- 
visability of such action. 

Mr. Higham discussed the benefits of 
the recently adopted Salt Lake City or- 
dinance requiring all journeymen, and 
masters who work with the tools, to 
pass an examination. He declared that 
such a statute was not only beneficial 
to the industry, in eliminating the unfit, 
but that it would give the public greater 
protection from a health and sanitation 
standpoint. 

The necessity of the members main- 
taining books that would give them the 
information necessary for the successful 
conducting of their business, was 


Ericson reelected 





stressed. Mr. Evans stated that he 
could not comprehend how any master 
could operate his business at a profit 
without a set of books showing his cost 
of materials, labor and overhead. It 
was further pointed out, that with state 
and federal security programs becoming 
effective, every master must have the 
amount of his payroll. As the state 
sales tax law requires the payment of 
two percent on the sale of merchandise, 
but not upon labor, the master should 
have these items segregated so that he 
is only paying the amount required. 
That it was also difficult to prepare an 
accurate income tax return without 
proper books was pointed out. 


Dtu. 

The question of how to combat in- 
stallations where customers desired to 
purchase fixtures from a mail order or 
other d.t.u. house and have the master 
furnish only the labor, met with dif- 
ferent suggestions. One master was in 
favor of the plumber entirely refusing 
such work, on the theory that there was 
not a sufficient margin on the labor to 
gamble on a contract price, and that 
with building increasing, the taking of 
such installations might result in the 
loss of work that would be profitable 
but could not be handled because the 
master was “loaded” with the other. 

Another opinion suggested the open- 
ing of more and better showrooms as 
a means of selling a larger number of 
fixtures. He stated that by having a 
display that grouped the fixtures to- 
gether, as they would be in a bath- 
room, and showing the customer that 
the price of first class merchandise was 
only slightly higher than mail order 
fixtures the difference in quality would 
more than justify the payment of 
the slight difference. Also, that the 
plumber could not guarantee fixtures 
that he did not sell, and that the pur- 
chaser would be required to pay for any 
repairs to material purchased direct, 
which, within reason, would not be the 
case if the merchandise was purchased 
from the plumber and guaranteed by 
him. 

A motion was passed that a resolution 
of sympathy be sent to the widow and 
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SAVE Skilled Mechanics’ Time 


with these Modern Black & Decker Tools 


BLACK & DECKER HOLE SAWS are among the 
greatest time and labor savers in any installation 
man’s kit. Driven by a 2” (or larger) B. & D. Electric 


Drill, these Hole Saws cut clean round holes from *4” 


to 4” in diameter, and up to %” deep, in any material 
a hacksaw will cut. Just the thing for cutting holes in 
furnace doors and bases; for tapping boilers, tanks 
and pipe lines; for running new pipe lines through 


floors and walls; for cutting wood, fibre or composition. 


Black & Decker Hole Saws—in 24 sizes from *4” to 
4”—now are made in two types: Coarse Tooth—for 
cutting wood, fibre, bakelite, cast iron, and all thick, 
coarse materials; Fine Tooth—for cutting sheet metal, 
steel, and all thin or sheet materials. Ask your Black 
& Decker Jobber for a demonstration, and write for 
the Black & Decker Catalog. The Black & Decker 
Mfg. Co., 721 Pennsylvania Avenue, Towson, Md. 


BLACK & DECKER 

















The ideal drill to drive B. & D. Hole Saws 
and to handle a hundred and one other wood 
and metal drilling jobs when installing and 
servicing plumbing, heating and air condition- 
ing equipment. Capacity '” in steel; 1” in 
wood; Hole Saws up to 314”. Powerful Uni- 
versal motor. . . . « « Price, only $35.00. 


















NO. 34 
ELECTRIC HAMMER 


Saves time and labor when 
drilling in concrete, stone 
and brick for mounting 
burners, controls, pumps: 
opening foundations; 


channeling feed lines; 

caulking furnace joints, 

etc. Capacity, 144” in concrete. Universal Motor 
110, 220 or 250 volts......... Price $145.00. 


W orld’s Largest Manufacturer of 


PORTABLE ELECTRIC TOOLS 
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children of Will Rees, veteran Salt Lake 
City master and association member, 
who died the day before the convention. 
A vote of thanks was given the officers 
who had served during the past year. 

The convention was followed by a 
banquet in the evening, under the direc- 
tion of the entertainment committee 
composed of Ambrose Higham, Marshall 
Ericson and Edmund Evans. Mr. Hig- 
ham acted as toastmaster. 

Leon B. Hampton, manager of the 
Salt Lake City branch of Crane Co., 
urged greater association organization 
and the charging of a price sufficient 
not only to pay overhead, but to give a 
margin of profit. He stated that a 
recent survey showed that the master 
who operated from his home, did his 
own estimating, installing, collecting 
and soliciting, had a higher percentage 
of overhead than did the contractor 
who operated a downtown shop and had 
a regular organization. 

A. M. Scott, representing the journey- 
men, urged the masters to “take off the 
overalls’ and operate as businessmen, 
leaving the handling of the tools to the 
journeymen. Short talks were made by 
George Knight, manager of the Salt 
Lake City branch of N. O. Nelson Co.; 
Ralph Ludlow, manager of the Moun- 
tain States Supply Co.; Clarence Nel- 
son, manager of Peerless-Utah Co.; and 
other supply house representatives and 
delegates throughout the state. 


Code Committee 


A joint code committee of journeymen 
and master plumbers in Buffalo, N. Y., 
is working with the Examining Board 
of Plumbers of that city to secure sug- 
gestions and ideas for incorporation in 
a revision of the sanitary code. The 
master plumbers are all members of the 
Master Plumbers Assn. of Buffalo as 
follows: Allan A. Westphal, Gordon A. 
Webster, Alvin Dechert, and William 
Ludlow. The journeymen are as fol- 
lows: William Bryant, Bart D’Arcan- 
gelo, Leo Redmond, and Alfred Beck- 
man. An invitation has been sent out 
by this committee inviting all persons 
interested to submit any changes, cor- 
rections or additions which will im- 
prove the code. 


Gas Exhibit 


The Master Plumbers Assn. of Eliza- 
beth held a regular meeting on De- 
cember 3, at Scott Hall, Elizabeth, 
N. J. C. K. Vernon of the Elizabeth- 
town Consolidated Gas Co. was pres- 
ent at the meeting and _ introduced 
A. F. Carell of the American Stove 
Co. Mr. Carell gave an illustrated 
talk on gas ranges. Several of these 
ranges were on display also. 
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Taken at the Plumbing & Heating Club Hi-Jinx. Left to right: F. F. Elliott; W. A. 


Taylor; C. F. Ceaser; J. Forsythe; E. J. 
W. H. Rainwater; Don O’Hair; 


See Demonstration 


The Rockford master plumbers, ac- 
companied by some of their city offi- 
cials, visited Chicago in a body Decem- 
ber 12 to witness a demonstration of 
the Chicago laboratory, which for the 
past two years has been located in the 
plumbing shop of Hanley & Co. The 
demonstration showed the _ potential 
danger of back siphonage and pollution 
of the drinking water supply through 
cross connections and improperly in- 
stalled plumbing. During their visit to 
Chicago, the Rockford plumbers were 
entertained by the Laboratory Test 
Committee, which is composed of the 
following: Thos. F. Hanley; Wm. J. 
Lang; H. P. Reger; Leo Corboy; Chas. 
J. Stanley; and Chas. A. Dreier. The 
lecture in connection with the labora- 
tory demonstration was made by Wm. 
R. Brookman, secretary of the Illinois 
Master Plumbers Assn. 


S. F. Hi-Jinx 


Topping all previous records for at- 
tendance, entertainment and _ goodfel- 
lowship, the eighth annual Hi-Jinx of 
the San Francisco Plumbing and Heat- 
ing Club offered an afternoon and eve- 
ning of keen sport and enjoyment, De- 
cember 17. Clear skies, warm sun- 
shine and one of the finest courses in 
California pointed the way to a rare 
afternoon of golf at the California 
Club, when 60 ardent club-swingers 
stepped out for some competition. 

Golf trophies were awarded to the 
following players: Class A, first low 
gross, E. Heieck: second low gross, 
Howard Ferris; Class A, first low net, 
Wm. Scott, Jr.: second low net, Jack 
Camp; Class B, first low gross, F. M. 
Gabbert; second low gross, Chas. Hig- 
gins; Class B, first low net, Forrest 
Harmon; second low net, Wm. P. 
Wooldridge; first low gross, for guests, 
W. Seagrave; second low gross, Rus- 
sell Pratt. The general blind bogey 
award went to D. Fleming, while the 


Kraus; C. F. Williams; C. W. Higgins; 
B. F. Blair; and William Rowe 


secret handicap divisions yielded the 
following winners: “X” class low net 
to Earl Purvis, “Y” class to B. F. Blair, 
and “Z” class to Harry Haley. 

Following the tournament, the golf- 
ers drove back to the city, gathering 
there with other members and their 
friends at the Embassy Club where a 
total of 320 sat down to an elaborate 
Yuletide dinner. Included were con- 
tracting plumbers and representatives 
of manufacturers and wholesalers from 
such outside communities as Marin 
County, Sacramento, Fresno, San Jose, 
Salinas, Stockton, Oakland, Berkeley 
and Alameda. 

The evening was packed with enter- 
tainment furnished by a busy, five-piece 
orchestra and an endless whirl of 
vaudeville patter, songs and dance 
numbers. The committee on arrange- 
ments consisted of W. Allen Taylor, 
F. F. Elliott and Jack Camp. 


The golf scores: 


Se si} etek eee dere eee ye 97 18 79 
ee oe erere ree ee ae 90 14 76 
I ee ole eee oie aoe 100 17 83 
EE. kv eh eawi ne eas eexneee 87 15 (2 
ee ee ee eae 85 8 77 
Seagrave Se Ere ree 84 (G) 84 
En ck we ee ee hens 134 (G) 134 
6 mae mae ae 124 (G) 124 
IN i ie ark, seed od ig aie eh Bult 98 17 81 
Se oN ee hie tee eee ee 106 19 7 
Carrigan 1nd ieee 102 17 85 
NN Sl OR a reas Sine allie 121 (G) 121 
Forsythe odie ate he ae 111 23 88 
BEGCESOOE «ic ccs ad ae a ed See 98 16 8? 
Hartman. .... ee 111 30 8] 
Wooldridge ... ee 23 78 
es oe Dl a ie gitar’ aid ia ae 11 84 
Higgins ....... ae ican wan 17 R0) 
ca ewe ae Be ee. eee 
ee be Coe mr 134 (G) 134 


Langton 
Gladstone 


Vy PP 5 ab at athe) Bio 
ne bonus sane ee R9 
Lawson 
Schaffer 


Rodens ..... ~weebnece 2 a Bee 
Kramer ...... ideas einen 106 (G) 106 
SOGGCIVYM «cece: :$%o8 Sede 1490 (G) 149 
Harmon eee rere rey se a 99 30 9 
CHICCOMGOM 6 ct teens ioe ae 29 92 
Olsen ..... ; cli ia mae 28 95 
Gabbert . ae — 97 17 gh 
Sullivan .. , 114 30 R4 
ra reer TS mo 


Pe sctadeetes cake ni . 99 (G) 99 
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I iii el ree 2 4g all 107 (G) 107 
ee ae es 6 eee ae es 103 22 81 
CF = yr re eee 101 17 84 
Se 88 11 77 
ti bo artes abate ei 112 17 95 
Se ee 99 30 69 
ae 125 30 95 
0 ee 91 (G) 91 
RP eee eee 112 23 89 
De titcweeeeawheedaa 109 21 88 
PTT Tee eee 19 8 71 
ie ea ak a wn ba week 109 (G) 109 
I eee ee 124 (G) 124 
 adah dase bees oka des 117 (G@) 117 
ere 85 (G) 85 
CE in. os wel cee eee 64 112 19 93 
| 108 14 94 
> ¢ s'66 os Uawae ow > @ hs 96 16 80 
Pe Le eae ieee es he eee 99 16 83 
oe ge ee ee ag Je 134 30 104 
DE abeude. noe ede a- weed 86 11 75 
ee 97 (G) 97 
oe ee eee 131 (G) 1831 





Left to 


Taken at San Francisco Hi-Jinx. 

right, standing: W. P. Woolridge; R. J. 

Fuite; and J. C. Sheldon. .Seated: Wil- 
liam Scott, Jr. 


See Plumbing Film 

The regular monthly meeting of the 
Philadelphia Master Plumbers Assn., 
December 3 was featured by the show- 
ing of films on cross connections and 
the dangers existing in certain plumb- 
ing fixtures. These films were pre- 
pared by the Minnesota State Board of 
Health. E. L. Penfrase, Copper and 
Brass Research Institute, lectured on 
the films. 

Among the guests present at the 
meeting were: Dr. Hunsicker, chair- 
man of the bureau of plumbing super- 
visors; Herbert M. Packer, chief of the 
bureau of sanitation; Robert Bowen, 
chief plumbing inspector; and the vari- 
ous members of all the foregoing de- 
partments. Dr. Hunsicker praised the 
work of the association and stated that 
such a film as had just been shown was 
evidence that some form of supervision 
was needed. Philip Hering, Jr., chair- 
man of the legislative committee, de- 
clared that everything that is being 
done, is done to protect the public 
and not as selfish laws to protect the 
plumber. He went on to say that doc- 
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tors and engineers are becoming more 
conscious of the fact that the plumber 
is a vital necessity. 

Robert Pflug-Felder, secretary, point- 
ed out that the showing of the film bad 


been advertised. Another statement 
made by Mr. Pflug-Felder was that the 
six membership booklets prepared by 
the national association should be sent 
out by the members because they tell 
the story of the master plumber. In 
conclusion he pointed to the Robinson- 
Patman Law and urged the 
of the association to understand its pro- 
visions, 


members 


Nominations 

The following names were placed in 
nomination for the coming year; John 
Lamond for president; Harry L. Stil- 
well, Sr., Philip Hering, Jr., Walter 
Raid, Frank Martin, John Nagele, Jr., 
William Frey and James McStay for 
vice president, five to be elected: 


George Moeller for treasurer; Edward 
Quaid for sergeant-at-arms; and Fred- 
erick Weidman, Conrad Eiseman, E. 
H. Rinear, G. M. Hicks, H. L. Righter, 
Harry Nitterauer, James Soehle, Ellis 
Hendricks, William Beahm, Fred. Ken- 
neck, Frank Blazek and William Shep- 
pard for board of directors, six to be 


elected. 
Nominated 

Officers for the coming year were 
nominated at the meeting of the Mas- 


ter Plumbers Assn. of Jersey City, N. 
J.. December 17. The slate as 
sented at the meeting was as 
John W. Thompson, president; Robert 
Anderson, Jr., vice president; James 
T. Brennan, secretary; John A. Ward, 
treasurer; and Herman Haag, sergeant 


pre- 
follows: 


at arms. The trustees nominated at 
the same meeting were: John J. Cor- 
coran; J. Joseph O'Neill; and Robert 
Armistead. 


Bureau Finance 


® Report of finance committee 
shows 65 per cent imcrease 
in subscriptions to Plumb- 
ing and Heating Industries 
Bureau 

subscriptions for the 


Heating Industries 
average 


Association 
Plumbing and 
Bureau show an 
65 per cent over 1936, said A. C. 
president of the Chicago Faucet Co., 
chairman of the finance 

The committee consists of E. P. 
Corey, general manager of tubular 
sales, Youngstown Sheet and Tube Co.: 
George H. Dickerson, vice president, 


increase of 
Brown. 


committee 
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Heating, Piping and Air Conditioning 
Contractors National Assn.; Chas. K. 
Foster, executive vice president, 
American Radiator Co.; Walter J. 
Kohler, president, Kohler Co.; P. R. 
Mork, vice’ president, Crane Co.; 
Harry C. Yelton, past president, Cen- 


tral Supply Assn.; and John J. Calnan, 


president of the Bureau. 


Prompt Response 


“Members of the finance commit- 
tee,” said Mr. Brown, “are very much 
pleased with the prompt response of 


associations to the suggestion that the 


Bureau be provided with a _ larger 
budget for 1937 operations. The in- 
creases voted by associations indicate 


an appreciation of the splendid job the 


sureau is doing as well as a realiza- 
tion that publicity builds sales. Sales 


promotion work by means of newspa- 
publicity is 
that new 


steady and 


per, magazine, and radio 


particularly important now 


construction has started a 


accelerated gain.” 

Mr. 
creases 
able the 
of its publicity activities in 


that the in- 


associations 


Calnan pointed out 
will en- 
the scope 
1937. “With 


sale of 


voted by 
Bureau to expand 
increasing opportunites for the 
*) 


services in 1937,” he 


in pub- 


our products and 


said, “a corresponding increase 


licity linage is not only justified but is 


absolutely necessary if our industries 
are to hold their own in the competi- 
tive struggle for the home-owner’s 


dollar. 


Adequate Information 


“It is vital to our industries that the 


decision of a prospective home builder 
on the mechanical equipment in the 
new house be based on adequate infor- 
mation on the convenience of an ade 
quate number of bathrooms, on the im.- 
poitance of quality in materials and 


installation, on the advantages of 


steam and hot water heating. and on 


the new developments in winter air 


conditioning as a supplement to radia- 
‘or heating 
“The decision which a home builder 


makes on the mechanical equipment is 
not made on the spur of the moment. 
It is the result of impressions formed 
over a period of vears. It reflects the 
sum total of the factual information 
which he has assimilated into his own 
thinking on the subject 


“It is through the editorial columns 
of newspapers and magazines that the 
point of view of the builder and home- 


owner is being verv substantially in 


fluenced. During the last twelve 


months, Bureau publicity articles on 


new developments in the plumbing and 


heating industries have been published 


in virtually every leading newspaper 


from coast to coast.” 
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N. J. Activity 


Several officers of the New Jersey 
State Assn. of Master Plumbers at- 
tended a meeting of contractor-dealers 
from Westwood, Ridgewood and vicin- 
ity, at Roosevelt Hall, Westwood, N. 
J., December 17. The visit was made 
in the hope of getting the group to join 
the state association. Officers who were 
present included: George MeVoy, 
president; Edward Geyer, first vice 
president; and Lester Wake, field man. 


Installation 


Freeman Abbott, Lake Forest, IIL, 
was formally installed as president of 
the Lake County Sanitary and Heating 
Engineers Assn., at a dinner meeting 
in the Clayton Hotel, Waukegan, IIl., 
December 15. He succeeds’ Ed. 
Strenger of Highland Park. 

Other officers who will serve the or- 
ganization during the coming year are 
Arthur Swanson, of Highland Park, 
vice president, succeeding William E. 
Green of Waukegan, who has retired 
from business; Howard Moran, of 
Highland Park, reelected treasurer, and 
Ernest West, Highland Park, reelected 
secretary. The newly elected officers 
and retiring officers constitute the asso- 
ciation’s executive committee. 

The installation was attended by sev- 
eral of the officers and members of sur- 
rounding associations. 


Membership Booklets 

George H. Werner, president, Na- 
tional Assn. of Master Plumbers, in a 
recent letter to all N. A. M. P. officers 
and directors, chairmen of standing 
committees and state and local associ- 
ation secretaries, again called atten- 
tion to the subject of membership 
booklets prepared by the national 
association. His letter reads as fol- 
lows: 

“T have written you twice concern- 
ing the membership booklets which 
have been prepared by the N. A. M.- 
P. These booklets are for use by state 
and local associations in solicitation of 
new members. The majority of our 
affiliated associations have not vet 
ordered these booklets 

“In the event that you have mislaid 
the information sent you on Septem- 
ber 26 and October 14, the following 
are the principal points in connection 
with the booklets: 

(1) We are furnishing the book- 


lets at no cost to you. 


(2) The booklets come in sets of 


three: i. e. 100 sets of booklets 
means you get 300 booklets. 

(3) It is very important that 
these booklets be identified with 
your association, either by imprint- 
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ing or by stamping its name on the 

booklets. The N. A. M. P. will im- 

print these booklets at a e small 

charge of 75c per hundred sets of 
booklets (i. e. 300 booklets). 

“The associations who have already 
used these booklets are re-ordering 
because of their success when used in 
membership solicitation work. 

“If you have not already ordered 
your membership booklets, do so at 
once. Just advise us how many sets 
of the booklets you can use, and 
whether or not you wish them im- 
printed. If you do not have them 
printed, they will be sent you just as 
quickly, and at no cost to you.” 


Newark Election 

Officers for the coming year were 
elected at the regular meeting of the 
Newark Master Plumbers Assn., De- 
cember 10. Results of the election 
were as follows: Albert F. Ruehl, 
president; Fred Hettenbach, vice presi- 
dent; James O. Lewis, treasurer; W. 
Brand Smith, secretary; Leo T. Me- 
Sulla, financial secretary; and Charles 
Ries, sergeant at arms. Joseph Tur- 
bett, retiring president, made a short 
speech in which he thanked the mem- 
bers for their cooperation during his 
two years in office. 


New Officers 


Andrew R. Park, of Winnetka, was 
elected president of the North Shore 
Plumbing and Heating Contractors 
Assn. at the organization’s regular 
semi-monthly meeting at the Elks’ 
Lodge, Wilmette, Ill., December 7. He 
succeeds A. J. Butow, of Evanston, 
president for the past two years. 

John H. Doose, of Evanston, was 
elected vice president of the associa- 
tion, and the other two officers, name- 
lv, Howard G. Moore and Emil W. Coel, 
both of Evanston. were reelected treas- 
urer and secretary, respectively. 

The new officers will be formally in- 
stalled at a joint meeting to be held 
January 4 with the Northeast Plumb- 
ing and Heating League, at which time 
the latter organization also will install 
its new officers. 


Chicago Group 


® Chicago Committee of Na- 
tional Bureau of Heating 
and Air Conditioning has 


plans for distribution of 


direct mail material 


Encouraged by the increase in instal- 
lations of boilers and radiators in new 
houses, the Chicago Committee of the 
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National Bureau of Heating and Air 
Conditioning at a meeting held recent- 
ly, outlined a continuation of the cam- 
paign in the metropolitan Chicago area. 

The committee made plans for the dis- 
tribution of the consumer booklet, “Per- 
sonalized Weather as You Like It,” and 
two smaller mailing pieces entitled, 
“What Kind of Weather Do You Want 
Today” and “Dictate Your Own Indoor 
Weather.” These booklets were pre- 
pared for the Chicago Committee by the 
National Bureau of Heating and Air 
Conditioning. As rapidly as funds per- 
mit, they will be made available to other 
local associations of contractors. 

C. G. Newton, vice president of the 
Stevens-Root Co., was re-elected chair- 
man of the Chicago Committee. Mem- 
bers of the committee include Chas. M. 
Baumgardner, United States Radiator 
Corp.; Russell G. Creviston, Crane Co.; 
Russell Doherty, National Radiator 
Corp.; F. H. Gaylord, Hoffman Specialty 
Co.; E. J. Gossett, Bell & Gossett Co.; 
Kenneth MacKenzie, American Radia- 
tor Co.; William J. Spillane, Jas. B. 
Clow & Sons; Martin Weil, Weil-Mc- 
lain Co.; Marshall Davies, Davies Sup- 
ply Co.; Norman J. Radder, Plumbing 
and Heating Industries Bureau, and the 
following members of the Chicago Mas- 
ter Steam Fitters’ Assn.: J. P. Bald- 
win, R. D. Berry, C. E. Crone, Jr., E. E. 
Ellis, S. L Haas, Chas. Harper, and J. 
Kearney. 

The booklet, “Personalized Weather 
as You Like It,” stresses the advan- 
tages of air conditioning used in con- 
nection with radiator heating. 


Radiator Conditioning 

“With radiator heat already installed, 
other elements can be inexpensively and 
easily added, whether the house be new 
or old,” the booklet explains. “If you 
want every proven home comfort and 
advantage. If you want to dictate your 
own personalized weather, install air 
conditioning with radiator heat. It is 
complete, it is elastic, and it is econom- 
ical. Every element of air conditioning 
can be included in your system for the 
type of long-lived installation best 
suited to your personal needs—heating, 
cooling, humidification, dehumidifica- 
tion, air cleaning, air circulating, and 
ventilating. You can have radiator heat 
in every room, yet introduce condi- 
tioned air into one or more rooms, one 
floor or the entire house, if you wish 
It is the longest lived, efficient in op- 
eration, economical with fuel, it uses 
the smallest sized motors, and its up- 
keep is negligible.” 

The booklet will be distributed to 
home builders, architects, and to the 
larger building operators. The smaller 
mailing pieces will be sent to genera! 
contractors, realtors, carpenter-contrac- 
tors, heating engineers, building and 
loan associations, and others. 














January, 1937 | DOMESTIC ENGINEERING 121 


"BE PREPARED 
FOR HEATING SYSTEM 
REPAIRS 


as 3 
a 
Dan 
| BOILER XK 
ie Ba 


Be prepared for the volume of profit- 
able business your neighborhood 
holds right now... your customers 
won't be singing the “boiler blues” 
this winter if you keep at least a car- 
ton of BOILER “X” on hand to meet 
the demands for heating system 
service repairs. 
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When the heat is turned on and hard winter begins 
to put real pressure on the heating plants of every 
home, apartment house, store, office building and 
factory in your neighborhood—then those inevitable 
boiler leaks turn up. For, as the thermometer goes 
down... up goes your demand and easy sale of 


BOILER *X.” 


Have BOILER “X” ready— it’s made to order to make 
profits for you. Mail the handy coupon below—get 
the facts. : 


“XX” LABORATORIES, INC. | 
25 West 45th Street, New York, N. Y. 
CAMBRIDGE, MASS. TORONTO. ONT., CANADA 


















FACTORIES: 





“X” LABORATORIES, INC. 
25 West 45th Street New York. N. Y. 


Gentlemen: Please send me prices and complete 
information on BOILER “xX.” 


KEEP A CARTON OF 
BOILER ‘X° ON HAND NAME 
Ask for the facts NOW! a 


CITY AND STATE 
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Officers Named 


A. J. Butow, of Evanston, was elect- 
ed president of the Northeast Plumb- 
ing and Heating League, at a meeting 
on December 14. Mr. Butow has been 
active in association affairs for many 
years, for the past two years having 
been president of the North Shore 
Plumbing and Heating Contractors 
Assn. Mr. sutow succeeds Henry 
Strenger of Lake Forest, Il. 

Other officers elected were Ed. 
Strenger, of Highland Park, vice presi- 
dent; Andrew Park, Winnetka, second 
vice president; and A. J. Chester, 
Evanston, secretary. 


Oakland Stag Party 

With the holiday spirit in the air, 
members and guests of the Oakland 
(Calif). Master Plumbers Assn. cele- 
brated the year-end season with a 
stag party at Firmin Hall, November 
30. Nearly 40 masters enjoyed an in- 
formal evening of cards. An elabo- 
rate Dutch lunch was served through- 
out the evening. Present were: Vice 
President Kruse of the N. A. M. P., 
and the following local officers, Robt. 
J. Duncan, Jr., president; D. L. Minog- 
gio, vice president, and J. B. Morse, 
Secretary Crane directed 
the evening’s activities. 

The two-story building wherein the 
Oakland masters have long’ main- 
tained their headquarters is now 
known as Firmin Hall, honoring the 
dean of the organized master plumb- 
ers of California, John L. E. Firmin 
of Los Gatos. 


treasurer. 


Manhattan Meeting 


A regular monthly meeting of the 
Greater New York Assn. of Master 
Plumbers was held Dec. 21. Two com- 
mittees were appointed at the meeting, 
one to draw up a uniform application 
blank for the six borough associations, 
and one to revise the constitution and 
by-laws of the Greater New York asso- 
ciation. William J. Foley of the 
Queens association was appointed 
chairman of the gas company confer- 
ence committee to replace Phil Farb- 
man who was compelled to resign be- 
cause of the pressure of other business. 

Frank Roth, president of the Bronx 
association, announced that his asso- 
ciation would hold a dinner in honor 
of S. George Arnone, state president, 
on February 11. This dinner will be 
tendered by the association to their 
fellow member at the Capitol Hotel. 
Hon. William J. Flynn gave a report 
on a mass meeting which was held in 
the Bronx and stated that very favor- 
able results had been experienced. 
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New Jersey Board 

The site for the next quarterly 
meeting of the New Jersey State Assn. 
of Master Plumbers was decided upon 
at the regular meeting of the board 
of directors of that group, December 
1. President McVoy presided at the 
meeting which adjourned after a short 
session to the Newark Athletic Club. 
There the members of the board were 
guests of Philip H. Harrison & Co., 
northern New Jersey distributors for 
General Electric Co. <A. B. Judge, 
manager sales development; John 
Eick, advertising manager; and R. B. 
Van Order, development division, rep- 
resented the Harrison company. 
Among the guests at the affair were 
George H. Werner and Ernst Flentje, 
president and executive secretary of 
the N. A. M. P., respectively. 


1937 Nominations 


Two committees were appointed at 
the Christmas meeting of the Master 
Plumbers Assn. of Buffalo, N. Y., on 
December 10, to nominate officers to be 
elected at the January meeting. The 
two committees have the following 
membership: F. L. Yuhe, T. W. Stim- 
son, George Hamberger, G. Webster, 
H. J. Ritter, and Al. Breuner. 

Three new members were received 
into the association at the meeting. 
They are: J. L. Baker, John Hauenstein, 
and Albert W. Wilson. 

The Christmas party was greatly en- 
joyed. Fred Fleischauer, business man- 
ager, played Santa Claus and distributed 
various gifts to the members. A Christ- 
mas tree and many other Yuletide 
decorations adorned the club rooms on 
that day. Luncheon and refreshments 
followed the meeting and party. 


License Court 


Three men were found guilty of do- 
ing plumbing work without a city li- 
cense in the Chicago license court De- 
cember 21. The conviction of these 
three men wound up a year’s work by 
the plumbers’ examining board against 
the “handyman” plumber. John Cas- 
tans, master member of the board, esti- 
mated that the handyman plumber has 
cost Chicagoans $200,000 a year for the 
past few years in needless repair costs 
and faulty work. In addition he pointed 
out that they have menaced the health 
of the community by their ignorance of 
the proper methods of installing sani- 
tary plumbing. 

In sentencing one of the offenders, the 
presiding judge said: “This man is 
guilty and must pay a fine of $25.00 and 
costs. But the man who employs him, 
knowing he is not a licensed plumber, 


January, 1937 


is equally guilty. There is no telling 
how far an infection caused by faulty 
plumbing work might spread. Bring in 
the employer, too. I'll show them what 
I mean.” 

Following the court hearing Julius 
Newman, journeyman member of 
the examining board, declared: “Our 
next field will be to investigate the mas- 
ter plumbers who employ unlicensed 
workmen. They will be prosecuted to 
the full extent of the law.” 


Penn. Quarterly 


The second of the Pennsylvania 
State Assn. of Master Plumbers quar- 
terly meetings was held at the La- 
fayette Hotel, Meadville, Pa., Decem- 
ber 5. Some of the topics discussed 
at the meeting were national associa- 
tion activities, apprenticeship and dis- 
tribution. Robert Pflug-Felder,  na- 
tional director; F. J. Hanley, past state 
president; and William H. Schneider, 
past state president, were among the 
speakers. Following the meeting, the 
state board of directors met and set 
the date for the state convention. This 
will be held June 14-16. 


Montclair, Verona 


Officers of the national and _ state 
association were present at the reg- 
ular meeting of the Master Plumbers 
Assn. of Montclair, Bloomfield, Verona 
and vicinity, which was held at the 
Forest Park Dining Room, Caldwell, 
Mw. Jd Joseph Hughes and Henry 
Weingartner were the committee in 
charge. Among the guests at the af- 
fair were: Ernst Flentje, executive 
secretary, N. A. M. P.; and George 
McVoy and Lester Wake, president 
and field man, respectively, of the 
New Jersey state association. Two 
new members, Frank’ Larkin and 
Adolph Gold, were admitted to mem- 
bership at the meeting. 

Joseph Durr made a short speech in 
which he praised National President 
Werner for the work which he is 
carrying on in behalf of the entire in- 
dustry. 


New Standards 


® New American standards for 
pipe plugs for standard fit- 
tings, marking system for 
valves and fittings and pipe 
thickness schedules adopted 


An American Standard for Pipe 
Plugs of Cast Iron, Malleable Iron, 
Cast Steel or Forged Steel has been 
approved by the American Standards 

















January, 1937 


Assn. These plugs are for use in con- 
-nection with fittings which are covered 
by the standard for cast iron screwed 
fittings of from 125 and 250 Ib. and 
for malleable iron screwed fittings of 
150 lb. This standard was formulated 
by the Sectional Committee on the 
Standardization of Pipe, Flanges and 
Fittings. 

Previously the design of the square 
heads for screwing such plugs into 
fittings or other tapped holes was un- 
regulated and depended upon the man- 
ufacturers’ and users’ design. Under 
the new standard the dimensions of 
the square heads and the sockets have 
been made to conform to sizes of 
standard open end wrenches and maxi- 
mum dimensions of hot rolled steel 
bars, respectively. 


Valves 

The American Standards Assn. has 
announced that a new edition of a 
Standard Marking System for Valves, 
Fittings, Flanges and Unions has been 
published. This new edition contains 
eight rules for marking which are ap- 
plicable to specific lines of products 
in accordance with detailed schedules 
set up in tables in one section of the 
standard. Another section contains the 
scope, application and general re- 
quirements. The American Petroleum 
Institute cooperated in the drafting of 
the new edition. 

Approval as a tentative standard was 
given to the American Standard for 
Wrought Iron and Wrought Steel Pipe 
some time ago. This standard con- 
tained tables of dimensions as well as 
nominal weights of pipe for a wide 
range of conditions. One of the aims 
of the standard was to satisfy the re- 
quirements of the piping industry with 
the smallest practicable number of pipe 
wall thicknesses in each size; there- 
fore, one of the requisites was to re- 
duce unnecessary duplication in the 
manufacture of pipe and to make a 
reduction in the pipe carried in jobbers’ 
stocks. 


Appointments 

Another announcement coming from 
the American Standards Assn. has told 
that W. T. Rasch, president, Assn. of 
Gas Appliance and Equipment Mann- 
facturers, has been appointed to repre- 
sent his group on the Standards Coun- 
cil of the American Standards Assn. 
C. W. Berghorn, executive secretary of 
the gas group, was appointed to act as 
alternate for Mr. Rasch. 


Lead Standards 


To assist plumbers in obtaining the 
highest quality lead plumbing goods, 
the Lead Industries Assn. has adopted 
Standards covering the manufacture 
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of lead pipe, traps and bends. In addi- 
tion, it is licensing manufacturers to 
use a seal of approval to be stamped 
on pipe, traps and bends complying 
with the association’s standards. The 
standards and seal of approval go into 
effect January 1, 1937. 

This action is in answer to a re- 
quest made by resolution of the Na- 
tional Assn. of Master Plumbers at 
the 1955 convention that all manufac- 
turers of lead goods stamp their prod- 
ucts with their names, so that plumb- 
ers would be protected against in- 
ferior quality merchandise. The Lead 
Industries Assn. and itS member 
manufacturers, in a desire to cooper- 
ate to the fullest extent with the 
plumbing industry, has gone further. 
Beginning in January, 1937, lead pipe 
meeting the association’s standards 
will be stamped at least every 12 in. 
with the manufacturer’s name. or 
trade mark and the seal of approval. 
Each coil or length of pipe will also 
be stamped at least once with the 
symbol for its wall thickness and the 
inside diameter of the pipe. Lead 
traps and bends meeting the stand. 
ards will likewise be stamped with 
the manufacturer’s name _ or trade 
mark and the seal of approval. The 
weight per running foot and _ inside 
diameter will also be stamped on traps 
and bends. 


- s + 
Air Conditioning 
© Boston chapter, AS HV E., 

attends three-day meeting to 

hear story of air conditioning 

with radiator heat 

One of the most successful series of 
meetings in the history of Greater 
Boston was recently held by the 
American Radiator Co These meet- 
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ings, in the form of an air condition- 


ing school, were held at the Hotel 


Lenox in Boston on the evenings of 
‘ 


December S and % with 365 mem- 
bers of the trade in attendance each 


of the three evenings. 


H. P. A. C. Sponsorship 

The meetings, which were sponsored 
by the Heating, Piping and Air Con- 
ditioning Contractors Boston Assn. and 
the Massachusetts State Assn. of Mas- 
ter Plumbers, were designed to give 
the members of the trade a complete 
picture of air conditioning with radia- 
tors. 

Walter H. Oleson, manager of the 
Heating, Piping and Air Conditioning 
Contractors Boston Assn. presided at 
the first meeting which was general in 
scope and which was addressed by F. 
R Hastie, manager of the Boston 
branch of the American Radiator Co., 
lL. O. Stearns, assistant sales manager 
of the eastern division and Kimball 
Burr, manager of the air conditioning 
division. 

The Tuesday meeting was presided 
over by John J. Downey, president of 
the Massachusetts State Assn. of Mas- 
ter Plumbers, and consisted of a tech- 
nical discussion on air conditioning by 
Mr. Burr. 

The final meeting, which was de- 
voted to sales, was addressed by Kelso 
Sutton of the sales promotion depart- 
ment of the company and J. L. Camp- 
bell, director of sales education. W. 
J. McAuliffe, president of the Boston 
Assn. of Master Plumbers, was the 
presiding officer. Mr. Stearns was also 
introduced for a brief final message 
during which he outlined plans by his 
company to hold another such school 
within the next two or three months. 
The session closed with a brief final 
message from Mr. Oleson and a vote 
of thanks from the heating men pres- 


ent to the company for its efforts 





Taken at one of the sessions of the air conditioning school held in Boston. Mass. 
Left to right: William F. McAuliffe, president, Boston association of master 
plumbers; Kimball Burr, American Radiator Co.; Walter H. Oleson, manager, 
H. P. A. C. Boston Assn.; Frank R. Hastie, American Radiator Co.; and John J. 


Downey, president, state association of master plumbers 
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No. Hudson Elects 


The North Hudson, N. J. Master 
Plumbers Assn. have the fol- 
lowing slate of officers for the coming 
year: William president; 
Thomas Ducate, Clyde 
CC. Cole, recording Otto 
Viehweg, secretarv; C. Wes- 
tervelt, Fromho!z, 


elected 


Jacob, 
vice president; 
secretary; 
financial 


treasurer: and P. 


William Hammerle, C. Botwinick, L. 
Bender and John Blaum, trustees. 
Enforcement 

Excellent results in enforcing the 
Chicago Plumbing License Ordinance 
is being obtained by the Board of Ex- 
aminers of Plumbers of the City of 
Chicago. In a half dozen cases re- 


cently prosecuted in the Municipal 
Court, fines from $10.00 to $50.00 were 
imposed on installing plumb- 
ing without having a plumbers’ license. 

Under the ordinance all plumbing 
must be jour- 


super- 


persons 


licensed 
the 

master plumber. 
the Board 


prosecut- 


work done by 


neymen plumbers” under 


vision of a licensed 
Actively 


of Examiners of 


cooperating with 
Plumbers in 
are the Plumbing 


of Chicago and the Chi- 


ing violations Con- 


tractors’ Assn 


cago Journeymen Plumbers Assn. 


Installation Banquet 
The Albany, N. Y. held 
its annual December 15, and 
installed the recently elected offieers for 
the They included Ed- 
ward J. will another 
term as Peter Rubenstein, 
vice president; William A. Houseweller, 


association 
banquet 


ensuing year. 
Daly, 
president; 


who serve 


recording secretary; George Decker, 
financial secretary; Joseph Nicklas, 
Jr., treasurer; and Anthony Decker, 
sergeant-at-arms. The trustees elected 
for the year are Peter Welter, Louis 
Cohen, John Shepard, Adam Roos and 
Albion J. Eckert. 

The dinner was arranged by a com- 
mittee of which Benjamin Cooper was 
the chairman, while John Kerwin pre- 
sided as toastmaster. Invited guests 
from nearby cities included William 


Atkins, of Schenectady, vice president 
of the state association; George Mollen- 
kopf, the Rensselaer as- 
sociation: Adelke, 
the Rensselaer association, and William 


that city. 


president of 


Joseph secretary of 


Cockburn, also of 


Assn. Reorganized 


The Master Plumbers Assn. of Bay- 
onne, N. J., has been completely re- 
organized. The following officers have 
heen elected for the coming year: 
Herman Cozcewith, president; Louis 
Fekete, vice president; Sam _ Licht- 
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man, secretary; and Louis Weininger, 
treasurer. Ernest Mead, John Gilbert- 
son and Daniel Fitzpatrick are _ trus- 


tees for the organization. As part of 
the reorganization proceedings the as- 


sociation has organized ae bowling 
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and hopes to schedule matches 
with teams from other associations. 
A program of educational meetings 
has been arranged at which represen- 
tatives of various manufacturers will 
speak. 


team 


News of the Associations 


© Reports gathered from local associations list officers and events 
that have made news in various parts of the country—Secre- 
taries urged to contribute to this new reader service 


and state 
been coming to the 
editors of E,NGINEERING tell- 
plans and events related to as- 
Accompanying 
officers for 


Letters from various local 
associations have 
DoMESTI 
ing of 
these 
the 
reports 


sociation work. 


reports is a listing of 


various associations. These 
will be published from month to month 
permanent record of 


and activity. 


thus give a 
association's growth 


and 
the 
Secretaries 
not reported already are urged to do so 
information avail- 


of associations which have 


and thus make this 


able to the industry. 


California 

North Orange County Master Plumb- 
ers Assn. has reported that the follow- 
officers of the 
Dunbar, president; 
S. ¥. 
The 


is lo- 


ing men serve as asso- 
ciation: 
John Frazier, vice president; and 
McConnell, secretary-treasurer. 
headquarters of the 


Fullerton, 


James 


association 


cated in Calif. 


Connecticut 

Assn. of Master Plumbers of Hart- 
ford, Inc. has reported that the follow- 
ing slate of officers now is serving: 
Edw. F. 


Johnson, 


Lawrence 
president; William J. 
and Thomas Dowling, 


Murray, president; 
vice 
Ryan, secretary: 
treasurer. 
Waterbury Assn. 


accord- 


Master Plumbers 
the following officers 
report from the association 
secretary: Christian Braun, president: 
P. J. Fitzgerald, vice president; Frank 
A. Garrity, and John M. 


Gill, treasurer. 


now has 


ing to a 


secretary; 


Delaware 
Master Plumbers Assn. of Delaware, 
Inc. has reported that on December 1, 


the following men were elected officers 


and directors of the association: Her- 
bert F. Weldin, president: Elmer V. 
Wilhelm, vice president: Charles V. 
Cleaver, treasurer; and Harry [. Bell, 
secretary Fred Gawthorp, R. Carl 
Bamberger, Joseph J. Rapuano, John 
Conway, Charles A. Gibney, Roy W. 
Palmer and Frank H. Escott were 


elected directors. 





Illinois 

North Shore Plumbing & Heating 
Contractors Assn. elected the following 
officers at a meeting held December 7: 
Andrew R. Park, president; John H. 
vice president; Howard G. 
treasurer; and Emil W. Coel, 
Butow, who served for 


Doose, 
Moore, 
secretary. A. J. 


the past two years, is the _ retiring 
president. 
Peoria Master Plumbers Assn. _ re- 


ports that these men are officers of the 
association: Albert L. Lulay, presi- 
dent; Fred E. Siefert, recording sec- 
retary: H. P. Marshall, executive 
and John E. Studer, treasurer. 


Sec- 


retary; 


Michigan 

Plumbing and Heating Contractors 
Assn. of Grand Rapids reports that the 
following men are officers of the asso- 
ciation: Jacob D. Zuiderveld, presi- 
dent; Peter A. Pipe, vice president: 
and John L. Petersen, secretary-treas- 
urer. 


Minnesota 

Duluth Master Plumbers Assn. has 
the following officers: Alex Plaunt, 
president; William Moore, vice presi- 
dent; L. R. Avoy, secretary; John 
Keenan, treasurer. 
Missouri 

Assn. of Master Plumbers of Kan- 
sas City in a report from the secretary 
of the association, declares that the fol- 
lowing slate of officers now is serving: 
Carl R. Smith, president; Emil Rauhut, 
president; E. F. Spaeth, secre- 
and E. A. Kuebler, treasurer. 


vice 


tary; 


New Hampshire 

New Hampshire Assn. of Master 
Piumbers has listed the following men 
as now office: Manley W. 
Morgan, president; Elmer E. Huckins, 
vice president; and Fred Pickwick, se¢ 
The corresponding address of 


being in 


retary. 
the association is in Manchester, N. H 


Ohio 
Cleveland 
Assn. 


Contractors 
Maurer is 


Piumbing 


reports that E. D. 
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These Books Will 


MAKE YOUR WORK EASIER 


Thousands of heating men depend on these books for assistance in their daily 
work. They'll make your work easier, too. Use the coupon in ordering your books. 





This book clearly and understandably ex- 
pounds the six standard, accepted methods of 
figuring radiation: With and Without Tables; 
The 2-20-200 Rule; The Btu Method; The Cubic 
Content Method and The Decimal Factor 
Method. Each method has been thoroughly 
tried and tested in actual practice. Here is a 
book which every heating man will want to 
keep handy at all times, on his desk or in his 





SIX WAYS TO FIGURE RADIATION 


pocket. With this book he is enabled to ac- 
curately, easily and quickly figure the radia- 
tion on any type of heating job. It helps him 
to land business and to avoid costly mistakes 
in figuring. Book consists of 64 pages, is 
beautifully bound in flexible leather and 
measures 33/;x63/;. 
PP II og oon cc cece cece ses 





AIR CONDITIONING SIMPLIFIED 


A new book which gives a step by step story engineer. The first part is on theory, the sec- 
of air conditioning, what it is, how it works, ond part on the application of the theory and 
what it does, how to install it, how it is sold. the third part on getting air conditioning busi- 
The book is written in three complete parts ness. 216 pages, 5!/2x8!/4, bound 


from the pens of the leading authorities in the in cloth. 


industry and edited by Harold L. Alt, heating Price postpaid 





On Air Requirements and Duct Sizes for Heat- 
ing and Air Conditioning. By ERNEST F. 
JONES. This book makes the work of figuring 
heating and air conditioning requirements 
clear, easy and absolutely certain. Elimin- 
ates chance of error or omission. Saves time 
in estimating. Four sets of tables cover every 





JONES’ ESTIMATING TABLES 





possible condition, including various types of 
construction, roofs, floors, ceilings, insulation, 
single and double glass, windows, everything 
that will have an effect on heating and air 
conditioning. May be used on any system 
using ducts. Beautifully bound, $4 00 
53/5x81/2, 68 pages. Price postpaid 





ALTS HOUSE HEATING PLANS 


By HAROLD L. ALT. This book will give the and gives full and complete layouts. Progress 
heating contractor the very latest information within recent years in the design and manu- 
for use in designing and installing heating facture of heating equipment has been so 
systems for bungalows, residences, garages great that small structural heating system in- 
and combination store and apartment build- _stallations present entirely new and different 
ings. All of the smaller types of structures. It problems. These are solved in this book. 
includes design for all of the various boiler 208 pages, 5!/2x81/2, bound in $41 00 
and radiator systems, data on accessories cloth. Price postpaid.......... 1,00 





This book discusses ways and means of over- 
coming difficulties from the sale of the job to 
the operating installation. Every chapter in 
the book is built upon direct questions asked 
by heating men. Testing preblems worked 
out show what should be done to test effici- 
ency of installation, how to compare cost of 
oil or gas heating, how to find heat losses, 
how combination chambers are built, what to 





OIL BURNER HEATING 





do when changing from gas installation to oil 
bumer, how to figure oil consumption for year, 
etc. Can be used on practically any oil burn- 
er installation, and much of the information it 
contains applies also to gas burning boilers 
and to stokers. 184 pages, 5!/2x8!/4, bound in 


= j *] ,00 


ED, ob cs wek eee eacew wane 


hed 


is DOMESTIC ENGINEERING CO., Book Department. 1900 Prairie Avenue, Chicago. Illinois. Dic-1-37 
e t Please send me the books which I have checked for which I enclose §...... .....« I understand my money will be 
U s Ww her refunded if books are not entirely satisiactory. 
[) SIX WAYS TO FIGURE RADIATION Be i ee ne eens seeu he eesobbenesissekoubesesanbenaes 


yin $ SIONES’ ESTIMATING TABLES 
ordé 


(1) ALT’S HOUSE HEATING PLANS CITY..... : penaans 
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president of the association; Frank A. 
Warburton is vice president; Eb. Ellen 
is secretary; and Charles F. Seifried 


is treasurer. 


Pennsylvania 

Allentown Master Plumbers Assn. re- 
ports the following officers for the as- 
sociation: Fred Fehl, president; Wil- 
liam Bortz, vice president; George A. 
Schuler, secretary; and Charles Wil- 
lenbecker, treasurer, 

Master Plumbers Assn. of Pittsburgh 
& Vicinity has reported the following 
slate of officers for the association: F. 
J. Hanley, president; John C. Clark, 
first vice president; John Galbreth, 
second vice Thomas F. 
Seanlon, secretary; and W. Fritsch, 


president; 
treasurer. 


Tennessee 

Associated Master Plumbers of 
Nashville are under the direction of 
the following officers: Paul Bishop- 
berger, president; E. U. Buchi, vice 
president; O. S. Evans, secretary; and 
H. B. Jordan, treasurer. Besides the 


of governors and also is chairman. 


Texas 

Sanitary & Heating Engineers of 
Houston, Inc. in their report have in- 
dicated that these men are officers of 
the association: J. D. Morrow, presi- 
dent; John Rogers, vice president; 
and A. N. Apffel, secretary-treasurer. 


Wisconsin 

Milwaukee Assn. of Master Plumb- 
reported that Erwin B. 
Knauer is president; Alfred Heiden, 
vice president; Peter J. King, execu- 
tive secretary; Henry A. Wegner, sec- 
retary; and Walter Tesch, treasurer. 
The association office is located at 774 
N. Broadway. 

Master Plumbers Assn. of Racine 
have the following officers: Sigmund 
Solheim, president; H. J. Smith, vice 
president; N. C. Holgard, secretary; 
and L. J. Schoenbeben, treasurer. 


ers have 


United States and Canada 

All association secretaries are urged 
to make use of these columns for re- 
ports of officers and local events. If 
secretaries have not already forward- 
ed such information to Domestic EN- 
GINEERING, they should do so in order 
that the entire industry may learn of 
association activity. 


Meeting at Bayonne 


An open meeting by the Bayonne, 
N. J. association was held at the associa- 
tion’s rooms, December 18. The Vinco 


Co., Inc. acted as hosts at the meeting. 
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Leo Sherman, president of the com- 
pany; John Natoli, assistant to the 
president; and Wallace Colross, sales 
representative, were on hand to demon- 
strate the company’s products and 
answer questions. Sidney Epstein, Bay- 
onne Plumbing Supply Co., shared in 
the role of host at the affair since he 
helped to arrange the meeting. Among 
the visitors in attendance were: George 
McVoy, state president; Edmund In- 
gram, past state president; and Lester 
Wake, field man. 

In the course of the evening, Mr. Mc- 
Voy on behalf of the Plainfield associa- 
tion challenged the Bayonne association 
to a home and home bowling match. 
The challenge was accepted and will be 
played off at a later date. 


Social Security 


The Plumbing Contractors’ Assn. of 
Chicago is keeping its members ad- 
vised regarding the requirements and 
obligations of the employer and em- 
ployee under the Social Security Act. 
At its last regular meeting held on De- 
cember 8, the members were addressed 
by Dr. Frank K. Dunn of the Social Se- 
curity Board. Dr. Dunn gave a brief 
summary of the law and referred to 
Title 9 of the act which requires pay- 
ment of taxes by the employer on un- 
employment compensation which  be- 
came effective January 1, 1936, stating 
that a payroll tax of one per cent was 
due from all employers who employed 
eight or more men one day or more in 
twenty different calendar weeks. He 
also referred *~ Title 8&8 of the act 
which becam ...ive January 1, 1937 
requiring payment of one per cent by 
employers on the total amount of their 
payroll regardless of the number of em- 
ployees in their employ, and that em- 
ployees were required to pay a tax of 
one per cent on their wages which 
would be deducted by the employer, 
and paid into the Internal Revenue De- 
partment quarterly by the employer. 


Crusaders at Summit 


The Crusaders of the New Jersey 
state association held a meeting in the 
Summit Y. M. C. A. recently in an ef- 
fort to increase membership in the as- 
sociation. At the meeting were con- 
tractor-dealers from Summit, Madison, 
Chatham, Springfield, and Millburn. 
George L. Bird, national secretary, pre- 
sided. Speakers included the follow- 
ing: George H. Werner, national presi- 
dent; George McVoy, state president; 
Brenner, second state vice 
president; Albert Ruehl, third state 
vice president; Louis Maier, president, 
New Jersey State Heating Assn.; Les- 
ter Wake, state field secretary; Her- 


George 
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man Baumgartner, Newark  associa- 
tion; and Ira Morris, executive secre- 
tary, Newark association. 


Christmas Party 

The Plumbing and Heating Club of 
Omaha, Neb. held their annual Christ- 
mas party, December 15, at Fontenelle 
Park. There were 91 children and 186 
adult members of the club present. 
Games were played by both children 
and adults. Santa Claus appeared dur- 
ing the course of the evening and pre- 
sented each child with a box of candy 
and an apple. Richard Krimlofski, Jr. 
entertained the crowd by playing his 
accordion and all enjoyed themselves 
singing Christmas carols. 

Doughnuts, cake and coffee were 
served by William Schollman, James 
Bailey, Vernon Simmons, Henry Jensen 
and Lou Carr. Charles H. Sommer took 
the part of Santa Claus and Andy An- 
derson was master of ceremonies. 


Calif. Plans 


The State Assn. of Master Plumbers 
of California will hold its thirty-sixth 
annual convention May 10-13 at the 
Hollywood-Roosevelt Hotel,  Holly- 
wood, Calif. The meeting will be spon- 
sored by the Glendale Merchant 
Plumbers Assn. Some of the important 
issues to be brought before the conven- 
tion are the distribution of materials, 
the need for eliminating cross connec- 
tions and a statewide advertising cam- 
paign. 


Christmas Party 

The Robin Hood Inn, Clifton, N. J., 
was the scene for the Christmas party 
of the Master Plumbers Assn. of Mont- 
clair, Bloomfield, Verona and Vicinity, 
December 22. A short business ses- 
sion was held but the majority of rou- 
tine business and the election of offi- 
cers was held over until a_ later 
meeting. Group singing led by Frank 
O’Brien took place during the dinner. 

President Klimback acted as toast- 
master and introduced National Presi- 
dent Werner, Mrs. Werner and Na- 
tional Secretary Bird. Besides these 
officers of the national association, 
other guests included: Joseph Durr: 
William Chestnut; Henry Williamson; 
Mrs. Williamson; and Mrs. John Hey- 
rich. Al Hurley was chairman of the 
entertainment committee. 


Summer Cooling 


The regular meeting of the Illinois 
chapter of the American Society of 
Heating and Ventilating Engineers, 
which was held December 14, in the 
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Hotel Sherman, Chicago, was featured 
by a discussion on the paper, “Cool- 
ing Requirements for Summer Comfort 
Air Conditioning.” This paper will be 
presented at the annual meeting of the 
A.S.H.V.E. in St. Louis and has been 
based upon the association’s studies 
on the subject during the past summer. 

John Howatt, who presented the pa- 
per, did so by means of slides. He 
stated that graphs and charts had 
been worked out on the basis of 
studies conducted in Toronto, Ont., 
Pittsburgh, Pa., and southern Texas. 
The work was carried on during the 
months of July and August. The pur- 
pose of the study was to determine 
various reactions by people of both 
sexes and of all ages to certain con- 
trolled temperature and humidity con- 
ditions at a variance with outdoor con- 
ditions. Personal reactions to these 
controlled conditions were rated on a 
comfort scale ranging from one to 
seven with four being the ideal state. 
Following Mr. Howatt’s presentation, 
there was a general discussion on the 
features of the paper. 


Mass Meeting 


® Assn. of Master Plumbers, 
Bronx Branch, Inc., holds 
mass meeting to increase 
membership -~— Association 
officers address large group 
In an endeavor to increase member- 
ship, the Assn. of Master Plumbers, 
Bronx Branch, Inc., held an open mass 
meeting at the association rooms, De- 
cember 9. Approximately 300 were 
present to hear addresses by a notable 
group of speakers, including: George 
H. Werner, national association presi- 
dent; S. George Arnone, president 
state association; Hon. William J. 
Flynn; and Herman Forster, deputy 
water commissioner of the Bronx. 
Frank R. Roth, president of the local 
association, acted as chairman at the 
meeting. 
The first speaker to be introduced 
was National President Werner. A 
portion of his address follows: 


Werner’s Address 

“It is always difficult for a speaker 
at a meeting of this kind to anticipate 
the trend of the discussion so that his 
remarks will blend with the remarks 
of speakers preceding him, and with 
those which are to follow. It is my 
understanding that this meeting was 
called primarily to impress non-mem- 
bers with the desirability of joining the 
local, state and national associations, 
and that particular emphasis would be 
laid on the benefits of such member- 
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ship in the field of distribution. There- 
fore, I’ve prepared a brief discussion 
of distribution in its national aspects 
and what we have done in the past, 
and anticipate doing in the future, to 
encourage distribution of plumbing and 
heating material along lines favorable 
to licensed and qualified master plumb- 


ers. 


Limitations 

“There would be no point in delud 
ing you by asserting that the national 
association can perform: miracles’ in 
distribution, or in any other field. Our 
activities are limited by legal consid- 
erations, financial considerations and 
by human nature—-possibly the most 
important factor of the three.” 

President Werner then went on to 
say that individual thinking without a 
broad outlook, can be a very destruc- 
tive force and work great hardship for 
the many. He then declared that the 
cure is cooperation and cooperative 
effort. 

Another declaration made by Presi- 
dent Werner was that the unlicensed 
handymen do not constitute any very 
grave danger to the industry so far as 
the distribution problem is concerned. 
In conclusion he stated that blame for 
any shortcomings in the industry can 
not be placed on any one person, or, 
for that matter, any one group. 

Herman Forster, Deputy Water Com 
missioner of the Bronx, followed and 
spoke on conditions in his department. 
He stated that his department was 
heartily in accord with master plumb- 
ers in wanting to sell the public the 
idea of buying the best possible ma 
terials properly installed. 

Another speaker from the N.A.M.P. 
vas George L. Bird, secretary. Mr 
Bird spoke on activities of the national 
association and explained how the 
money received by that organization is 
used. He declared that dues from 
members are used for such projects as 
the recently formed research labora 
tory, courses in plumbing at Carnegie 
Tech. and the national apprenticeship 
plan. 


Licensing Law 

S. George Arnone, state president, 
who was the next speaker, outlined the 
work being carried on by his associa- 
tion and stressed the work of the legis. 
lative committee. In conclusion he 
mentioned the new state licensing law. 
A stirring plea was made to non-mem- 
bers by Hon. William J. Flynn who 
traced the activities of the national 
association from the time that associa- 
tion was formed up to the present. In 
so doing, the speaker praised the great 
work which has been done by officers 
of the association both past and pres- 


27 
ent. He then turned to the subject of 
the survey being made on plumbing 
Installations in Federal buildings in 
New York City and Detroit. Speaking 
on the problems of distribution he 
stated that he hoped to see the day 
when licenses would mean ali that they 


should. 


Other isitors who were introduced 
at the meeting included: William 


Jacoby, president Nassau County asso- 
clation; Herbert Smith, secretary Man- 
hattan association; Phil Farbman, vice 
Albert 
Ruehl, third vice president New Jer- 


president Bronx association; 


sey state association: and Ernst 
Mlentje, executive secretary, N.A.M.P. 


Installation 

At its annual meeting held December 
2nd, the North & West Side Master 
Plumbers Pleasure Club elected = the 
following officers for 1937: Al Grosch, 


president; H. HH. Diedesch, financial 


secretary: Fred Binder, recording sec- 


retary; Henry Swade, treasurer; and 
k'mil Otto, sergeant at arms. 

The installation of officers will take 
place in the Logan Square Athletic 
Club on January 16 


Peninsula Plumbers 

At a recent meeting of the Peninsula 
Merchant Plumbers Assn. the following 
officers were elected for 1937: W. Serpa, 
president; H. P. Hansen, vice presi- 
dent; Fred Schmitz, vice president; H. 
Lee, secretary; A. H. Dittmann, treas- 
urer;: V. Mosearello, W. Peters, J. Pea- 
body, F. Wooldridge, A. Tyo and W. 
Minucianni, directors: N. McAbee, ser- 
reant at arms; and J. EF. Lindstrom, 
Jr., executive secretary President 
Serpa will appoint the standing commit- 


tees for the association at a later date. 


Banquet Plans 
The Master Plumbers Assn. of Jer- 
sey City, N, J., 


floor show at the 


Will hold a banquet and 
Hlotel Plaza, Jersey 
City, January Present plans call 
for a floor show which will last an hour 
and twenty minutes and will be fea- 
tured by a revue Louis S. Komoski 
is chairman of the committee in charge 
of the affair. Others on the commit- 
tee are J. J. Conlin, George Cooper, 
J. J. Coreoran, KE. P. Ingram, Richard 
Entwistle, J. T. Brennan, Fred Cook, 
Charles Werner, Herman Haag, Rob- 
ert Armistead, A. A. Marzullo, Irving 


Rubin, A. M Aronson. Herman First 


enberg, R A Naas, Herman Stein, 
Hyman Horwitz. W. FE. Gademan, J. P. 
Cunningham, H. P. Sharrock, Harry 


Lewiskin, A. J. Cross and J. W. Thomp- 


Son, ex officio. 
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Research 

°A.S.H.V.E. research pro- 
gram for 1937 will evaluate 
present standards and reac- 
tions of the public 


The American Society of Heating 
and Ventilating Engineers announces 
that the research program for 1937 will 
center about the reaction of the pub- 
lic to summer cooling. In its mis- 
understanding of the physiological ef- 
fects produced by entering cooled 
areas such as theaters, railway coaches 
and lobbies which are cooled, the pub- 
lic has come to believe, mistakenly, 
that the temperature drop to which the 
skin and mucous membranes is ex- 
posed is a cause of colds and other 
respiratory diseases. The’ research, 
therefore, will center about determin- 
ing the proper temperature which sum- 
mer cooling installations should main- 
tain, and will also include building con- 
struction, treatment of disease with 
proper air conditions, and the estab- 
lishment of national standards for air 
conditioning installations. 

The research committee has set up 
a general organization which divides 
the committee into four groups. An 
organic division studies problems di- 
rectly related to living plants, animals 
and human beings. This group is to de- 
termine what air conditioning should 
do, and in cooperation with physicians 
by furnishing air at the proper tem- 
perature, humidity and movement as 
these are specified, has been tinstru- 
mental in developing new ways of 
treating certain diseases by keeping 
patients in proper atmospheric condi- 
tions. 

One branch of the inorganic division 
will place the data accumulated dur- 
ing its twenty years of research work 
at the disposal of a joint committee 
on standards of the A.S.H.V.E. and the 
A.S.R.E. to aid in setting up general 
standards of design and performance 
of equipment, the general adoption of 
which will help stabilize the industry. 
A second branch of this division will 
fundamental 
constants whose incompleteness han- 


evaluate those present 


dicaps heating, ventilating and _ air 
conditioning engineers. 


Del. Apprenticeship 
The need for a definite program of 
apprentice training was started by 
J. H. MeCarthy at a meeting of the 
Delaware association in the Cafe 
Grand, Wilmington, Del., 
15. Mr. McCarthy, a member of the 
N.A.M.P. 
represented Edmund P. Ingram, chair- 


December 
apprenticeship committee, 


man of the committee. 
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A. B. Anderson, supervisor of voca- 
tional education for Delaware, sketched 
the work being done in training ap- 
prentice plumbers in the Wilmington 
Trade School. Mr. Anderson also 
stressed the need for a new and more 
modern school building. Following this 
address, the members of the associa- 
tion went on record as endorsing the 
proposed new trade school. 

Another step taken by the associa- 
tion was the appointment of the follow- 
ing men to the examining board: War- 
ren L. Ridgeway; William G. Roblen; 
and Walter H. Smith. John M. Con- 
way, chairman of the legislative com- 
mittee, declared that the association 
will introduce a state sanitary code at 
the next session of the state legisla- 
ture. George L. Bird, national secre- 
tary, in a short talk told of the work 
being done by the N.A.M.P. Mr. Bird 
then took charge of the installation of 
officers. 

More than 150 members of the asso- 
ciation and their wives attended the 
meeting which was followed by a 
Christmas party and dance. An excel- 
lent floor show was presented during 
the dinner. 


Organization Urge 
ged 
The value of organization and the 

benefits to be derived from affiliation 

with both national and state associa- 
tions of master plumbers were stressed 
at a meeting of the Eastern Bergen 

County Master Plumbers Assn., De- 

cember 3, at the association’s rooms in 

Palisade, N. J. Guests and speakers at 

the meeting included: Ernst Flentje, 

executive secretary, National Assn. of 

Master Plumbers; George McVoy, 

president, New Jersey State Assn. of 

Master Plumbers; and Lester Wake, 

field man of the same association. 
Officers of the association, which at 

present is not affiliated with either the 
national or state association, include: 

Harry Landahl, president; Frank Sa- 

fino, vice president: Frank Martin, 

treasurer; Arthur Glogau, secretary; 
and Charles Mosbach, sergeant at 
arms. Trustees are Charles Ferri, 

August 


George Von Droam = and 


Hoehne. 


Warm Air 


© National Warm Air Heat- 
ing and Air Conditioning 
Assn. discusses advertising, 
and industry's problems 


The twenty-third annual convention 
of the National Warm Air Heating and 
Air Conditioning Assn., held December 
15 to 17 at the Stevens Hotel, Chicago, 
was attended by the largest number 
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of manufacturers, representatives and 
dealers who had registered in years. 
The officers who were all re-elected for 
the coming year, are W. L. Rybolt, 
president; L. R. Taylor, first vice presi- 
dent; C. A. Olsen, second vice presi- 
dent; and A. W. Williams, managing 
director and treasurer. 

President Rybolt’s opening address 
outlined the need for an organization 
of this type at the present time, and 
told what the organization had been 
doing in the line of research, and dis- 
cussed problems facing the industry 
and ways and means of facing and 
combating them. He introduced Ben- 
nett Chapple, the “Armco Ironmaster,” 
who talked on the opportunity air con- 
ditioning is opening to the furnace in- 
dustry, and told the dealers present 
not to sell heating units, blowers, ducts 
and insulation; but to sell the comfort, 
health and cleanliness which air con- 
ditioning means to the consumer. 


Air Conditioning 

Dana W. Norris, president, The Len- 
nox Furnace Co., discussed air condi- 
tioning installations from the dealers’ 
standpoint, and emphasized that sheet 
metal men who could do installation 
work were turning down jobs because 
smaller jobs—repairing gutters and 
downspouts—were taking all. their 
time. Turn down the smaller job, he 
insisted, and do the job that brings 
you the most profit. Next he outlined 
a plan for dealers to follow—estimate 
the number of installation jobs which 
can be handled; estimate the _ total 
profit per job; and make an expense 
budget for each month. Then handle 
as much installation business as the 
budget will allow. 


Robinson-Patman 

Congressman Arthur P, Lamneck 
then discussed current legislation af- 
fecting the industry. He touched on 
the Robinson-Patman Act, the Social 
Security Act, and pending legislation. 
At the luncheon, a plan to promote 
warm air heating and air conditioning 
to the public by radio was shown by 
Gordon Best, vice president of Mc- 
Junkin advertising agency. The en- 
thusiasm with which the transcrip- 
tions were received resulted in the 
appointment of a special committee to 
discuss the plan. 

Vice President Taylor was in charge 
of the afternoon meeting, which was 
opened by Prof. J. D. Hoffmann of Pur- 
due University, who reported that the 
revised installation code for mechani- 
cal warm air systems had been com- 
pleted and was ready to be sent to the 
managing director’s office for printing. 
A. P. Kratz, Research Professor of the 
University of Illinois, then discussed 
the problem of calculating the cooling 

















January, 1937 


load for installations of summer cool- 
ing systems. He concluded that the 
differential between the loads calcu- 
lated by the instantaneous transmis- 
sion theory and the lag theory was 
so small that the lag factor could, for 
all practical work, be disregarded. S. 
Konzo, Special Research Associate, 
University of Illinois, followed with a 
review of the work done on summer 
cooling at the University’s research 
residence during the past few years 
using various cooling methods. 

The subject, “Combined Salesman- 
ship and Engineering,” discussed by 
Frank G. Herman of the Furblo Co., 
opened the Thursday morning meeting. 
The problem facing manufacturers, he 
pointed out, is one of educating deal- 
ers in engineering rather than in sales- 
manship. This education is a problem 
in which the entire industry should 
cooperate. Frank L. Myers of Owens- 
Illinois Glass Co. then took up the 
problem of service, and saw the in- 
creasing difficulty of servicing heating 
and air conditioning plants because of 
the entrance of so many different types 
of organizations into the field. Look- 
ing into the future, he visualized 
“super-service stations’. which would 
be capable of servicing heating sys- 
tems, automatic heating equipment and 
other devices that make up a modern 


heating plant. The final address was 


~— 





DOMESTIC ENGINEERING 


made by C. D. Leiter of the F. E. 
Myers & Bro. Co. on summer cooling 
using well water. He sought the co- 
operation of the warm air heating in- 
dustry with the pump manufacturers 
to the end that engineering efforts, ad- 
vertising and sales be coordinated to 
give customers the most satisfactory 
and most economical year round air 
conditioning equipment available. 


Obituaries 





W.C. Norris 
Walter C. Norris, Sr., 

partner in the Ellen-Norris Co., plumb- 

ing concern in Cleveland, Ohio, died 


2, formerly a 


in Miami, Fla. recently, where he was 
wintering with his wife. Mr. Norris re- 
tired from business in 1930. He is sur- 
vived by his wife, two sons and two 
daughters. 


Will Rees 


Will Rees, 72, president of the Rees- 
Ericson Plumbing Co., Salt Lake City, 
Utah, died recently. Mr. Rees was 


one of the oldest active master plumb- 


ers in the state. He established the 
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Will Rees Plumbing Co. in Salt Lake 
Throughout his business 


City in S90 
career Mr. Rees was an active associa- 
tion worker, being a member of local, 
state and national associations. He is 
survived by his wife, two daughters 


and two brothers. 


W. J. Edmonds 


Walter J 
vice president of the International Gen- 


Edmonds, 47, executive 
eral Electric Co., died suddenly Decem- 
ber 17 at his home in Scarsdale, N. Y. 
In 1919 Mr. Edmonds joined the Inter- 
national General Electric Co. and 
became its comptrolle) In 1929 he be- 
came executive vice president, the posi- 
tion which he held at the time of his 
death. He was also a member of the 


board Ol direc tors. 


G. E. McGrath 


George E. McGrath, 72, for the past 


36 vears superintendent of sewers of 


the City of Chicago died December 


23 Hie had been a city employee for 
 Vvears Mii MeGrath came to Chi 
cago in IS897 and secured a_ position 
with the citv as house drain inspector. 
He shortly became assistant super- 
intendent of sewers, and in 1910 was 
named superintendent Mi VieGrath 


IS survived ‘ih i Sf?) 
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G. J. Anderson 


Gunder J. Anderson, president and 
one of the founders of the King Ven- 
tilating Co., Owatonna, Minn., died sud- 
denly December 8. Mr. Anderson died 
while in conference with other officials 
of the company. 


J. S. Maynes 


John $S. Maynes, plumbing contrac- 
tor-lealer of Philadelphia, Pa., died 
December 1. Mr. Maynes had been a 
member of the Philadelphia Master 
Plumbers Assn. for many years. 


F. H. Holcomb 


Frank H. Holcomb, founder of the 
K. H. Holcomb & Son Supply Co., Syra- 
cuse, N. Y., died recently in that city. 
Mr. Holcomb started in the plumbing 
supply business 27 years ago in Au- 
burn, N. Y. He is survived by his wife 
and one son. 


W.C. Becker 


William C. 
tor-dealer, died suddenly a short time 
ago. Mr. Becker had conducted a busi- 
ness for many years at 2951 Belmont 
Avenue. He was a member of the 
Plumbing Contractors Assn. His widow, 
a son and a sister survive him. 


tjecker, Chicago contrac- 


J. B. Curtis 


James B. Curtis, 53, production man- 
ager for Hart & Cooley Co., Fort Erie, 
Ont., died Dec. 5. Mr. Curtis was an 
authority on the construction and de- 
sign of heating and ventilating ma- 
chinery and equipment. 


Fred Vollmer 


Fred Vollmer, 68, former manager of 
the Pierce plant of American Radia- 
tor Co., Buffalo, N. Y., died in that city, 
December 9. Mr. Vollmer had been as- 
sociated with the production depart- 
ment of the company for a number of 
years. He retired in 1928. 


R. B. Finn 


Richard B. Finn, 82, Chicago’s oldest 
active master plumber, died December 
18, following an illness of several 
months. Mr. Finn had been a plumber 
for over 60 years, and had been in 
business for himself for 50 years, the 
greater part of this time in Chicago. 
He worked actively at the trade him- 
self until about a year ago. He was 
a member of the Plumbing Contractors’ 
Assn. of Chicago, and was widely 
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known by the trade. He is survived by 
his widow, a daughter, a son, who will 
succeed him in the plumbing business, 
and a grandson. 





Richard B. Finn 


I. E. Wilson 


Iver E. Wilson, 59, a member of the 
Wilson-Munson Plumbing Co., Minneap- 
Olis, Minn., died recently in that city. 
Mr. Wilson had been a resident of Min- 
neapolis for 38 years. He is survived 


by four sisters. 


H. O. Van Eweyk 


Henry O. Van Eweyk, 68, president 
of Milwaukee Brass Mfg. Co., Milwau- 
kee, Wis. died Dec. 6. He was the 
founder of the company. Mr. Van 
Kweyk is survived by two sons. 


New Contractors, 
Business Changes 








Joplin, Mo.—The. H. B. Shulte Plumb- 
ing & Heating Co. has moved from its 
former location at 516 Joplin St. to a 
new location at 526 Joplin St. 


San Francisco, Calif.—Edward Na- 
varro has moved his plumbing and 
heating business from 2948 Gough to 


2333 Green. 


Detroit, Mich.—-The name of C. L. 
Tuck & Co., Inc., 10212 Plymouth Rd., 
has been changed to Chester Tuck, Inc. 


St. Paul, Minn. — The Anderson 
Brothers Plumbing and Heating Co. 
has been formed. Offices of the com- 
pany are at 1926 University Ave. 


San Francisco, Calif._-S. N. Pfeifer 
has opened a plumbing business at 98 
Hillcrest Drive. 


Longview, Wash.—-C. B. Shirer has 
opened a plumbing and heating busi- 
ness at 1244 12th Ave. 
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Los Angeles, Calif.—The H. A. Sonn- 
tag Co. has engaged in the plumbing 
business at 1107 N. Serrano Ave., 
under the management of Norman W. 
Sonntag. 

Chicago.—Marcus Weil & Sons Co. 
has moved their office and warehouse 
from 3222 Elston Ave. to 445 N. La- 
Salle St. 


Convention Dates 





January 11-14. — ILLINOIS. — Forty- 
fourth annual convention of the Illinois 
Master Plumbers Assn. to be held in 
Chicago, with headquarters at the Con- 
gress Hotel. 


January 18.—APPRENTICESHIP. — 
Ninth State-Wide Plumbing Apprentice- 
ship Conference to be held in Milwaukee, 
Wis., with headquarters at the Schroeder 
Hotel. 


January 18-19.—SUPERVISORS.—A 
meeting of the Wisconsin Society of 
Plumbing Supervisors and Sanitary In- 
spectors to be held in Milwaukee, Wis., 
with headquarters at the Schroeder 
Hotel. 


January 19-21..-WISCONSIN.—Annua! 
convention of the Wisconsin Master 
Plumbers Assn., to be held in Milwaukee, 
Wis., with headquarters at the Schroeder 
Hotel. 


January 25-27.—A. S. H. V. E.—Annual 
meeting of the American Society of 
Heating and Ventilating Engineers at St. 
Louis, Mo., with headquarters in the 
Hotel Statler. 





February 8-10,— OHIO. — Forty-sixth 
annual convention of the Ohio State 
Assn. of Master Plumbers to be held in 
Youngstown, Ohio, with headquarters to 
be selected at a later date. 


March 15-19.—0. B. I.—National Oil 
Burner and Air Conditioning Exposition 
to be held in Philadelphia, Pa., with 
headquarters in the Convention Hall of 
the Commercial Museum. 


April 16-17.—cC. S. A.-—-Spring meeting 
of the Central Supply Assn. to be held 
at French Lick, Ind., with headquarters 


at the French Lick Springs Hotel. 

April 19-21. NEW YORK. — Annual! 
convention of the New York State Assn. 
of Master Plumbers to be held in New 
York City, with headquarters at the 
Hotel Pennsylvania. 

May 6-S.—NEW JERSEY.—Annual con- 
vention of the New Jersey State Assn. of 
Master Plumbers in Newark, N. J., with 
headquarters in the Robert Treat Hotel 
»- CALIFORNIA Thirty- 
convention of the State 


May 10-13. - 
sixth annual 
Assn. of Master Plumbers of California 
to be held at Hollywood, Calif., with 
headquarters at the Hollywood-Roose- 
velt Hotel. 

May 2-27.—N. A. M. P Fifty-fifth 
annual conventon of the National Assn 
of Master Plumbers in Atlantic City, 
N. J., with headquarters at the Hotels 
Ambassador and Ritz-Carleton. 

May 26-27.—SHORT COURSE.— Fourth 
S}ort Course in Coal Utilization to be 
held at the University of Illinois, Urbana. 

June 7-11.—STOKERS.—Coal Stoker 
Show to be held in Chicago. 
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Bronx Celebration 


® Gala Christmas party enjoyed by members and master plum- 
bers—Mrs. 8S. Geo. Arnone and all other officers reelected 


At the regular meeting of the Bronx 
(New York City) women’s auxiliary, 
held on the evening of December 15, 
the following officers were reelected: 
president, Mrs. S. Geo. Arnone; vice 
president, Mrs. Henry Kroepke; treas- 
urer, Mrs. Anthony Platt; recording 
secretary, Mrs. Thomas Facon; corre- 
sponding secretary, Mrs. Robert Licht. 

Arrangements were made at this 
meeting for a combined installation and 
birthday party in February, when the 
auxiliary will celebrate its fifth birth- 
day. 

After the regular meeting, a gala 
Christmas party was enjoyed by the 
members and their husbands. Miss 
Alice Roth, state vice president, was 
toastmaster. She introduced President 
Mrs. Arnone and presented her with a 
basket of flowers. Mrs. Arnone re- 
sponded, assuring the members of her 
appreciation and promising to do all in 
her power to make the coming year as 
successful as the last. 

State President S. Geo. Arnone then 
spoke, stating that the coming New 
York state convention would be held 
at the Hotel Pennsylvania on April 20 
in New York City. He expressed his 
pleasure in seeing such good fellow- 
ship among the members present and 
extended to all his very hearty holiday 
greetings. Frank R. Roth, secretary 
of the New York state association, 
gave a brief talk to the members at 
the meeting. 

After the speakers and visitors had 
heen introduced, refreshments were 
served and then Santa Claus made his 
appearance, with two large packs on 
his back. Each member and guest re- 
ceived a gift. Later games were played 
and the very enjoyable evening ended 
with a community sing of old songs and 
Christmas carols. 





Oakland Yule Party 


The gracious spirit of Christmas was 
abroad in Oakland plumbing circles on 
the night of December 15, when the 
auxiliary of the Oakland, Calif., Mas 
ter Plumbers Assn. entertained mem 
bers and husbands at an elaborate tur. 
key banquet, followed by a Christmas 
party and dancing. In the role of 
Santa Claus, Wm. H. Picard, past presi 
dent of the California state association, 
distributed gifts for everyone. 

Decorations were particularly appro 
priate, following a typical Lake Tahoe 
winter scene motif, which was de- 
signed and executed by Mrs. James 
Rankin and Mrs. John Rankin. Party 
arrangements were handled by the aux 
iliary officers: Mrs. Frank Mauzy, Mrs. 
W. H. Picard, Mrs. Lester Jackson, 
Mrs. Arthur Johnson and Mrs. W. de J 
Evans. 

Among the new members present 
were Mrs. Dave Minoggio, Mrs. J. 
Kewer, Mrs. Ray Hartsten and Mrs. J 
Sundermann. 


Nominations 


The annual dinner and meeting of 
the Women’s Auxiliary of the Philadel- 
phia Master Plumbers Assn. was held 
December 3 at Fuhrman Inn. President 
Stratton was hostess. 

Nominations were made for new of 
ficers and a board of directors. Mrs 
Chas. Jann was nominated for presi 
dent; Mrs. Ellis Hendricks for vice 
president; Mrs. John Siebel for treas 
urer; Mrs. Edw. Quaid for secretary. A 
number of nominations were made for 
the board of directors. The election 
will be held at the January meeting 

President-elect Jann said that this 
year the auxiliary would give a check 
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to the Salvation Army and Red Cross 
instead of distributing Christmas bas- 
kets as they have done in the past. 
The Christmas party was held at the 
home of Mrs. Harry Stillwell. Sr.. and 
vifts were exchanged The committe® 
in charge of this party consisted of Mrs. 
Harry Stillwell, Sr.. Mrs. Fred Ken 


neck, and Virs i eph Liebne}l 


Denver Party 

The annual Christmas turkey dinner 
and party was enjoyed on December 19 
by the members of the Women’s Aux- 
iliary to the Denver Master Plumbers 
Assn 

Plans for the party were made when 
the group met December 3rd at the 
Denver Tea Room. Mrs. Wm. Mon 
thei acted as hostess and a delicious 
luncheon was served Kighteen mem 
bers were present Following the 
luncheon and business meeting cards 
were played. High scores were made 
by Mrs. Julia Hensler and Mrs. J. P. 
Brickey. 


Mrs. Tillett Elected 


The business meeting of the Cincin- 
nati women’s auxiliary was held at the 
Sinton Hotel on December 1 and was 
preceded by a-delightful luncheon. 

The newly elected officers for the en 
suing year are as follows: president, 
Mrs. Wm. Tillett; vice president, Miss 
Emma Niesen; secretary, Mrs. Geo. 
Doench: and treasurer, Mrs Edw. 
Frank 


N. Hudson Card Party 


\ large attendance and a delightful 
evening were reported for the annual 
card and bunco party of the Women's 
Auxiliary of the North Hudson, N. J., 
Master Plumber Assn held at the 


Doric Temple, Union City, in Novem- 
More than 50 tables were required 

ty accommodate the card players. 
State President Mrs. Lonis Komoski 








+ RE ee epg ects me en 














132 


DOMESTIC ENGINEERING 





January, 1937 



























































‘« 

















and National Sanitation Chairman Mrs. 
J. J. Corcoran, with local President 
Mrs. Robt. Gilligan were guests from 
Jersey City. National Vice President 
Mrs. J. M. Heidweiler and the Past 
State Pres. Mrs. John Conard from 
Trenton were present. President Mrs. 
A. Ruehle came from Orange with a 
delegation. 

Mrs. W. Jacob was in charge of the 
affair, assisted by Mrs. Clyde Cole, 
president; Mrs. N. Triani, Mrs. M. 
Menegeaux, Mrs. L. Zimmermann and 
Mrs. Henry Bunker, Jr. 


S. F. Luncheon Party 


A full schedule was slated for the 
December 3rd meeting of the Women’s 
Auxiliary of the San Francisco Master 
Plumbers Assn., when they gathered 
at a delightful luncheon party at the 
Hotel Stewart. Business called for an 
election of officers for 1937, while the 
Christmas season was properly ob- 
served on the same occasion. Table 
decorations included a gorgeous Christ- 
mas tree with a _ profusion of color, 
light, stage snow and gifts for every 
lady. 

At the conclusion of luncheon there 
were six tables of bridge which 
brought out six high-score cards held 
by the following persons, in the order 
of their scores: Mrs. H. Williamson, 








nig, Mrs. H. Morton, Mrs. Chas. Mayer 
and Mrs. A. Silva. Arrangements were 
handled by Mrs. Lena Sands assisted 
by Mrs. Ed. Balling. 

The election: of officers resulted in 
the following choices: president, Mrs. 
Lena Sands who for the past fifteen 
years has held the post of secretary, 
and who succeeds Mrs. Harry William- 
son; vice’ president, Mrs. Thomas 
Welsh; secretary, Mrs. Wm. J. Moni- 
han; treasurer, Mrs. Chas. Mayer; mar- 
shal, Mrs. Gordon Turner. Installation 
ceremonies will take place at the Jan- 
uary 7th meeting, this being regarded 
as one of the year’s outstanding events. 

Adding to the past year’s seasonal 
activities was the public whist party 
given by the auxiliary on December 
11, when 23 tables of cards almost 
filled Plumber’s Hall. Delicious re- 
freshments were served. The arrange- 
ments committee was made up of Mrs. 
J. J. McLeod, Mrs. Wm. J. Monihan 
and Mrs. Lena Sands. 


Xmas at Orange 


With about 200 in attendance, the an- 
nual Christmas party of the Women’s 
Auxiliary to the Master Plumbers Assn. 
of the Oranges and Maplewood, N. J., 
was one of the finest ever given by the 
organization. It was held on Saturday, 


Mrs. Wm. J. Monihan, Mrs. Wm. Koe- 


December 19, at the East Orange Elks 
Club. 

After an enjoyable dinner, dancing 
occupied the evening until the arrival 
of Santa Claus (in the person of Joe 
Berg, the genial secretary of the Orange 
Master Plumbers Assn.) who distributed 
gifts to each one present. 

The Master Plumbers Associations 
and Auxiliaries of Montclair and vicin- 
ity, Jersey City, North Hudson, Newark, 
Elizabeth, Plainfield and Summit sent 
delegations to the party. There was 
also a fine number of representatives 
of the manufacturers, wholesalers and 
trade press. 

Among the notables in attendance 
were Geo. H. Werner, Geo. L. Bird and 
Ernst Flentje, president, secretary and 
executive secretary respectively of the 
national association; Past State Presi- 
dent Edmund P. Ingram, State Presi- 
dent Geo. McVoy, Second State Vice 
President Geo. H. Brenner, Third State 
Vice President A. F. Ruehl, State Field 
Man Lester Wake, Mrs. Louis Komoski, 
president of the New Jersey Women’s 
Auxiliary; Mrs. John J. Corcoran, Mrs. 
Henry Bunker, Mrs. Henry Williamson, 
Mrs. Joe Berg and Mrs. Leslie H. Wil- 
liams, all past presidents of the New 
Jersey auxiliary; Louis Maier, presi- 
dent of the New Jersey State Heating 
Assn.; Milton Robertshaw, president of 
the Orange Assn., Mrs. Albert Ruehl. 
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“Nabico”™ CO- 
PALTITE is 
available in these 
convenient, collaps- 
ible tubes, packed 36 
to a carton. Also in 
quart cans. 


“NABICO” COPALTITE 


“NABICO” JOINT-SEAL 


JOBBERS: Some terri 
tories are still open. 
You'll 
territorial agreement excep- 
tionally 
today. 


Ib. cans as illus- 


50 and 100 Ib. steel form this function. 


No matter what your joint problems may be .. . 
high or low pressure jobs ... you'll find your most satisfac- 
tory answer in either of these two outstanding compounds. 


As a general utility joint-seal, where the matter of cost must 
be given first consideration, particularly on those pipe lines 
in which steam, hot water, gas or air are to be kept at reason- 
able pressures, “Nabico” JOINT-SEAL meets the requirement 


EAMMATES= 


in a common cause 


whether on 


Where a guaranteed joint is necessary against high pressures, 
extreme heat or cold, gases, freon, acids and other fluids, and 
where cost is only secondary, “Nabico” COPALTITE offers 
you positive insurance against failure. 


It is the principal function of both products to seal all con- 
“Nabico” JOINT-SEAL is nections TIGHTLY and countless thousands of faultless appli- 
supplied in 1%, 2% and cations in America’s largest industrial plants and by U. S. 
trated. Also in 25, Government departments are indicative of how well they per- 
They are team mates in the cause of 


pails. safety. For complete details and prices inquire of your jobber 


find our exclusive 


attractive. W rite 

















NATIONAL BOILER IMPROVEMENT CO. 


INCORPORATED 


4100 GEORGIA AVE., WASHINGTON, D.C. 








or, if he cannot supply you, write direct. 
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Over Radio... 





In Newspapers .. . 


Necocnittlon 


Thru Magazines... 





Publicity may be either a boon or a bane 
to the industry which receives it. Pub- 
licity may be constructive or destructive 
and it may advance or act as a drag upon 
sales. Throughout the long years of its 
existence our industry has grown steadily. 
In late years the sale of plumbing and 
heating products and services has in- 
creased with greater rajidity than the 
general average for business. This, in 
itself, is an indication of the type of pub- 
icity which our industry has received. 
The following columns reproduce a small 
portion of the recognition which has ap- 
peared in newspapers, magazines and 
over the radio during the past months 


Resolutions 


© Prepared resolutions for continuance of 
FHA are distributed to member associations 
by Plumbing and Heating Industries Bureau 


In a recent letter to officers of all associations affliated 
with the Plumbing and Heating Industries Bureau, John 
J. Calnan, president of the Bureau, urged the continu- 
ance of Title I of FHA beyond its present expiration 
date. There were two prepared resolutions accompany- 
ing the letter which were submitted to the various asso- 
clations in the hope that they would be adopted. Since 
these resolutions, if adopted, would be brought to the 
attention of the members of Congress in practically all 
the states of the Union, this is recognition for our 1n- 
dustry. For this would be another case where the fore- 
sightedness and activity of our industry was brought 
into focus. The resolutions follow: 

Resolution | 

WHEREAS that part of Title I of the National Hous- 
ing Act which authorizes the insurance of loans for the 
repair, alteration, and improvement of property will ex- 
pire on April 1, 1937, unless extended by the next Con- 
gress, and 

WHEREAS this legislation has had an important in- 
uence in making credit available to property owners and 
to certain lessees for reconditioning properties which 
were rapidly deteriorating in value, and 





WHEREAS the members of the plumbing and heat- 
ing industries, including manufacturers, distributors, and 


dealers, as well as thousands of its formerly unemployed 
journeymen plumbers and steamfitters have obtained 
employment and an increasing measure of trade as a 
direct result of the application of Title I of the Act, and 

WHEREAS the extension of the aforesaid Title 1 
would certainly encourage further advancement of these 
interests and thus contribute to general recovery of all 
business ; therefore, | 

BE IT RESOLVED, by the members of the ...... 
new ade Bad hte es that they record their appreciation of 
the results accomplished by the Federal Housing Ad- 
ministration and urge the extension of that section of 
the said Title | of the National Housing Act, and 

BE TT FURTHER RESOLVED that a copy of this 
resolution be mailed to the Federal Housing Administra- 
tor, Washington, D. C., and that copies be made avail- 
able also to members of Congress representing all states 
in which the members of this Association operate. 


Resolution I] 


WHEREAS the insured mortgage program of the 
l‘ederal Housing Administration in the brief period of 
two years in which it has been in operation has already 
proved itself to be the principal factor in producing the 
widespread revival now apparent in home building and 
allied construction and business activities in the building 
trades to such an extent that an actual shortage ot skilled 
labor in these trades has become noticeable ; and 

WHEREAS such insured mortgage program has by 
its insistence upon the use of the long term amortized 
mortgage at a maximum rate of interest not to exceed 
5 per cent per annum, together with a service charge, 
of | 


per cent per annum and the mutual mortgage msurance 


optional with the mortgagee, not to exceed 


premium of % of | per cent per annum on the original 
face amount of the mortgage, and by its system of mort 
gage risk valuation, property inspection and minimum 
property standards, largely eliminated from the home 
mortgage field secondary financing, excessive fees, com 
missions, hidden charges, shoddy construction, ete., thus 
bringing sound debt-free home ownership within the 


means of the average citizen of this country ; and 
WHEREAS the mutual mortgage insurance provided 
through the Mutual Mortgage Insurance Fund estab- 
lished by Title II of the National Housing Act, is a 
device which without cost to the taxpayer 1s capable of 
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placing the home mortgage market of the country on 
a permanently stable basis; and 

WHEREAS this insured mortgage program now has 
the active and enthusiastic cooperation of some 5,000 
banks and other financial institutions throughout the 
country. 

NOW, THEREFORE, BE IT RESOLVED that the 
ee go on record as endorsing the 
program of the Federal Housing Administration under 
Title II of the National Housing Act and as favoring 
any reasonable measures calculated to make that pro- 
gram more widespread and effective. 

AND BE IT FURTHER RESOLVED, that the 
renaieaeee nee mies specifically urge the extension 
by the Congress of the United States of the guarantee 
by the United States of principal and interest of the 
debentures of the Mutual Mortgage Insurance Fund is- 
sued by the Federal Housing Administrator in exchange 
for properties foreclosed under insured mortgages on 
the ground that the contingent liability of the United 
States under such guarantee is so remote that the pos- 
sibility of its being invoked cannot reasonably be antict- 
pated and upon the further ground that the expiration 
of such guarantee at a time before the Mutual Mortgage 
Insurance Fund has had an opportunity to build itself 
up through the premiums paid for mortgage insurance to 
a capital figure reasonably proportionate to its total 
insurance liability, would have an unfortunate psycho- 
logical effect seriously inhibiting the development of a 
program which has justified itself beyond question from 
a social and economic as well as a business point of view. 


January, 1937 


Accomplishment 


® Thomas J. Claffy, head of the plumbing 
division of the Chicago sanitary bureau, ac- 
corded recognition as an authority in his field 
by metropolitan daily 


There is a decided difference between reflected glory 
and reflected recognition. In the case of reflected glory 
there is the idea of subordination which is not present 
in the latter case. So when The Daily News, Chicago, 
ran an article giving recognition to Thomas J. Claffy, 
head of the plumbing division of the Chicago sanitary 
bureau, the entire industry was praised as well. Por- 
tions of the article follow. 

“Plumbing began in Chicago in 1842 when the city 
completed the first water reservoir at Michigan Ave. 
and Lake St., and invited the people to connect up their 
homes, factories or stores at their own expense and 
help themselves to the water at from $10.00 to $500.00 
a year. The connections were made by means of lead 
pipe laid between the houses and the city’s wooden 
mains under the streets. A plumbing code to regulate 
the trade was passed by the city council in 1843. 

“When Claffy came to the hall as plumbing inspector 
in 1897, a new code had just been passed. By 1903, 
when Claffy became head of the plumbing division of 
the sanitary bureau of the board of health, it was already 
necessary to scrap the old and prepare a new set of 
laws. He sat in on this, which became part of the 1905 
building code, still in effect. 
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“Now he is helping write a plumbing section for the 
proposed new building code, in preparation these nine 
years. ‘The plumbing section of the 1905 building code 
should have been revised years ago,’ said Mr. Claffy 
today. ‘It was written before the days of skyscrapers 
and hotels with a thousand rooms. Installation of 
plumbing in these huge buildings has changed from a 
mechanical to an engineering problem. 

“City plumbing inspectors under Mr. Claffy have 
saved many lives by detecting leaks through which sewer 
gas crept into sleeping rooms and by uncovering hidden 
channels through which sewage and other infected water 
filtered into the drinking water supply. 

“Mr. Claffy estimates roughly that since he came to 
the city hall 1,000,000 inspections have been made of 
new plumbing in new and remodeled buildings and in 
answer to complaints in old buildings. Many meetings 
have been called by civic and official commissions to make 
these old shacks sanitary.” 


Trailer Sanitation 


® Growing popularity of trailers presents defi- 
nite problems and opportunities to our indus- 
try—Here is one evidence of what is being 
done to capitalize on a new market 


When America takes to wheels, who will take care 
of the plumbing? Another instance in which the mes- 
sage of our industry was given to a group not already 
acquainted with it was the address made by Norman 
J. Radder, secretary of the Plumbing and Heating In- 
dustries Bureau before the national convention of the 
Trailer Coach Manufacturers Assn. The message, part 
of which follows, sows the seed for future sales possi- 
bilities for members of our industry. 

“The growth of the trailer industry has been so rapid 
that adequate sanitary facilities for those who travel by 
trailer are available in comparatively few parks,’ Mr. 
Radder declared. ‘Conditions prevailing in most parks 
are a menace to the health of those traveling by trailer 
as well as people living in neighboring communities. 
Furthermore, the lack of modern and adequate sanitary 
facilities tends to restrict the market for the manufac- 
turer of trailers. 

“It is difficult to imagine anything more incongruous 
or inconsistent than a family driving in to a park in a 
new factory-built trailer and a streamlined automobile of 
the latest make and being compelled to use toilets of 
the Chic Sale type. The two represent a gap of a hun- 
dred years. The quicker this gap is closed up by bring- 
ing sanitation in step with motorized trailer travel, the 
better it will be for the health of the 300,000 persons us- 
ing trailers and the better it will be for neighboring com- 
munities.” 

Mr. Radder also referred to the problems created by 
the use of trailers by some persons as a year-around 
home. He stated that a Michigan court had within the 
last few days ruled that owners of trailers must comply 
with local building ordinances, if the trailer serves as 
the permanent home of its owner. Mr. Radder pointed 
out that some 800 cities and many states have ordinances 
and codes relating to plumbing and its installation. 
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Can You Sell Me a 


GARDNER-DENVER Centrifugal Pump? 


Buyers of large centrifugal pumps today are looking 
for greater power savings. From Gardner-Denver adver- 
tising in important technical publications —as well as 
from enthusiastic users—they have learned that 
Gardner-Denver Horizontally Split-Case Single-Stage 
Centrifugal Pumps combine unique power-saving ad- 
vantages. No wonder so many prospective customers 
are asking, ‘Can you sell me a GARDNER-DENVER 
Centrifugal Pump?” 


Practically any new centrifugal pump will effect some 
saving—but users have found that a Gardner-Denver 
saves most. Power savings in the first year of operation 
are usually great enough to pay for the pump and the 
motor. In addition, features such as heavy-duty ball 
bearings . . . fully enclosed bronze impellers . . . high- 
carbon alloy steel shafts... and double-wearing rings 
. . . assure thoroughly modern, efficient design. 


Gardner-Denver Centrifugal Pumps mean profits for 
you—any way you look at it. Write us for informa- 
tion, or consult our nearest branch office. 


Branch offices and agencies in all 
principal cities for your convenience. 








Gardner-Denver Horizontal- 
ly Split-Case, Single-Stage 
Centrifugal Pumps are 
available for all heads up 
to cpproximately 300 ff. 


GARDNER-DENVER CO., Quincy, IIinois 


ARONER-DENVER 


PUMP BUILDERS SINCE 1859 
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NEW DE LUXE JACKET — 
burner, boiler and hot 


ARE FLASH 
IN MORE WAYS THAN ONE 


aise avaiable. Covers eller ony. 
FLASH IN CONSTRUCTION — of fire box steel 
with stabilized flash units placed over the combustion 
so as to receive and absorb the most heat from the 
combustion chamber. 





FLASH IN PERFORMANCE —from a cold start 
steam is produced in six (6) minutes and is instanta- 
neous after the boiler water has become heated. 


ECONOMICAL— saving as much as 50% in fuel 
costs. 


WATERFILM offers a performance that is most de- 
sired by home owners giving quick heat, sustained 
heat and economy of performance. Make your next 


installation a KOVEN "WATERFILM BOILER.” 
Write for full particulars at once. 


WATERFILM BOILERS, INC. 


154 Ogden Ave. + Jersey City, N. J. 


1B. BOILER STABILIZED 
ODUCT 


THE FLASH 


lS aR 
A KOVEN P 
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Health Talks 


© Talks on health hazards of cross connections 
given by Joel I. Connolly again tie-in our 
industry with public health 


A constantly growing interest in the subject of cross 
connections and their effect on public health is being 
evidenced all over the country. Capitalizing on this inter- 
est and definitely tying-in our industry with the subject 
of public health have been two talks delivered recently 
by Joel I. Connolly, chief of the Bureau of Public Health 
engineering, City of Chicago. 

One of the talks was given before the Iowa Sewage 
Operators’ Conference which was held at the Lowa State 
College of Agriculture and Mechanical Arts, Ames, 
lowa, while the other was given at the University of 
Minnesota. At the latter site, there was a lecture given 
hefore a group of public health administrators and sani- 
tary engineers on one day, and another lecture before 
students of the medical and nursing departments of the 
university the day following. 

As an evidence of the widespread interest on the sub- 
ject, Mr. Connolly expects to deliver a similar lecture 
at the Massachusetts Institute of Technology, Cambridge, 
Mass. in the near future. 


Come and Get It 


© Here is a free service for plumbing and heat- 
ing contractor-dealers by which they can 
secure free advertising for their own business 
and accord recognition to the industry of 
which they are a part 


It's as true to say that every man in this industry is 
an important factor in securing recognition as it 1s to 
quote the old saying about a chain being no stronger 
than its weakest link. Each individual contractor-dealer 
can help swell the volume of favorable publicity which 
our industry is receiving and, in addition, advertise his 
own business. At the bottom of this page is a pre- 
pared news item to be sent to your local newspaper. 
The blanks in the first sentence are for your name and 
address. Countless contractor-dealers have used pre- 
vious items to good effect at no greater cost to them- 
selves than the time it took to type the item on their 
business letterhead and mail it to the editor of their 
local paper. 





So important is the subject of adequate plumb- 
ing and proper plumbing that FHA agencies 
have begun a campaign against jerry building in 
general and improper plumbing in particular, ac- 
cording to — , plumbing and heating 
contractor-dealer of Health au- 
thorities are now convinced that many serious 
epidemics are the result of improper plumbing 
installations and Federal, state and local build- 
ing agencies are taking steps to see that houses 
built today will have adequate plumbing prop- 
erly installed. 
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Heater Piping 


® A simple and effective method is presented 


here to balance the hot and cold water sup- 
ply on a three tank system 


To THE EDITorR: 


We are enclosing a sketch, Fig. 1, im which three 
arrangements of piping are shown for three hot water 


tanks, all of the same size and set at the same level. 
ach tank 1s of 60 gal. capacity and is heated by an 


electric heating element immersed in the water; the pip- 


ing shown on our sketch 1s for the hot water only. It 
is Our intention to arrange the cold water supply in a 











similar manner to the hot water in each case. We ex- 
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pect to use 34 in. pipe throughout for both hot and 
cold. The intention is, of course, to have all of these 
tanks deliver hot water equally and all of them are 
provided with heating elements of the same capacity. 

Will you please tell us which one of these hook-ups 


is correct and which two are wrong? If your recom- 
mendations differ from our ideas, will you advise us 
as to what method you would consider as still better? 
Do you think it is necessary to treat the cold water 
supply in the same manner as the hot water ¢ 

Minn. Hl. G. C. 


To THE READER: 

Our correspondent has presented in his Fig. 1 oa 
piping arrangement which at first glance seems to offer 
every facility for equalizing the flow through the three 
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Fig. 2 


hot water tanks ; yet when it is analyzed carefully it would 
seem that the middle tank in every case would deliver 
more water than each of the two outside tanks and this 
We arrive at this 
) 


is what the reader does not desjre. 
conclusion by means of the diagram shown in Fig. 
where both the hot and cold water lines are indicated 
[t will be noted 
really a_ single 


as contemplated by our correspondent. 
that all three methods submitted are 
method the only difference being the distances from the 
middle tank at which the two branches are taken off 
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— 
LIKE A KNIFE 


This RRIEZ1D Pipe Cutter with 


thin super-steel wheel blade 
rolls right through any pipe 








No. 1 for 1%” to 114” 
pipe; No. 2 for 14” 
to 2” pipe; No. 3 for 
1” to 3” pipe; No. 4 
for 2” to 4” pipe. 














@ The remarkable 
ability of the 
RICAID Cutter to 
cut far more pipe 
easily and practical- 

ly without burr lies in 
its unusual cutter wheel. 


Na For instead of being cut 
} off of a bar of steel, the 
a thin blade is coined from spe- 


cial sheet tool steel, hammered, 
heat-treated and cast into a hub with steel 
bearing. This means a more durable cut- 
ting edge, giving many more cleaner cuts. 
The reinforced housing guarantees 
straight cutting and long life for the tool. 














Made in two sizes: No. 00 for 14” to1” 
tubing. No. 0 for 14” to 2” tubing. 
Super-Steel Cutter Wheel; V-pad smooths 
tubing ready to solder; handy reamer. # 








Ask your Jobber 











The guaranteed hous- 
ing of this famous 
wrench saves you 75% of 
your wrench repairs. 





January, 1937 


from the single line for the hot water, and similarly, 
the cold water. 

In Fig 2 these distances have been neglected for the 
instant and the matter of friction based on the quantity 
of water to be carried in each line is considered; now 
if each tank is to deliver water equally with the others, 
it follows that each tank is to deliver % of the total. 
If the total water being drawn or supplied is taken at 
any quantity represented by “A” then it will be seen 
that the portions of “A” flowing through the various 
pipes in the arrangement will be as indicated in Fig. 2. 
A careful study of this diagram shows that the cold wa- 
ter pipe entering each tank will have to carry % of 
“A” and the hot water pipe leaving each tank must 
carry also % of “A.” The line from the middle tank, 
however, splits into two lines, “X” and “Y” and these 
lines will carry only % of the water delivered by the 
middle tank or 1/6 “A” while the two outside tanks 
delivering into “W” and “Z” have pipes which must 
carry twice this amount or 4% “A” again. A similar 
condition of course occurs on the cold water supply. 


THE FRICTION FACTOR 


As all of the rest of the piping is balanced—that is, 
each pipe carries relatively the same amount of water— 
it is fair to assume that the lower velocity obtained in 
“X” and “Y” will tend to have a greater amount of 
water flow through these lines especially when it is 
augmented by a similar condition on the cold water sup- 
ply. The only way this could be overcome is by using 
a smaller pipe for “X” and “Y” so that the friction for 
1/6 of the quantity “A” would be the same as for % 
of the quantity “A” in the 34 in. pipe or by lengthening 
“X” and “Y” until the added length is sufficient to build 
up a friction equal to that secured in “W” and “Z” 
when ¥% “A” is flowing through these lines. If the fric- 
tion is assumed to vary roughly as the square of the 
velocity then with twice the velocity in “W” and “Z” 
as in “X” and “Y” the length of “X” and “Y” should 
be about four times as much as the length of “W” and 
“Z.” It is apparent that the reader had something as 
this in mind when he drew up the second arrangement 
where the length of “W” and “Z” is shown as 16 in. 
and the length of “X” and “Y” as 2 ft. 8 in., but the 
2 ft. 8 in. would have to be 3 ft. 2% in. while the length 
of 16 in. would have to be about 914 in. before the fric- 
tion in the two pieces of pipe would be approximately 
balanced. 

In the first arrangement submitted by the reader this 
unbalancing would be worse than in the second and in 
the third it would be worse than in the first so the sec- 


UNBALANCED ARRANGEMENTS 


ond arrangement is the best of the three and could be 
fairly well balanced by changing the dimensions as noted. 
We believe that a much more closely balanced condi- 
tion could be secured at considerably less cost by using 
the scheme shown in Fig. 3 where a much simpler method 
of piping is given; an inspection of this arrangement 
indicates that whatever unbalancing is inclined to occur 
in the hot water line connections is counteracted by a 
similar unbalancing in the opposite direction in the cold 


' water connections, one thus neutralizing the other. 
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Snow Melting 


® Here the reader presents an unusual prob- 
lem, that of keeping snow and ice from freez- 
ing and packing on the roof of a building 


To THE EpiTor: 

I am doing a job of heating in a bakery and they want 
a pipe coil outside of the building on the roof to melt 
the snow which slides from an adjoining roof and packs 
onto their own. The boiler from which the steam sup- 
ply will be obtained operates at about 30 Ib. gauge pres- 
sure and as the coil is not used all winter I am un- 
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decided as to whether the condensation from the coil 
should be wasted through a trap or should be returned 
to the boiler; do you think that this condensation, if 
returned to the boiler, would be liable to chill it too 
much? I would appreciate a table that would indicate 
the size of pipe and length of run that can be used on 
such installations. 
Ohio. RF. R.R. 


To THE READER: 

We would point out to our reader that a coil on the 
roof for melting snow is liable to freeze up, due to small 
amounts of condensation collecting in different parts of 
the coil. When necessary to keep gutters open it is 
customary practice to use a perforated pipe, and to allow 
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Fig. 5 


the perforations to serve the double purpose of inelting 
the snow and draining out the pipe most thoroughly 
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Give it to them 


the profitable CRANE way! 


@ Rural electrification is 
putting running water within 
the reach of thousands who 
never had it before. In ad 
dition, many families are 
moving out beyond the 
water mains to get away 
from city noise and con- 
fusion. That makes a big, 
profitable market for YOU 

-if you handle Crane 
Water Systems. 

Crane Deep and Shallow 
Well Pumps are better pumps 

easier to sell, easier to 
install. Crane Water Systems 


are unusually quiet and fully 


automatic. They are specially 


designed for long-life and 
low upkeep . . . to stand 
heavy loads . . . to assure 
100% protection of working 
parts. Don't forget that a 
Crane Pump immediately 
creates a demand for plumb 
ing fixtures and Crane has 
a complete line, with highest 
quality in every price class. 
Use Crane Pumps to get 
profitable business now 
and to build up profits for 
the future. Complete in 
formation is yours for the 


asking! 
































Crane Shallow Well Pump 


Crane Deep Well Pump 


CRANE 


CRANE CO., GENERAL OFFICES 836 SO. MICHIGAN AVE., CHICAGO, ILLINOIS 


Branche ina li¢ Office 


‘vid Hur r 


VALVES. FITTINGS. FABRICATED PIPE, PUMPS. HEATING AND PLUMBING MATERIAI 
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MIL 


HEATING 
SPECIALTIES 
""” APPROVED 
BRONZE VALVES 
REDUCE OPERATING COSTS 
AND INCREASE EFFICIENCY 


Scientific engineering and precision accuracy 
in machining operations make MILVACO Heat- 
ing Specialties and Approved Bronze Valves con- 
siderably more dependable for a longer period 
of time. To insure lower installation, operating 
and maintenance costs plus the added advan- 
tage of increased operating efficiency, skilled 
inspectors, constantly alert to their responsi- 
bility, supervise every operation from the foun- 
dry to the finished product. 


No effort is spared to safeguard MILVACO 
quality. 
Thousands of complete MILVACO installations, 
No. 575 from coast to coast, pay lasting tribute to the 
Union Bennet Globe ; ‘ ° 
Valve with renewable high standards of MILVACO Heating Special- 


eee fice holden’ ties and Approved Bronze Valves. 





Leading, recognized plumbing and heating jobbers, all over the nation, 
recommend and sell the complete MILVACO lines and heating con- 
tractors, maintenance men and engineers who conscientiously strive 
for higher efficiency and lower costs 
select and install MILVACO products. 


The U. S. NAVY and other GOVERN- 
MENT departments use thousands 
of MILVACO valves and each year 
more MILVACO units are put into 


additional uses. 


Send for copies of illustrated price 


lists of MILVACO Heating Special- 





No. 215 
ties and Approved Bronze Valves. Packless Radiator Valve 


MILWAUKEE VALVE COMPANY 


MILWAUKEE WISCONSIN 




















when the steam supply is closed off. The perforations 
in the pipe usually are % in. in diameter and discharge 
downward as shown in Fig. 4. The perforated pipe is 
usually supported a few inches above the roof on brack- 
ets and the melted snow and ice runs down the gutter 
under the pipe so that the steam jets keep this from re 
freezing again before reaching the roof drain. The 
general arrangement of such pipes is also indicated in 
Figs. 4 and 5; also, Fig. 5 indicates a cross section 
showing the method of supporting the pipes. 

In order to avoid unduly large size pipe it is custom- 
ary to feed such melting pipes at the middle and when 
so fed the area of the pipe should approximately equal 
the combined area of all of the perforations supplied by 
that pipe. In Fig. 6 a detail has been shown which 
indicates that with '% in. holes on 12 in. centers a 1 in. 


/ 


pipe may be made /O ft. long, a 1% in. pipe 120 ft. 


long, and 1% in. pipe 160 ft. long and a 2 in. pipe 270 


ft. long. It is best to use shorter pipes of small size 
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Fig. 6 


as the drag on the boiler is reduced when this is done. 
hig. 6 also gives the required size of supply pipe, the 
size of the melting pipe and the permissible length of 
pipe run. 

Such pipes will thaw out gutters in the coldest weather 
but it may be that in your case you wish to actually 
melt the snow as well as to keep the gutter open; for 
melting the snow off the roof it would be a_ better 
scheme to place coils or ceiling radiators on the inside 
of the building immediately below the portion of the 
roof to be kept clear and to box these in so as to keep 
the heat against the under side of the roof when the 
heating surface has steam turned into it. We do not 
recommend placing a coil exposed on the roof, as you 
suggest, and the inside coil or heating surface may 
have its condensation returned to the boiler without an) 
difficulty. 
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Diameter Ratios 


© Tt may not seem so, but the diameter and 
circumference of a circle are in a ratio 


To THE EpITor: 

[ have a mathematical problem, which is as follows: 

Given a perfect circle 24,000 ft. in diameter, add to 
this 24 ft. so that it makes a perfect circle 24,024 ft. in 
diameter. The question is, by how much is the diameter 
of the larger circle increased over the diameter of the 
smaller circle? 

Is there a relationship between the diameters, which 
Js independent of the original circumference? In other 
words, would the increase in diameter be the same if 
the original circumference were, say, 100 ft.? What 
bothers me in working out this problem is the fact that 
the diameter of the larger circle is increased approxi- 
mately 3 ft., which I consider a relatively large amount 
because of the great length of the original circumference. 
What are your comments on this problem? 


il. G. W. 


To THE READER: 

The increase in the diameter of a circle for a given 
increase in the circumference will be the same regardless 
of the size of the circle and amounts to 0.318 plus of the 
amount added to the circumference. This is arrived at 
in the following manner: | 

If the circumference of any circle is “pi” times the 
diameter—which, of course it is,—then the circumference 
must be 





3.1416 times the length of the diameter, 
and, conversely, the diameter will be 
circumference/3.1416 or circumference * 0.318. 

Therefore the increase-in the diameter of a circle for 

the addition of 24 ft. to the circumference will be 
24 ft. & 0.318 or 7.6 ft. 
Proof: 

Assume a circle 1 ft. in diameter with the diameter 
represented by “d” and the circumference represented by 
“ec.” Similarly, a circle 1,000 ft. in diameter with the 
diameter represented by “D” and the circumference by 
oe 

Then the circumference of the small circle is 
d & 3.1416 or 3.1416 ft. (c) 
and the circumference of the large circle is 
D X 3.1416 or 3,141.6 (C) 
and, if 24 ft. is added to each circumference, the new 
circumferences become 
3.1416 plus 24.00 or 27.1416 ft. (newc) 
3,141.6 plus 24.00 or 3,165.6 ft. (new C) 

Sut it previously has.been shown that the diameter 
must be approximately 0.318 of the circumference; so 
the new diameter of the small circle must be 

27.1416 & 0.3183 or 8.63 ft. (new d) 
while the new diameter of the large circle must be 
3,165.6 * 0.318 or 1,007.16 ft. (new D) 

These new diameters now will be compared with the 
original diameters to see if the amount of increase is 
the same or if it is different. 

Small Circle Large Circle 
WOW @ ce ciagss 8.65 ft. i) 1,007.16 ft. 
original d ..... 1.00 ft. original D ... . 1,000.00 ft. 


increase ....... 7 65 ft. increase ...... 7.16 ft. 
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The BEAVER MODEL-A SPECIAL Pipe Machine cuts, 
threads, reams and chamfers all sizes of pipe from %& to 
2-inch—not merely '% to 2-inch. 2'4 to 12-inch may be 
cut and threaded with geared tools and drive shaft. Also 
cuts and threads solid rounds, bolts, etc. Resale price 
$295.00—complete with quick-opening fully-adjustable die- 
head and dies to thread % to 2-inch pipe. 





























Ten Advantages of 
a Wheel Cutoff 


Beaver Model-A Pipe Machine may be had with either a 
Knife-type or Wheel-type Cutoff. However, the Wheel 
Cutoff has ten definite advantages worthy of serious con 
sideration. 

1. CUTS FULL RANGE % TO 2-INCH. The Knife 
Cutoff cuts % to 2-inch. 


2. CUTS SOLID ROUNDS—bars and bolts up to 
l-inch. Knife Cutoff does not. 


IT’S FASTER. Cuts 2-inch in ten seconds. 


NO “CHATTER.” No broken cutting points when 
using the simple wheel cutoff. 


5. NO DULL KNIVES. Cutter Wheels are inclined 
to be self-sharpening. 


6. SIMPLICITY. Nothing to get out of order. No 
“gauge” required to set. 


NEW WHEELS COST BUT 24c—and they ordi- 
narily last for weeks. Any “make” of wheel will fit. 


8. NO “FIN.” Knife Cutoff leaves a “fin” on the pro- 
jecting pipe end. The Wheel Cutoff leaves no 
“fin,” and the very slight burr is quickly removed 
with the swinging cone reamer. 


EASIER CUTTING. Powér applied directly back 
of cutting wheel by large handy starwheel. Easier 
cutting. 


10. CUTS SHORTER LENGTHS. Loosen one screw 
and the Beaver Wheel Cutoff may be removed as 
a unit for cutting close up to chuck. A big ad- 
vantage. 


-» 


~I 


so 


The Wheel Cutoff will cut all kinds of pipe—steel, wrought 
iron, brass, copper, etc. Special wheels (24c) available 
for cast iron pipe or thin-wall tubing. 


Write for complete catalog. 


BEAVER PIPE IQGDLS 


Warren, Ohio 





137 Dome Ave. 


It pays to buy good tools! 
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AN EVERY i ad PLAN 


if 


Questions 


ror READERS 


The following reader’s question was published in the Novem- 
ber, 1936, issue. The answer published was chosen because it 
covered all the factors involved in a clear, concise manner. The 
question was: 

Why 1s tt tmpossible to carry a desirable amount of 
humidity in a room with single glass windows on a cold 
day and how much relative humidity can be carried in a 
room under this condition with an outside temperature 
of 25 deg. Fahr. without sweating or frosting on the 
window? 

Owing to the fact that the inside window surface as- 
sumes a temperature below the dew point of the inside 
air when reasonably high inside relative humidities are 
carried, it follows that in times of low outside tempera- 
tures the relative humidity within the room must be low- 
ered to a point where the dew point of the room air will 
be below the temperature resulting on the inside glass 
surface against which the room air résts or is in contact. 
Windows having a single glass, as distinguished from 
windows having a double glass with an air space be- 
tween, are particularly dangerous in this respect as the 
inner glass surface assumes a much lower temperature 
with the same outside temperature in a single glass win- 
dow than it does where a double glass window has been 
installed. 

Ordinarily about 50 per cent is considered a good 
average inside humidity to be carried in the room; with 
single glass windows it has been found that condensation 
on the inner glass surface with 50 per cent relative 
humidity in the room and a room temperature of 69 to 
70 deg. Fahr. occurs at about 40 deg. Fahr. outside, and 
that outside temperatures below 40 deg. Fahr. must have 
a corresponding reduction in relative humidity in the 
room if condensation on the glass and/or frosting up of 
the glass are to be prevented. 

In the case cited in the problem it is assumed that 
the outside temperature is 25 deg. Fahr., and in this 
event it has been found by test that the maximum humid- 
ity which can be carried in the room without frosting or 
condensation will be about 15 per cent. Also at this time 
the inside surface of the glass assumes a temperature of 
about 30 deg. Fahr. which means that the condensation 
will be frozen as it condenses on the glass and will ap- 
pear, therefore, as frost. With double glass windows 
it is possible to carry 50 per cent relative humidity down 
to points around zero which is only another argument 
in favor of double glass; the other, of course, being the 
economy which is obtained when double glass is used 
compared to the heat loss with single glass. 























PATENTED PATENTS PENDING 






Mr. and Mrs. Homebuilder demand a modern bathroom. 
They insist the bathroom must be the last word in 
layout and appearance. That’s why the T/N one-piece 
water closet is their first choice. Beautiful and modern 
in design the T/N needs no wall for attaching. You 
can place the T/N even under a staircase. The centrif- 
ugal flushing action is quiet yet powerful, the non- 
overflow feature removes the danger of messiness and 











damage to floors and ceilings. Atmospherically vented 





to prevent any possible water supply contamination. 
Available in a wide variety of colors, the T/N meets all 
trends in modern bathroom design. Priced so you can 
include the T/N in the smallest home building budget. 


T/N ONE-PIECE WATER CLOSET 


W. A. CASE & SON MANUFACTURING COMPANY Founded 1853 
Dept. F-17, 31 Main Street, Buffalo, N. Y. 








How Would You Answer 
This Question? 


How many Btu. will be required to change a lb. of ice 
tees A adabemendem eae — at zero deg. Fahr. into steam at 100 lb. gauge pressure’ 

Here is one that should interest all those who have a mathe- 
ab iets | my aes ger ae matical turn of mind. Sharpen up your pencil and figure it out 
| —without using reference tables—if you can. The first correct, 
and most interesting, answer will be paid for and published in 
the March issue of Domestic ENGINEERING. 
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PRODUCTS 
fo DEALERS 


An Automatic 
Trap Seal Valve 


A new automatic trap seal valve which is designed to 
maintain constant water seals in the traps of floor drains 
or other seldom used fixtures has been introduced on the 
market recently, and is shown in the accompanying illus- 
tration. 

The valve has one moving part—a piston. The oper- 
ation of the valve is described as follows: when water 
is drawn at the plumbing fixture in whose supply line the 
valve is installed, the flow of water forces up the piston. 
This action opens a small aperture through which a small 
amount of water flows into the pipe extending to the 
trap. Approximately 24 pint of water per minute is 
discharged. An opening in the drain connection of the 
primer eliminates a sealed connection between the supply 
line and drain, and prevents back-siphonage. The valve, 
which is listed as being self-cleaning, is made of brass. 
It is available with % in. unions on the supply ends and 
Y% in. tapping on the outlet end, and also with 34 in. 
unions on the supply ends. 

Phillips Corporation, Portland, Ore., announces this 
automatic trap seal valve. 








Trap Seal Valve 


New Unit Heater 


A New 
Unit Heater 


A new unit heater which is designed for installation 
in large spaces where it is desirable to blanket the floor 
in several directions from one unit, has been announced, 
and is shown here. 

The model is available in 28 sizes with four diffuser 
arrangements for the wide spread of heat. The unit also 
embodies what is termed a “‘cradle coil’ which, it is indi- 
cated, eliminates expansion and contraction strains on 
the heating element. The unit is finished in gun metal 
color, and embodies the construction used on other 
models in the company’s line. Ranges of capacities listed 
as being available include models rated from 21,000 to 
310,000 Btu., with the rating being based on 2 Ib. steam 
and 60 deg. Fahr, entering air. 

The Trane Company, LaCrosse, Wis., announces this 
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BUYING 
ANY PIPE 
THREADER 

















THESE 


4/ 
SS 


One automatic self-opening 
die head covers complete 
capacity range. 

e 





















One set of H. S. S. chasers 
threads complete standard 
range — changeable only for 
s thread or pitch variation. 

* 


Chasers are easily and quickly 
changed. Screw-driver only 
tool required. 


* 
Chasers held in massive hold- 
ers—no bushings. 
Die-opening trigger automat- 
ically opens chasers at cor- 
rect thread length. 


A basic improvement 
in design that sets an 
entirely NEW STAND- 
ARD of economical 
efficiency. 
found on no other 
Pipe Threader. Speed, 


2 
Cutting off and chamfering at 
same operation. 
Features e 
Gears are steel-cut, running 
in oil. Hardened chrome-nickel 
steel wearing parts. 





accuracy and con- ° 
venience never be- TIMKEN ROLLER BEARING 
fore possible. Write equipped. 







for details. 






Sturdy construction—excep- 
tional reliability. 






JARECKI MANUFACTURING CO. 





new unit heater. 


Erie, Pennsylvania, U.S.A. 
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Now—when you are thinking about Air 
Conditioning for next summer—and the 
profits that come from increased sales, 
efficiency, and production as the result 
of customer comfort and better work- 
ing conditions. 


Remember—Century Motors add these 
essentials to any Air Conditioning in- 
stallation: 


They start quietly—run quietly—are re- 
markably free from vibration. 


These features are Century’s distinct 
contribution to QUIET Air Conditioning. 
. 


MORE THAN 800 TOTAL HORSE POWER 
of CENTURY MOTORS in the 
ST. LOUIS MUNICIPAL AUDITORIUM 


Sizes from 2 to 60 Horse Power 


Driving Fresh Air Supply Fans, Exhaust Fans, Dehu- 
midifying Pumps, Circulating Pumps, Pressure Pumps, 
Air Compressors, Curtain Hoists, Generators. This is 
only one of the many large installations where Century 
Motors are adding more value to the benefits of Air 
Conditioning. 


CENTURY ELECTRIC COMPANY 
1806 Pine Street . . St. Louis, Mo 
Offices and Stock Points in Principal Cities 


SIZES UP TO 600 HORSE POWER 
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Motor Driven 


Aspiration Psychrometer 

A motor driven aspiration psychrometer which is 
designed to give accurate relative humidity readings in 
one minute has been announced recently, and is shown 
here. 

The instrument is available in two types, one of which 
is powered by a self-contained battery and the other 
wired for 110 volts, 60 cycle alternating current. Both 
models employ the principle of drawing air, by means of 
the motor operated fan, across the mercury bulbs of the 
two thermometers which are suspended in the air stream. 
The thermometers, calibrated in single degrees ranging 
from +-30 to 120 deg. Fahr., are placed near the end of 
the intake sleeve so that the incoming air passes first over 
the dry bulb and then the wet bulb. The psychrometers 
are contained in carrying cases, the front of which is 
removable, and are to be carried in an upright position 
so that the water chamber can be kept filled with water 
and ready for use. <A table for computing relative 
humidity and a pocket slide rule for determining direct 
reading relative humidity are furnished with each instru- 
ment. 

H-B Instrument Co., Inc., 2513 N. Broad St., Phila- 
delphia, Pa., is the manufacturer of these new motor 
driven aspiration psychrometers. 





Above, Stoker Control 





Left, Motor Psychrometer 


Stoker 


Control 

A new stoker control has just been introduced on the 
market, and is shown in the accompanying illustration. 

Features included in this new control are: a trip-free 
bimetallic protective unit; built-in knife switch and fuse 
receptacle; synchronous electric timer; pilot relay; and 
a transformer to supply low voltage current to the 
thermostat circuit. The overload protective unit is de- 
signed to give positive protection against motor over- 
load, and is listed as giving uniform operation through- 
out the life of the control without the replacement oi 
parts. It is equipped with a trip-free reset button which 
is designed to prevent blocking the contacts closed and 
eliminating the chance of running the stoker motor 
without overload protection. ‘The thermostat circuit op 
erates on 25 volts, and the stoker control 1s rated not to 
exceed 1% h.p., 110 volt, 50 or 60 cycle as standard. 
Models for other currents are available. 

Penn Electric Switch Co., 2000 E. Walnut St., Des 
Moines, Iowa, is the manufacturer of this new  stoker 
control. 
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New Packless 
Globe Valve 


A new packless globe radiator valve which is designed 
for use in steam, vapor and hot water systems has been 
introduced on the market just recently. It is shown in 
the accompanying illustration. 

Designed for use particularly where a vertical or 
straight way connection can be used practically, this 
valve is of an all metal packless construction. It is 
adapted for use in systems with concealed radiation. A 
double union feature permits easy installation in close 
connections in the concealed radiation installation. An 
extended tailpiece which is listed as a feature for bottom 
connected radiators extends into the radiator and pre- 
vents the accumulation and return of condensation 
through the supply valve. Steam bronze is used through- 
out in the construction of these valves, which are avail- 
able in chrome plated, nickel plated or bronze finishes, 
as specified. Sizes listed as being available are 34 in., 
1 in. and 1% in. 

The Jas. P. Marsh Corporation, 2073 Southport Ave., 
Chicago, is the manufacturer of this new radiator valve. 





Belt Drive and Mounting 


Packless Globe Valve 


New Belt Drive and 


Motor Mounting 

A new combined V-belt drive and motor mounting 
bracket unit has been announced recently, and 1s shown 
in the accompanying illustration. 

Designed to provide dependable power transmission 
from the motor to the driven unit, the combination 1s 
available in sizes for motors up to 500 h.p. capacity. 
The use of the motor mounting with the V-belt drive 
permits the stretch of the belt to be taken up auto- 
matically, and belt slip is eliminated. Tension ts 
removed from the belts when the motor is not in opera- 
tion, permitting the belt to “rest,” prolonging the life 
of the belt. The mounting may be obtained alone it 
it is desired, it is indicated. 

Rockwood Manufacturing Company, Indianapolis, 
Indiana is the manufacturer of this new belt drive and 
motor mounting unit. 


A New 
Ratchet Threader 


A new ratchet pipe threader has been introduced on 
the market just recently, and is shown on the next page. 
Three sets of dies, each threading two sizes—'4 and 


3g; Y% and 34; and 1 and 1% in. pipe sizes, cover the 





opportunities for the pl umber 
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GREATER 


convenience for the house wife 


GREATER 
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The | 
WAKEFIELD 
Cabinet Sink 
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, 
KIrcHEN drudgery, always 
the bane of woman’s existence, 
now goes into the discard greater selling opportunities 
wherever this new WAKE for the plumbing contractor. 
FIELD Cabinet Sink is in- Despite its spaciousness, the 
stalled. WAKEFIELD is not bulky 
nor lacking in beauty. Its 
trim, graceful lines and smart 


ever thought possible ... con 
venience which opens new and 


Providing ample shelf and 
drawer space to accommodate looking fixtures have a very 
practically every kitchen ne special appeal for women... 


cessity, the WAKEFIELD an appeal which actually 


brings far greater convenience SELLS. Get the complete 
to housewives than they had details. Write today. 


The 


ENTIRE 
Kitchen 











From the beginning of Sanitation, 

(‘AST [RON Enameled ware has THIS SHIELD 1S 
stood the teat of time. BUY CAST YOUR PROTECTION 
IRON ENAMELED WARE, 


Tnite? States Sanitary NYY. Co. 
GENERAL OFFICES: PITTSBURGH, PENNSYLVANIA 


































































THAN 
ORDINARY WATER HEATERS! 


And everybody says: ‘How can they do it?” There 
are two answers... 


1. Because Kleen-Tubes weigh only 2 ounces per 
gallon of capacity instead of nearly halfa pound. 

2. Because they are engineered for economical 
production. 


That’s why Adams can sell you a straight-tube, 
cleanable heater . . . built entirely of copper and 
bronze (setting new standards of performance and 
appearance) at the price of conventional heaters. 

Kleen-Tubes cost no more to buy and THEY 
COST MUCH LESS TO USE! Why? Because—for 
the first time—they provide trouble-free hot water 
service without repairs or replacements. When 
you install a Kleen-Tube it’s there for the life of 
the heating plant. 

Made in 16 sizes from 40 gal. to 800 gal. 


Ask for Bulletin No. 110 


ADAMS ENGINEERING CO., Inc. 


2607 WENTWORTH AVENUE, CHICAGO 


DOMESTIC ENGINEERING 

















January, 1937 


range from % to 1% inches with this one tool. It is 
indicated that the die sizes are changed quickly, and that 
they are adjustable for cutting standard, oversize and 
undersize threads. A three jaw self-centering chuck 
centers the pipe without the use of bushings or grip 
screws. The threading dies are placed above the face 
of the stock to provide clearance for oiling and to allow 
the chips to fall away. The tool body is made of malle- 
able iron, and the dies are of vanadium steel. A stand- 
ard pipe handle is to be used with this threader, which 
has a rustproof finish. Dies available are for American 
or Whitworth pipe sizes, left or right. It is indicated 
that special thread pitch dies can be obtained upon 
request. 

Beaver Pipe Tools, Inc., 1200 Dome Ave., Warren, 
Ohio, is the manufacturer of this new ratchet threader. 





Above, Ratchet Threader 
Right, New Thermostat 





A New 
Thermostat 


A new thermostat which is designed for industrial 
applications requiring a flexible connection between the 
head and the sensitive end has been announced recently, 
and is shown here. 

It combines a dial thermometer with an automatic 
control and is designed to control temperatures at long 
or short ranges, starting and ending at any desired tem- 
perature between —40 and +650 deg. Fahr. The instru- 
ment is adjustable while it is in operation by means ol 
a screw, which moves a red indicator over the ther- 
mometer scale. Bulbs listed as standard are of copper, 
bronze or steel, according to the type specified, and it is 
indicated that bulbs of a nickel-chromium alloy, nickel, 
or stainless steel are available. The electric ratings listed 
for the thermostat are 10 amperes at 100 volts; 5 amperes 
at 220 volts; and % h.p. motor at 110 or 220 volts alter- 
nating current. Dimensions of the case are given as 6% 
in. by 6% in. by 2% in. 

Sarco Company, Inc., 183 Madison Ave., New York 
City, announces this new thermostat. 


New Radiator 
Valve Handle 


A new handwheel for use on packless or packed type 
radiator valves on steam and hot water heating systems 
which is designed to fit harmoniously with any style of 
interior decoration has been announced recently, and is 
shown on the following page. 

Bakelite composition having a high tensile strength 
and hardness, which, it is indicated, does not chip or 





































crack except under extreme conditions, is used in the 
' construction of this valve handle. They are made in 
sizes for use on 14 in. to 2 in. radiator valves. A feature 
listed for the handles is that they are non-heating. They 
are finished in an ebony color, which is obtained by 
polishing the bakelite material of which they are con- 
structed. 

This announcement comes from the Milwaukee Valve 
Company, Milwaukee, Wis. 


New Line of 
Domestic Stokers 


A new line of automatic coal stokers for domestic 
heating plants has been announced recently. One model 
of the line is shown here. 

This announcement covers two models, which have 
capacities of 30 and 50 lb. of coal per hour. Some of 





Above, Domestic Stoker 





Left, New Valve Handle 


the features listed for the smaller stoker are: 320 to 3/0 
lb. hopper capacity ; 4 h.p. stoker motor ; 600 sq. ft. steam 
and 900 sq. ft. water radiation surface ; 3 coal feed adjust- 
ments; rectangular retort, 73 in. overall length. The 
larger size has these specifications: 400 Ib. hopper 
capacity ; 44 h.p. stoker motor ; 1000 sq. ft. steam or 1500 
sq. ft. water radiation; 5 coal feed adjustments; round 
retort; and 82 in. overall length. The small model is 
available in gray and black wrinkle lacquer and aluminum 
finishes, and the larger model is finished in gray and 
black enamel. 

Norge Heating and Conditioning Division, Borg-War- 
ner Corporation, Detroit, Mich., announces these new 
coal stokers. 


Pipe Clamp for 
Sealing Leaks 





New Pipe Clamp 
For Sealing Leaks 


A new pipe clamp which is designed for use in sealing 
leaks has been announced recently, and is shown here. 

Malleable metal is listed as being used in these repair 
sleeves which are available in models and sizes for iron 
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Here is an automatic mixing 
valve for hot and cold water 
that meets all the require- 
ments of industry. 

Wherever water is required 
at different temperatures — 
for showers, wash rooms, 
cleaning, or process work — 
this simple, compact and self- 
| contained unit will do the job 
| of mixing automatically, with- 

out supervision. 


7 SARCO ¥ 
Water Blender # 


has the following valuable features: 








er 





# 


ar 








1. Can be furnished for any temperature between me ‘e 
30° and 250° F. ee 4 
2. Adjustable in the field a total of 50° F. us a 


3. The valve has double seats for both hot and 
cold water. It {s, therefore, fully balanced. 
Differing or fluctuating pressures will not dis- 
turb the operation. No reducing valves are 
required. 

4. Furnished in all brass construction for installa- 
tions where appearance is important—nickel or 
chromium plated if desired. Also made in iron 
body with bronze trim. 

5. Available in sizes 4” to 4” for pressures up to 
150 Ibs. 





The Sarco Blender is used also as an auto- 
matic by-pass valve for the control of tempera- 
tures of cooling water or brine in connection 
with unit coolers, brine coils, engine jackets and 
similar applications. 





For full information write for Bulletin M-140. 


SARCO COMPANY, Inc. 
183 Madison Ave. New York, N. Y. 


Branches in Principal Cities 


Sarco Canada Limited, Federal Bide. 








Toronto, Ont., Canada 
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pipe ranging from 3 to 12 in. They are designed for pipe 
lines carrying up to 250 Ib. per sq. in. working pressure, 
hut it is indicated that sleeves are available for working 
pressures up to 500 Ib. per sq. in. The sleeve may be 
applied to pipe in full or part service, and is applied by 
means of a wrench. For long splits in pipes, two or more 
sleeves can be joined together to form a _ multiple 
installation. 

S. R. Dresser Mfg. Co., 
new split repair sleeve. 


sradford, Pa., announces this 





Swivel Box Connector 


New Metal Snip 


A New 
Metal Snip 

A new metal snip which is designed for cutting sheet 
metals up to 17 gauge thickness, and which has the 
ability to pivot as it cuts, thus allowing the user to 
follow curves and angles in cutting, trimming and _ pro- 
ducing designs, has just been introduced on the market. 


You Get DEPENDABILITY 


in a Gas Pressure 


REGULATOR 
Built by 


BARBER 








yn, 
1%”, and 2” 
lf there is any place in the world where a cheap 
product is ill-advised—it's in the case of Gas 
Pressure Regulators. Barber Regulators have 
A.G.A. Approval, complying with severe require- 
ments as to pressure drop and precision of opera- 
tion. Moderately priced for Regulators of the 
highest grade. Compact design, all-bronze bodies, 
accurate workmanship and assembly—gas-tested 
and inspected. These qualities ARE essential for 
Regulators you can install—and FORGET. 
Write for literature, prices and discounts 


on the Barber line of Burners, Controls 
and Regulators. 


THE BARBER GAS BURNER CO. 
3704 Superior Avenue, Cleveland, Ohio 


Address Michigan Inquiries to The Barber Gas Burner 
Co. of Michigan, 4475 Cass Ave., Detroit, Michigan 
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Some of the features listed for this shear are: the 
hand grip, which consists of a ring for the forefinger 
as well as a loop to accommodate the hand, serves the 
double purpose of providing a better direction to the 
snip and greater protection to the fingers from the 
edges of the cut metal; the snip is made of electric 
furnace steel; the bolt is made of an alloy steel, because 
of the torsion to which the snip is subjected as it cuts; 
the spring construction of the bolt keeps the shear in 
tension and adjustment, taking up any wear, and 
preventing the formation of burrs on the metal being 
cut. The shear is 12 in. long, and weighs 134 Ib. 

J. Wiss & Sons Company, Newark, N. J., is the 
manufacturer of this shear. 


New Swivel 
Box Connector 


A new box connector for fastening conduit and BX 
cable to apparatus or transformers to which the cable 
is attached has been announced just recently, and 1s 
shown in the accompanying illustration. 

The body of this connector is designed so that it 
rotates on a swivel, while the threaded shank remains 
rigid. The connector is set at the desired angle by 
means of a set screw outside of the box, thus permitting 
adjusting or tightening the connector without getting 
inside of the cable box. Another service performed by 
the set screw 1s taking up the strain which would other- 
wise be on the locknut inside the box. 

This swivel box connector is manufactured by the 


Kwikon Company, 608 W. Jackson Blvd., Chicago. 
pan) j g 











All Copper or Copper Silicon Alloy 


BOILERS - TANKS 
STORAGE HEATERS 


“HERCULOY” or “EVERDUR” 
as Specified 


Gerstein & Cooper Products are installed in 
many prominent buildings, public and pn- 
vate—such as schools, colleges, hospitals, in- 
stitutions, hotels, industrial plants, and United 
States Government Buildings,—strong evi- 
dence of merit in products and service. 





Gerstein & Cooper are making prompt deliv- 
eries on Government Orders, Federal Specifi- 
cations WW-P-541 for many Jobbers and Con- 
tractors throughout the country. For quick 
Service send your specifications to Gerstein 
& Cooper. 


GERSTEIN & COOPER CO. 


Main Office and Factory 


SOUTH BOSTON, MASSACHUSETTS 
Offices in New York and Chicago 
Represented by Edward Sinn. Harrison, N. J 


. and 
Lydon, Cousart & Co., Charlotte, N. C. 
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New Information 
and Aids to Sales 


Anthracite Coal 


Mailing-Piece 

Anthracite Industries, Inc., Chrysler Bldg., New York 
City, has prepared a three-color mailing-piece explain- 
ing the new way to merchandise anthracite coal by the 
development of improved burning equipment. The text 
of the folder, which is illustrated, compares modern 
merchandising methods with old-fashioned ones. When 
opened, the folder forms a poster 22 in. by 34 in. in 
size, which is to be displayed in the window of the 
dealer receiving the bulletin. This poster page contains 
information on anthracite burning equipment and lists 
the repairing and modernizing services for heating 
equipment offered by the dealer displaying the poster. 


Folder on 


Unit Heaters 

An eight page folder on unit heaters has been issued 
by National Fan & Blower Corporation, 543 W. Wash- 
ington Blvd., Chicago, Ill. Photographs and descrip- 
tions of the various units in the line, and photographs 
of actual installations are featured. Also included are 
tables giving the dimensions and capacities for both 
propeller and blower type units, and a table for deter- 
mining the capacity and final air temperature at various 
gauge pressure. The folder is printed in two colors, 
and measures 814 by 11 in. in size. 


Literature on 
Humidifying Systems 


Monmouth Products Co., Cleveland, Ohio, has issued 
two folders and a price sheet on their line of humidify- 
ing systems for warm air furnaces. The folders, which 
are printed in colors, describe the humidifying systems 
and give typical hook-ups for the two types of installa- 
tion, one with basement control and the other with the 
control in the rooms. They also describe a filter unit 
which is standard with the room-controlled installation 
and optional with the other installation. The folders 


4 


and the price list measure 8% in. by 11 in. in size. 


~ 


Literature on 
Heating Equipment 
National Radiator Corporation, Johnstown, Pa., has 
issued a pocket-sized, 27-page booklet covering their line 
of boilers, radiators and convectors; and a 36-page 
booklet, 814 in. by 11 in. in size, on convectors. The 
former contains illustrations and descriptions of vari- 
ous models of coal, oil, gas and stoker fired boilers ; radi- 
ators; convectors; enclosures; and unit heaters. ‘The 
other booklet includes an illustrated section showing 
construction features of the unit; illustrations and con- 
struction features of enclosures for the units; tables of 
ratings; charts, tables and other data on performance ; 
applications; and photographs of installations. Both 
booklets are printed in two colors. 


| 


' 


~ 
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For utmost satisfaction, be sure every boiler you install is equipped 
with an EXCELSO Heater. Here’s an EXCELSO installed by S. 
A. Manley, heating contractor, Chagrin Falls, in Gates Mills, Ohio. 


\93 
"i EXCELSO! 


@ Profit days are here again 

with the long odds on 

the specialties and EXCELSO Indirect Water Heat- 
ers out in front for sure earnings. 

You’ll be cash money ahead to start 1937 with 

EXCELSO’S complete line — Indirect Water Heaters, 

Tankless Indirect Heaters, Direct Heaters and Boiler 

' Boosters, Tempo Mixing Valves and Klearway Klean- 

ing Valves. 
For 20 years EXCELSO has been recognized by the 
trade as one of the outstanding money-makers to 


handle. Write NOW for the complete data. Start 1937 
with EXCELSO. 


EXCELSO PRODUCTS CORPORATION 
57 Clyde Ave. Buffalo, N. Y. 


In Canada: Railway & Engineering Specialties, Lid. 
Montreal Toronto Winnipeg 








EXCELSO PRODUCTS CORPORATION 
57 Clyde Ave., Buffalo, N. Y. 


We can use some extra profits. Send us information 


on the complete EXCELSO line. 
FIRM : 
ADDRESS 
BY 


es 
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CHESTER PIPE 








USED IN 


Fort Worth’s 
New Post Office 


Years of trouble-free service on the part 
of Chester Pipe will help this building to 


remain, as it is now, a landmark in its 


Architects: Wyatt C. 
Hedrick, Inc. 


Plumbing @& Heating 
Contractor: Farwell 
Co., Dallas, Texas 

General Contractor: 
Algernon Blair, Mont- 
gomery, Alabama 


community. 


By specifying “Chester,” you make certain 
that you and your customer will receive 
the benefit of a dependable product. Our 
nearness to your market assures you of 
prompt and economical delivery. 


You are invited to write for full 





particulars. 








“GOOD ENOUGH” 
METHODS ARE NOT 
GOOD ENOUGH FOR CHESTER 


ne ites cdemnttonis Sasi é 


SOUTH CHESTER TUBE CO. 
CHESTER, PA. 


New York Office: 30 Church Street 


Pittsburgh Los Angeles 
Fort Worth Tulsa 


CHESTER 


STEEL PIPE _ 





San Francisco 
Houston 
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Window Posters 


for Plumbers 

Standard Sanitary Mfg. Co., Pittsburgh, Pa., has just 
issued two posters for window displays which feature 
new building and the part the master plumber plays in 
safeguarding the health of the nation. One poster is a 
reproduction of an advertisement which was scheduled to 
appear in newspapers on Jan. 2, 1937, and is headed 
“America Is Building Again.” The other poster, which 
is printed in color, shows the place of the master plumber 
in protecting the health of the nation. These posters 
measure approximately 24 in. by 37 in. in size, and are 
provided with gummed stickers for placing them in shop 
windows. 


Gate Valve 
Mailing Piece 

A three color mailing piece describing a new line of 
gate valves has been published by The Kennedy Valve 
Manufacturing Company, Elmira, N. Y. The mailing 
piece, which is listed as Bulletin 47, contains large sec- 
tional views of the valves with references to the out- 
standing features of their design in addition to descrip- 
tive material. An illustration showing the structure of 
the metal, and other views demonstrating how to con- 
nect, operate, repack, lubricate and disassemble the 
valves are included. The mailing piece is approximately 
17 in. wide by 20 in. in height when open. 


Folder on Asphaltic 


Jointing Compounds 

An eight-page folder on asphaltic jointing compounds 
has just been issued by the Clay Products Association, 
111 W. Washington St., Chicago, Ill. It contains a list- 
ing of types of jointing compounds and their manufac- 
turers, as well as such information as qualities of joint- 
ing materials, methods of making joints, practical tests 
for jointing compounds, prevention of root growth and 
a group of tables showing the amount of jute and joint- 
ing compound required per joint for various sizes of 
pipe. The folder is 8% by 11 in. in size. 


Folder on 


Tankless Water Heater 

3ell & Gossett Co., 3000 Wallace St., Chicago, IIl., has 
just issued a four-page folder describing its new tank- 
less water heater. The folder contains descriptive mat- 
ter on the new heater, photographs and cut-away views. 
It also contains diagrams showing how the heater is to 
be connected to steam, vapor or hot water boilers. Di- 
mensions and capacities for the various sizes in the line 
are also given in this folder, which is printed in colors 
and measures 81% by 11 in. in size. 


Schedule of 


Exhibits for 1937 

Exhibitors Advisory Council, Inc., 330 W. 42nd St., 
New York City, has just issued its second annual sched- 
ule of shows and exhibits to be held in 1937. In this 
twenty-four-page booklet are listed all the major meet- 
ings which have been scheduled. Copies are available at 
the headquarters of the company, at $5.00 each. 
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New Folder 


On Convectors 

American Radiator Company, 40 W. 40th St., New 
York City, recently has prepared a four-page folder 
covering the line of enclosures for convector radiators 
manufactured by that company. The folder is illus- 
trated with photographs of apartment interiors showing 
installation, and photographs of exteriors of apartment 
buildings which are equipped with the units. Descrip- 
tive material accompanies the illustrations. The folder 
is 8% in. by 11 in. in size. 


Bulletin on 


Speed Reducers 

Bulletin 22-10, a two-color, pocket-sized folder has 
been issued by Janette Manufacturing Company, 556 
W. Monroe St., Chicago. The bulletin covers the com- 
pany’s line of motorized speed reducers. Illustrations 
of different models of the units, together with engineer- 
ing data, take up the major part of the bulletin. The 
rest of the space is devoted to general information on 
the line. 


Stoker 


Booklet 

A 28-page booklet, recently released by Link-Belt 
Company, 2410 W. 18th St., Chicago, covers that com- 
pany’s line of automatic coal stokers for industrial and 
commercial use. Illustrations of various models and 
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their parts, cut-away views showing the units in opera- 
tion, reproductions of testimonial letters and photo- 
graphs of installations are contained in the booklet. Data 
showing savings effected by automatic stoker heat also 
are included. 


Folder on 


Unit Heater 

Airtherm Mfg. Co., 1474 S. Vandeventer, St. Louis, 
Mo., has issued a folder on its line of unit heaters. It 
contains a description of the heater, lists the engineer- 
ing features, and gives capacities and conversion factors 
for the different models in the line. Illustrations of the 
various models are also included in the folder, which is 
printed in colors, and measures approximately 8 in. 
by 11 in. in size. 


Social Security 


Bookkeeping Forms 

A system of bookkeeping forms for Social Security 
Act records has been introduced by the Acme Card 
System Company, 8 S. Michigan Ave., Chicago, II. 
The forms are issued in different styles, ranging from 
small record books to tray cabinets for companies having 
small or large numbers of employes. Among the forms 
developed for the Social Security Act records are an 
individual payroll record; an annual payroll summary; 
a personnel form; an unemployment tax record and an 
employe’s contribution record. 





















f | 
Show em Bf CleanSpray HEAD 
Se I ‘e m re ; | Ve 


Clean Sprays 
make less water 
do more shower 
work. Folks just 
"dial" the kind of 
shower they like 
—from Soft as 
Silk to Full Flush- 
ing. Clean Sprays 
are self-cleaning. 
They are com- 
pact — mechan- 
ical gems and replace any old style shower. 
Nifty counter displays and attractive fold- 
ers help to show ‘em. Performance and 
economy sells ‘em. 

Hays Plus-Showers adapt this modern head 
to any bath tub you know of. Write for 
details. 





“ 








Manufacturer to Wholesaler to Plumber 








HAYS MANUFACTURING CO., ERIE, PA. 





HELP YOUR SHELVES 
to help YOU! 


If properly, attractively dressed, statement. They've found 
the counters and shewes of the “ACME” Washers not only fast- 
average reputable plumbing ™°ving profit makers but also 


establishment can represent an the means by which they might 


- more readily identify their sho 
unlimited source of revenue to ap te ment lente seusne a 


the proprietor. The countless , : 5 . 
number of plumbing contractors oon Rms ~ po a an 


who have placed these brightly }.61, YOUR shelves to help 
colored, attention - compelling you? Stock up on “ACME” 
“ACME” Beveled Faucet Washer Washers and display them prom- 
Containers on display. can inently. Order them through 
vouch for the accuracy of that your aben 


is ‘+ BEVELED FAUCET 
ACME WAS HER $ 
LAVELLE 
RUBBER CO. 


320 W. ILLINOIS ST. 
CHICAGO, LL. 










They eliminate rap- 
ping and chattering 
+ «+ « gormanentty. 
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Folder on 
Sheet Metals 


A folder describing a galvanized sheet metal which 
can be painted without special acid treatment or weath- 
ering has been issued by the American Rolling Mill Co. 
The folder describes forming qualities, soldering prac- 
tice, welding, cleaning and finishing operations. It 1s 
printed in colors, and measures 814 in. by 11 in. in size. 


Catalog on 


Steam Boiler 

The Bryan Steam Corporation, Veru, Ind., has issued 
Catalog No. 6-A, covering their line of boilers for oil, 
vas or coal firing. Various models are illustrated and de- 
scribed, copper tube sections also are described and illus- 
trated, and advantages of the line are set forth in the 
catalog. Ratings, data for figuring boiler sizes, specifica- 
tions and a telegraphic code for ordering also are in- 
cluded. This sixteen-page catalog is printed in two 
colors and is 8% in. by I] in. in size. 


Oil Burner 
Mailing-Piece 

Syncro-Flame Burner Corp., 1200 Park St., Hartford, 
Conn., has brought out a mailing-piece on an oil burner 
manufactured by that company. It contains a description 
of the unit, a photograph and drawing of the unit and 
drawings and descriptions of other models manufactured 
by the company. A return mailing card 1s attached to 
the mailing-piece which is 61% in. by 9% in, in size. 
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Pipe Clamp 
Mailing-Piece 

A three-color mailing-piece recently issued by M. B. 
Skinner Company, 3502 W. Sample St., South Bend, 
Ind., covers their line of pipe clamps and valve reseating 
tools. Illustrations, descriptions and prices of the clamps 
and of the valve reseating tool are included in the mail- 
ing-piece. A table gives sizes, lengths, weights and 
prices of the clamps. The mailing-piece is 12% in. 
hy 19 in. in size. 


Folder on 


Heat Savers 

An eight page folder on heat saving equipment has 
been issued by The Patterson-Kelly Co., Inc., Fast 
Stroudsburg, Pa. It features fuel oil heaters, water 
heaters and heat reclaimers, and gives photographs, 
drawings and cut-away views of models in the com- 
pany’s line. The folder is accordion folded, is printed 
in two colors, and measures approximately 3'4 in. by 
6'4 in. in size. 


Literature on 


Plumber’s Specialties 

Keystone Brass Works, 926 12th St., Erie, Pa., has 
issued several catalog sheets on plumber’s specialties and 
an illustrated, two-color price list on solder and flared 
fittings. The catalog sheets are illustrated and carry de- 
scriptions and dimensions of the products. Each piece 
of literature 1s 81% 1n. by 11 in. in size. 
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NLESS the air valve on Whether for large building 

each radiator functions or small whether for 
at top efficiency, the one-pipe large budget or small 
system can searcely be ex- 
pected to perform = satisfac- 
torily. Simple in design... 
efficient in operation ... en- 
tirely devoid of complicated 
features which could in any 


recommend “KELLY” Valves 
with the assurance and fore- 
knowledge that they will per- 
form efficiently at all times. 
From the complete “KELLY” 


way hamper their action... ‘ime you may specify valves 

“KELLY” Valves have proven tO meet every need and every 

themselves the source of gen- purse. Literature describing 

uine satisfaction on this type the line in detail will be sent 
1 of heating system. upon request. 
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) SOURCE 
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HEATING 
SATISFACTION 
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National Metal 
Products Corp. 


15-21 N. SHELDON ST. 
CHICAGO, ILL. 


Eastern Office 
and Warehouse 


Evins F. Glore 
Sales Corp. 

Grand Central 
Terminal Bidg. 
New York, New 

York. 
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Folder on Oil 


Burning Boiler 

Pierce Butler Radiator Corporation, 7/01 Nichols 
Ave., Syracuse, N. Y., has issued a four page folder 
covering the company’s new oil burning boiler. Photo- 
graphs and cross-section views of the boiler are included 
in the folder. Also included is a table of dimensions 
and capacities of different models in the line. The 
folder, which is printed in colors, measures approxi- 
mately 8% by 11 in. in size. 


Standards on Staple 


Vitreous China Fixtures 

Revised commercial standards on staple vitreous china 
plumbing fixtures have just been released by the National 
Sureau of Standards, U. S. Department ot Commerce. 
The booklet is divided into two sections, the first covering 
grading rules, definitions, marking and labeling, and the 
second, containing recommended provisions tor all 
vitreous china plumbing fixtures. 
which are effective for new production since September 
30, 1936, are published in the form of a booklet 6 by 9 in. 
in size, and may be obtained from the Superintendent ot 
Documents, Washington, D. C., at 10 cents per copy. 


These standards, 


Welding and 
Cutting Booklet 


Air Reduction Sales Company, 60 FE. 42nd St., New 
York, has issued a twelve page booklet on the uses of 
acetylene in welding and cutting. The booklet discusses 
oxy-flame temperature, heating efficiency, Btu. heat 
values, oxygen consumption, oxy-flame welding and 
cutting and scrap cutting. A table showing the propor- 
tion of oxygen required for efficient use of several 
commonly used cutting and welding gases is also con- 
tained. The booklet measures approximately 334 in. by 
9 in. in size, 


Folder on 


Boiler Cleaner 

A two-color folder on a boiler and heating system 
cleanser manufactured by Radiator Specialty Co., Char- 
lotte, N. C., has been issued by that company. The text 
of the folder shows how the cleaner works, lists the 
features of the product, shows the quantities to use and 
includes testimonial letters from users. A cleaner made 
especially for new boilers also is described in the folder. 
A three-section folder, this piece is pocket-sized. 


Catalog on 
Instruments 

Catalog No. 6703, recently published by The 
Instrument Company, a division of Minneapolis-Honey- 
well Regulator Co., 4469 Wayne Ave., Philadelphia, Pa., 
covers indicating, recording and controlling thermome- 
ters and pressure gauges manufactured by that company. 
Illustrations of the units showing their features, descrip- 
tions of the units illustrated with full and cut-away 
views, pressure charts and temperature charts are among 
the items included in the catalog. It is printed in three 


srown 


. . ~ , . ‘ , ‘ 
colors, contains 72 pages and is 8 in. by 10% in. in size. | 
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A Lau ndry Faucet 
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Double 
Tray 
Laundry 


Faucet 
That 





Sells 


Strong, compact, serviceable—the Consolidated Double Tray 
Laundry is a fast selling item of high quality. 
Top mounted swing spout allows wider angle swing—easier 


handling. Shorter, sturdier clamping arms assure rigid mount- 


ing. Water passage is full flow, valves full opening and leak- 
proof. 


Every faucet is carefully adjusted and tested. 
Order now.—Write for Consolidated price list. 


Pop Safety Valve 


For Heating Plant Protection 





e) Precision machined from heavy brass 
castings. Oil tempered steel spring 
is Udylited. Corrosion proof —con- 
forms to A.S.M.E. specifications. Al- 
ways functions, no matter how long 
idle—closes securely. Operates at any 
angle. Sizes 44” to 3”. 


Write for Consolidated catalog. 


CONSOLIDATED BRASS CO. 


138 Summit Avenue, Detroit, Michigan 


No. 2010 
Pop Safety Valve 











NEEDS NO DOCTORING! 


wipes smoothly without 
addition of lead ortin... 
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E AG solder 


THE EAGLE-PICHER LEAD COMPANY 
CHICAGO + JOPLIN « CINCINNATI 









For Your Protection this product is sold 

only through recognized plumbing 

supply jobbers — who in turn loyally 
support master plumbers. 
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HUMIDITY ts tHe 
VITAMIN “A”’ oF 
Air Conditioning 


Every home, every office, and thousands of other 
building owners, are searching for popular priced 
humidifying equipment. Here are two appliances 
) LJ that answer that problem—The No. 95 Auto-Vent 
“CGateleat ) 4 properly vents the radiator and humidifies the 
— ' entire room. Emits a pint of vapor-or more-per 
hour. Quiet, simple, attractive, it also is adjustable 
and takes the place of the air valve. Measures only 
1%” x 4/4”. List Price $3.75. 


WARM AIR FURNACE 
HUMIDIFIERS 


The pan and the feeder have 
adjustable plate on overflow 
to cut down capacity of 
evaporation to prevent over- 
saturation in extreme cold 
weather. Equipped with ad- 




















Length 36” 
Diameter 35%” 





Adjustable 
Plate 







Pat. Pend. 


No. 85-CH AUTOMATIC 
HUMIDIFIER 


justable hood on front to fit slope of any bonnet. Pan is built of 
genuine bronze metal and is thin as paper assuring quick results with 
low bonnet temperatures. Comes complete as shown. List Price, $12.50. 


SEND FOR CIRCULAR D 


—which fully describes other unusual MAID-O’-MIST heating specialties. Low 
water Cut-Outs, and water level control valves. 


MAID-O’-MIST, Inc. 


180 N. Wacker Drive, Chicago, Ill. 


Want to eliminate the danger of scalding 


in your shower baths 

and stop unexpected 

| changes in the water 
temperature? 








a <= = 4 
~~ ' Sci _ 
/ 7 


ae 

@ No more slipping in a 
soapy tub or on a wet tile 
fleor while trying to dodge 
a “shot’’ of icy cold or 
scalding water—When you 
use a shower bath regulated 
by a Powers safety shower 
mixer the temperature re- 
mains right where you want 
it. You can really enjoy the 


thrill of a comfortable 
shower in absolute safety. 


Why re more economical 
—There's no loss of time or waste 
of hot or cold water while waiting 
for a shower atthe right tempera- 
ture — Powers mixers cost more 
—They’re worth more. 


Write for circular describing 
this remarkable shower mixer. 
The Powers Regulator Company, 
2716 Greenview Avenue, Chicago. 
Offices in 45 Cities — see your 
phone directory. 


POWERS saowen mixers 












































ENGINEERING 





January, 1937 


NEWS of PATENTS 
Plumbing 


2,051,311. Hot Water Heater. Robert Edwin Moore, Chi- 
cago, Ill., assignor to Bell & Gossett Company, Chicago II1., 
a corporation of Illinois. 

20,071. Gate Valve Construction. William T. Pease, Hun- 
tington Park, Calif., assignor to Snow Manufacturing Co., 
Los Angeles, Calif., a corporation of California. 

2,051,155. Water Treating Apparatus. Eugene Staege 
mann, Allendale, N. J., assignor to The Permutit Company 
(1934), Wilmington, Del., a corporation of Delaware. 

















2,051,311 
HOT WATER HEATER 











2,056,087. Electrically Operated Flush Valve. John D. 
Andrews, Washington, D. C. 

2,055,909. Pipe Cutting Machine. Robert B. Pealer, War- 
ren, Ohio, assignor to Beaver Pipe Tools, Inc., Warren, 
Ohio, a corporation of Ohio. 
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2,055,909 
PIPE CUTTING MACHINE 








2,055,562. Diverter Nozzle. Henry E. Schneider, Erie, 
Pa., assignor to Hays Manufacturing Company, Erie, Pa., 
a corporation of Pennsylvania. 

2,055,908. Pipe Support. Robert B. Pealer, Warren, Ohio, 
assignor to Beaver Pipe Tools, Inc., Warren, Ohio, a cor- 
poration of Ohio. 
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Is It True— 











(Continued from Page S88) 


Society of Sanitary Engineering; 2. Is chairman of 
the Joint Planning Board; 3. Is president of the N. 
A. M. P.; 4. Recently was elected president of the 
Plumbing Heating Industries Bureau)............ 


10. In plumbing all outlets and risers (1. Must be 
painted with red lead; 2. Must be capped until cov- 
ered by fixtures; 3. Should have a diameter of at 
least one inch; 4. Must be on the outside wall of a 
| eee 

11. The Mills rule (1. Considers 1 sq. ft. of radia- 
tion necessary for each 20 sq. ft. of exposed wall 
surface; 2./Is used to determine the proper size of 
pipe when) the number of plumbing fixtures is 
given; 3. Ig a system of measurement adopted by 
the American Society of Sanitary Engineers at their 
convention last September; 4. Governs the weight 
of soil pipe which is considered standard by the 
American Standards Assn.)............ 


12. Complaints under the Robinson-Patman Law 
(1. must be made within thirty days; 2. Should be 
submitted orally; 3. Must be made by a citizen of 
the United States; 4. Are filed with the Federal 
Trade Commission)’............ 

13. Gas outlets for burners (1. Must be placed 
more than 12 in. above floor level; 2. Should not be 
placed within 4 ft. of any meter; 3. May not be in- 
stalled after a house has reached roof level; May be 
placed under tanks or back of doors)............ 

14. Atlantic City, N. J. (1. Recently enacted a 
code similar to that of Birmingham; 2. Is the site for 
a recently completed Federal housing project; 3. Was 
one of the cities in which a survey of plumbing in- 
stallations of Federal buildings was conducted; 4. Is 
the site for the 1937 convention of the National 
Assn. of Master Plumbers)............ 


15. Gasfitters’ cement is used only (1. When spe- 
cifically ordered by the architect; 2. In putting fix- 
tures together; 3. For installing gas piping; 4. As 
a binder for pipe covering)............ 

16. Corrosion occurs more rapidly in iron and 
steel pipe (1. When the water is under forced cir- 
culation; 2. When water is cold; 3. When the pipe 
is covered; 4. When hot water is in the pipe)...... 


17. Oil separators when installed in buildings 
where volatile liquids are used (1. Must be readily 
accessible; 2. May receive the discharge of no more 
than one water closet; 3. Also act as area drains; 
4. Are never connected to the house drain)......... 


18. Theodore Ahrens scholarships (1. Are for 
master plumbers who want to become engineers; 2. 
Have been discontinued; 3. Are given at Carnegie 
Tech; 4. Are offered to journeymen who want to be- 
come master plumbers)............ 


19. Branch soil and waste pipes (1. Must be of 1 
in. diameter or smaller; 2. Must be provided with 
wrought iron tees; 3. Must have a fall of at least 
% in. per foot; 4. Must terminate in curb boxes) 


20. The Plumbing and Heating Industries Bureau 
(1. Is located in Minneapolis, Minn.; 2. Operates a 
testing laboratory in Chicago; 3. Will hold its an- 
nual meeting next month; 4. Is the publicity and 
educational agency for the plumbing and heating in- 
I woe kndées 
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products of 
THE M. S. LITTLE MFG. CO. 


HARTFORD, CONNECTICUT 


No. L-2 Vacuum type. Distinctive appear- 
ance—Chromium finish—with either ad- 
justable or non-adjustable Fool-Proof 
airport—made with straight shank for 
quick vent—meets today's requirements 
of automatic fire type systems. 





No. 3 Syphon type. Attractive design — 
Chromium plated—with either adjustable 
or non-adjustable Fool-Proof airport — 
made with straight shank for quick vent. 


No. 21 Syphon type. Nickel plated—non- 
adjustable — factory sealed at correct 
adjustment — made with straight shank 
for quick vent. 


Sure Hot Air Valves shown above are attractively pack- 
aged in individual boxes and in counter display packages. 


\F line of Air Valves in- 
clude Air and Vacuum 


eS 
3p HOT Valves in all classes 


HEATING SPECIALTIES CATALOG SENT UPON REQUEST 























































156 DOMESTIC 


ENGINEERING 








METAPHRAM 
Type A2 

for small low pressure 

plants — gas, oil of 

coal fired. 





ME TAPHRAM 
WAAAAAAAAA AAA 


— 





METAPHRAM Gradual Control 


covers the entire range of domestic hot water 
and low pressure boilers and tank heaters, either 
gas, oil, or coal fired. 


Full stock carried in New York, 210 E. 45th St. 


Descriptive Bulletins on Request 


NATIONAL REGULATOR CO. 


2317 KNOX AVENUE CHICAGO 








tind them the best 


SAY THOUSANDS OF USERS 
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ie generations 

users have known Kennedy 

Valves to be skillfully de 
signed and honestly mad« That 
iS why sO many thousands ¢ 
gineers Flere mm elslis latels: 
only valves with 
mark Nats sh ‘ 


: atistac tory s« 


‘BUY KENNEDY PRODUCTS FROM YOUR LOCAL DEALER 
a RR MRR EE ROR RMR STAINED EERIE TOSED: INE A REMMI 2 Se 
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Inventory— 


(Continued from Page SS) 

tory is taken, the better it will be, for to be of value 
it must be perfect. There is no room in a good inventory 
for estimating the number of fittings in a certain bin; 
the exact number must be entered on the sheet even it 
it means counting those fittings over two, or even three, 
times. Of course, the number of items carried in stock 
will vary with each business and in those businesses 
where the amount of stock is large, the inventory can 
be started some time before the first of the year. One 
method of doing this is to take care of the actual counting 
during spare time. When the number of items in a 
certain bin have been counted, the number is written 
on a card which 1s attached to the bin. Then, whenever 
anything is taken out of the bin, the amount must be 
marked on the card. When the inventory finally is taken, 
it is an easy matter to compute the amount left on hand 
at the time the inventory is taken. 

Still another method of time saving in inventory is 
to divide the bins in some manner so that just enough 
of a certain material is left in the front part of the bin 
to satisfy current needs. The large majority of this mate- 
rial is counted and the amount noted on a card attached 
to the bin. At the time of the final inventory, the remain- 
der of the uncounted material is added to the amount 
which already has been counted and the total entered 
on the inventory sheet. 

The process of taking inventory can be simplified and 
speeded up if two people conduct it. One calls off the 
number and description of the item while the other marks 
it down on the inventory sheet. The greatest amount of 
time will be spent in listing various items of stock, 
naturally. Those who are taking the inventory will 
proceed from bin to bin listing the size, quantity and 
description of all items carried in stock. Naturally, care 
should be taken in listing various items in stock and the 
exact amounts on hand should be checked and double 
checked. 


TWO PEOPLE SPEED UP INVENTORY 


It is equally valuable to inventory store fixtures, shop 
equipment and automobiles and trucks. When this 1s 
done, each should be carried as a separate account on 
the company’s books. Such inventories do not take the 
same amount of time as does a stock inventory because 
the numbers are smaller. If such inventories are made, 
the separate items in each classification should be 
appraised as to their value and then in succeeding inven- 
tories a certain amount taken away from that evaluation 
hecause of depreciation. It stands to reason that a truck 
which was purchased in 1929 and at that time had a 
value of $1,000 would be worth less today. Ikach year 
a certain percentage of that truck’s value disappeared 
through depreciation and unless this was noted on the 
company’s books, a high and exaggerated picture was 
given of the company's worth. 

An inventory may have far-reaching effects on a bus! 
It may lead to a more systematic and logical 
grouping of stock in the stock record. It may causc 
the re-sizing and re-location of various bins. 

Another advantage of inventorying stock lies in the 
A systematic inventory will 


ness, 


possible saving in taxes. 
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show exactly what stock 1s on hand and what that stock 
is worth. In businesses where no inventory 1s taken, 
the owner must estimate the amount on which he its 
Frequently this estimate is placed too high in 
Such a practice can be avoided by 
Any contractor-dealer who takes a 


taxable. 
order to play safe. 
taking inventory. 
good inventory will know exactly what value of stock he 
has and on which he is taxable. This same inventory 
will be irretutable proof of the correctness of his taxes 
if taxing bodies should raise any question. 

Contractor-dealers must decide for themselves whether 
they should take an inventory in their business. The 
value of such a course is shown by the fact that all large 
companies in every industry maintain some form of 
inventory and the fact that the large majority of small 
businesses in this and other helds follow the same course. 
The cost of taking and keeping inventory is slight. The 
necessary equipment, that is, inventory sheets, can be 
purchased in the simpler types for a negligible amount. 
The only expense is that of time which must be spent 
to take any inventory. One thing is certain: now 1s the 
time to take inventory because there is a comfortable 
feeling of security in starting a new year with the knowl- 
edge of the size of your business and exactly what it 1s 
worth. 





Social Security— 


(Continued from Page 4) 

Information necessary to the computation of state 
unemployment insurance tax on employees is contained 
in column No. 41. Naturally, this column, too, will be 
disregarded in such states where there is no unemploy- 
ment insurance tax. However, in those states where an 
unemployment insurance tax on employees is in effect 
a computation of the tax has to be made in accordance 
with the law of the various states. 

The succeeding six columns are necessary for the com- 
putation of Federal unemployment insurance tax. In any 
cases where the amount of the state exemptions are the 
same as those of Federal exemptions the forty-second, 
forty-third and forty-fourth columns will not have to be 
used. The forty-second column contains precisely the 
same information as colunm 36. Exemptions allowed by 
Federal law are indicated by their proper symbol and 
entered in the forty-third column. The balance obtained 
by subtracting the amount shown in column 43 from the 
amount shown in column 42 then is entered in column 44. 
This column should be totaled monthly. Column 45. is 
similar to column 40 in that it has a blank column heading 
in which the Federal taxes should be entered. The tax 
which should be entered in the column itself is computed 
by multiplying the monthly total, as shown in the forty- 
fourth column, by the Federal tax rate. The amount of 
credit allowed by Federal law is written in column 46. 
This credit amounts to 90 per cent of the Federal tax, 
as shown in column 45, or the amount of the state tax, 
which is shown in column 40, whichever may be the 
lower. The balance obtained by subtracting the amount 
shown in column 46 from the amount entered in 45, is 
entered in the forty-seventh column. The balance, or 
entry shown in column 47, is the tax due the Federal 
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but don’t waste time 
The Jewel 25 includes 250 gallon per 


hour pump, galvanized tank, automatic 
pressure switch (20-40 lbs.), relief valve 
and strainer completely assembled and 
shipped in one crate, tested, guaranteed 
and ready to install. Snap it up at 
$46.00 with liberal jobber and dealer 


discounts. 


$80.00 and up 
$95.00 and up 


Deep Well Pumps 
Deep Well System 


UNIFLOW MFG. CO., ERIE, PA. 


OmMeron FA <Bmem 


OmM2aDEem FF FS H= 


SHALLOW 
WELL PUMPS 


DEEP WELL 
PUMPS 


SEPTIC 
TANKS 


CELLAR 
8) -vatin ia. 


WATER 
1 @); Tt NE RS 


KLARIFIERS 


DOMESTIC AND 
COMMERCIAL 
REFRIGERATION 


WATER 
COOLERS 


MILK COOLERS 
BOTTLE 
COOLERS 


DRAUGHT BEER 
COOLERS 


BEER PUMPS 
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Fig. 1. Soft Patch 


Smooth-On 
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Fig. 2. Hard Patch 





On No. 1 to the Smooth-On No. 


and is held by rivets (Fig. 2) 


may be used. 





SMOOTH-ON | 


HANDBOOK 





Write for 








HELPFUL IDEAS |) 
for ENGINEERS |) 











1). Under 
| = =Smooth-On 
water, quick setting. Under 
use Smooth-On 
No. 3 made as stiff as it can be 
worked by adding dry Smooth- 
Slow setting. Hard 
patch:—The plate of a hard patch fits the surface closely 
.. To insure tight contact 
and to prevent leakage, coat the plate with Smooth-On 
No. 3 before it is riveted into place. 
under patch:—To make new or old patches tight, drill 
and lap a hole in the patch to connect a force pump or 
grease gun. Pump Smooth-On No. 3 into the patch, and 
plug the hole. The force pump can be made from pipe 
fittings, or a grease gun with large discharge opening 


Smooth.On in 
larger keg from your supply house 
or if necessary direct from us. 


SMOOTH-ON MFG. CO., Dept. i2 
570 Communipaw Ave., Jersey City, H. J. 


DIFFICULT BOILER REPAIRS 
made easy with SMOOTH-ON No. { 


Soft patch:—The plate is curved 
at the edges to hold Smooth- 
On No. 1 or No. 3, and is held 
by tap or through bolts. (Fig. 
small patches use 


No. 


large patches 


Forcing Smooth-On 


The SmoothOn 
plains additional boiler repairs, in- 
cluding leakage 
flanges, threads, elc. 


at 


your 


Doit with SMOOTH-ON 


Handbook  ex- 


seams, rivets, 


copy, and get 


| mixed with 


5b. can or 
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Nye “TRIAD” Stock 


No. 50 RATCHET TYPE 
FURNISHED WITH METAL BOX 














F urnisHep with Nye solid round dies, held 
in place by two stationary pins built in head to 
prevent their turning, and locked in by threaded 
cap, easily removed by a few right hand turns. 

Dies reversible for threading close nipples, 
special bushings provided for this purpose. 

No. 50 has capacity 14” to 34” and for the 
operator requiring larger range No. 60 has 


capacity 4” to 1144”. 
ASK YOUR JOBBER 












The NYE Tool & Machine Works 
4120-30 Fullerton Avenue, Chicago, Ill., U. S. A. 








































SPECIAL SINKS— 
any dimension 


Order Alberene Sinks of any dimensions 
to fill any desired spaces. Shipment will 
be made within one week from the receipt 
of order with complete details as to sizes, 
openings, etc. 
Non-absorbing and non-staining, Alberene 
Stone is ideal for sinks and laundry trays. 
Tongue and groove joints with hidden 
bolts, permanently cemented, have the 
strength, solidity, and tightness of one- 
piece units. 
As you know, Alberene is natural quar- 
ried soapstone. Acid-, heat-, and wear- 
resisting. It can be shaped, sawed, and 
fabricated in any desired shape or form 
without danger of chipping or spalling. 
Write for special price on the 
Alberene 44” Laundry Tray, 


| = plain and in Duco colors. 
ons ones ALBERENE STONE CORP. OF VIRGINIA 
~. 419 Fourth Avenue, New York, N. Y. 


Quarries and Mills at Schuyler, Va. 


ALBERENE 








rd STONE SINKS«TRAYS 
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government for unemployment insurance. 

The last two columns in the payroll book are a sum- 
mary of Federal Old Age Benefit taxes. This tax became 
effective January 1, 1937. Column 48 is for the entry 
of weekly totals shown in column 18. In column 49 the 
same procedure is followed. Since the amount of the 
Federal Old Age Benefit tax is the same on employers as 
it is on the total of the employees, consequently the same 
amounts will appear in both columns 48 and 49. 








Radiator Heating— 


(Continued from Page 87) 
added comfort a humidifier would provide a sickly child 
in the household. 

Another contractor-dealer participating actively in the 
radiator heat campaign, and one of its enthusiastic sup- 
porters, is A. J. Butow, of Evanston, who sold several 
boilers and auxiliary water heaters and approximately 600 
sq. ft. of radiation. That advertising sometimes is more 
influential than personal friendship when it comes to sell- 
ing is indicated by one job done by this firm. A long- 
time friend of Mr. Butow’s, the owner of an old resi- 
dence with an unsatisfactory one-pipe steam system, had 
considered modernizing his heating plant for several years 
but had done nothing for fear the undertaking would be 
too expensive. A newspaper advertisement, which was 
a part of the radiator heat sales campaign, calling atten- 
tion to the fact that radiator heating equipment could be 
purchased on a time payment basis, was a strong factor 
in turning this deal, which consisted of a new boiler, an 
auxiliary water heater and changes to the piping. 

Freeman Abbott, manager of the plumbing and heat- 
ing firm of William N. Frye, Inc., Lake Forest, says that 
dealer meetings such as the one held last September are 
beneficial to the industry as a whole. Mr. Abbott re- 
marked that while it often is difficult to place one’s finger 
on tangible results from such meetings, they do have a 
stimulating effect and the discussions that ensue bring 
out sales ideas which, although seemingly insignificant at 
the moment often come into good use later when talking 
with a prospect. 

The Frye company enjoyed a very satisfactory heat- 
ing business during the past fall, keeping two steamfit- 
ters busy continuously. While the firm made only one 
boiler replacement, they did several new jobs, made 
changes in a number of heating plants and kept one 
steamfitter busy two or three days each week blowing- 
off boilers. 

In summing up the results of the campaign, H. A. 
Bergdahl, who was active in organizing the drive, to- 
gether with C. J. Cullen, said the majority of better 
homes on the north shore are now going to split systems. 

Unlike many other sales campaigns that start with a 
great deal of fanfare and then die a natural death, this 
one started in an orderly, business-like manner, with no 
promises held forth on miraculous accomplishments, and 
there was a definite follow-up program. This consisted 
of an eight-week advertising campaign in the local news- 
papers, the furnishing of sales literature to contractor- 
dealers and close cooperation with dealers on the part of 


the sponsors. 
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New Service— 


(Continued from Page 63) 

Mr. Burmeister’s display windows are representative in 
size of most contractor-dealers, all the displays in the 
series are planned so that they will be effective in larger 
or smaller windows. The modern trend of window dis- 
play is to get away from heavy appearance. In the case 
of Mr. Burmeister’s store, it was determined to install 
the new display in one of the show windows and leave 
the other window for a regular display. As it is installed, 
the new display is approximately 5 ft. wide, 3% ft. high 
and 1% ft. deep. Placed in the window, it leaves 
approximately 2 ft. of display space between it and the 
window itself. In this space the experts who installed 
the display placed a few swingspout faucets. These are 
placed so that they are centered upon and balanced by 
the display background. Care was taken also in the 
placement so that these faucets break up the empty space 
in front of the display and destroy any illusion of barren- 
ness. However, extreme care was taken not to clutter 
up the window. The faucets that are included in the 
display are placed in such a manner that they add to the 
display’s value rather than detract from it. In the final 
analysis the display background and the faucets supple- 
ment each other so that they tell a complete story of that 
part of Mr. Burmeister’s business. 


FEBRUARY HAS PATRIOTIC SIGNIFICANCE 


As has been pointed out before, the display installed 
in Mr. Burmeister’s store is for the month of February. 
February is a month of great patriotic significance. The 
patriotic feeling engendered by the month has _ been 
expressed by the display itself. A white background has 
horizontal bands of blue running across it, while the two 
words of copy which appear on the display are painted in 
red, thus giving the illusion of the national colors. Abra- 
ham Lincoln, whose birthday falls in this month, repre- 
sents honesty and integrity to everyone in the country. 
very school child knows of his life and character. So 
many stories have been written about “Honest Abe’’ 
that the representation of his picture calls to mind his 
virtues. The ideals of the plumbing and heating industry 
are similar to those expressed by Lincoln’s character. 

One of the most famous figures in advertising once 
said that the value of an advertisement does not depend 
so much upon what is said as what is implied. There- 
lore, if an advertisement or a display can make people 
think it has greater value than one that depends on copy 
to tell the story. A number of agencies have conducted 
research on the reasoning processes of the average indi- 
vidual. Psychology has proved at least to its own satis- 
taction that such a reasoning process is involved and 
works backwards from a central focal point. 

The average individual seeing such a display in the 
window of a plumbing contractor will stop for a moment 
to think of the connection between such a display and 
the business itself. Naturally, this is not a conscious 
reaction on the part of the individual, as has been indi- 
cated. It is not an ordinary process of thinking, either, 
but nevertheless it is true. The publicity and recognition 
which our industry has received through various sources 
will make itself felt the moment that individual stops 
to think. The message of our industry, that is, honest 
products and honest workmanship, should have reached 
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NEw! IDEAL 


Thermo-Grip Pliers 


For sweating and unsweating joints in 
threadless copper pipe and fittings. 





ENDORSED— 
by leading copper fittings manufacturers. IDEAL 
*Thermo-Grip’ Electric Pliers are modern — 
practical — safer and better than open-flame 
soldering — inexpensive. 
Its many uses include making all types of small solder connec- 
tions, melting solder in a thimble or pipe cap, and electrical, 
plumbing, heating, engineering, refrigeration, and air-condition- 
ing installations and maintenance work, 
Available for continuous work on pipe fittings up to 2% in. 
diameter; or intermittently on pipe up to 4 in. diameter! 


Ask About Our Trial Offer 
Ideal Commutator Dresser Co. 


1062 Park Avenue Sycamore, Illinois 














MOST SILENT 
OPERATING VALVE 






FOR HEATING COMFORT AND CUSTOMER SATISFACTION 
come to headquarters! 


Depend on SLATER Dual Float Vacuum Regula- 
tor Valves to provide that extra measure of heat- 
ing comfort which will create the greatest satis- 
faction for your customers and more gratify- 
ing profits for yourself. Order SLATER 
Valves through your wholesaler. 


SLATER MFG. CO., WAKEFIELD, MASS. 


U. S Distribut 
SMITH & DALE, U:, S.. Distributor BOSTON, MASS 


SLATER Ne. 2-A 
Vaceum Valve 












Burnley--treated..... 
Threaded Pipe Joints 
have 3-way Protection 


——— 


r _~ ———S 
Do these 3 things to every - —-—— 


threaded joint with Burnley's | Z=<. \ 
Pipe Joint Compound. 

1. Make Joints Leakproof. 
2. Prevent Corrosion. 

2. Lubricate. 


Burnley’s Pipe Joint Compound 
will not shrink, crack, crumble 
or oxidize in the joint. Always 
plastic. Write for free sample. 
Buy from your jobber. 


BURNLEY BATTERY & MF 
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KAINER & COMPANY: 761 MATHER ST. CHICAGO 


























CO., North East, Pe 


















GOVERNORS 









































































160 DOMESTIC 


La vatory 


FAUCET 


H. B. SHERMAN 
MFG. CO. 
BATTLE CREEK 
MICHIGAN 






Fig. 525 
A Fine Fixture 


at Moderate Price 




















Chrome Plated —Renewable Seats— 
Adjustable Centers. 
comply with Back Siphonage Codes. 
Sold through Jobbers. 


High spout to 
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HEATING CONTRACTORS! 


If you are responsible for getting the most out of fuel 


USE 


CALCINITE 


SOOT & FIRE SCALE REMOVER 


This highly efficient soot remover will completely remove 
heat destroying and fuel wasting soot from the entire 
heating plant, saving upwards of 15% of your fuel bill. 
Calcinite is highly endorsed by large industrial users 
everywhere. 2 pound box, $1.25—4 pound box $2.00 
list price. Also sold in 100 and 200 pound drums. Free 
demonstration. 


CALCINITE CHEMICALS, INC., 45 W. 45th St., N. Y. C. Dept. DE 








PUSH PIPE with a GIANT PIPE PUSHER 
Save 80°, of your trench digging 


This remarkable machine will lay pipe 
or conduit up to 15” in diameter for 
less cost than any other method 
that can be employed. Compact 
... easily handled ... pow- 

erful . . . rapid in operation 
economical in cost. 









Write today 
for catalog 
and prices. 


DEPT. P-2 


GIANT MANUFACTURING CO., Council Bluffs, Ia. 











TACO water neaters 


Solve the domestic hot water problem 


If you are not familiar 
with the various types of 
Taco Water Heaters and 
with the Taco-Abbott Sys- 
tem of Water Heating, 


The Taco-Abbott System 
of Water Heating has been 
adopted by practically 
every important manufac- 
turer of heating boilers— 
and it has received the 





endorsement of tieading write for Catalog H and 
engineers and heating the new Taco-Abbott 
contractors. Manual. 

T A*C O HEATERS, Inc. 


342 MADISON AVE. NEW YORK CITY 
In Canada: Taco Heaters of Canada, Ltd., 
94 Adelaide Street West, Toronto, Canada 
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the individual who is viewing the display and if it has the 
connection between the display and the business it repre- 
sents becomes plain. 

Again it should be pointed out that these reactions on 
the part of the individual are not thought out by him as 
such, but just the same his next reaction on viewing the 
representation of the log cabin probably would be to 
search for the connection between the birthplace of 
Abraham Lincoln and the plumbing industry. There is 
such a connection. The log cabin is a representation of 
outmoded, crude insanitary plumbing or perhaps the lack 
of it, and in the mind of the individual viewing that log 
cabin the idea of modern plumbing is brought to mind by 
the display of shiny, labor-saving faucets. 


A double use for displays . . . The display itself 
is built of cardboard and is extremely light so that it 
can be moved easily when cleaning the window. While 
it is a permanent display in the sense that it will last 
indefinitely and gives the appearance of solidarity, it 
also can be taken apart and set up again in a few 
moments’ time. The various parts of the display, when 
taken apart, can be made into a small flat package or a 
roll, both of which occupy very little space. This series 
of displays has been so designed that each month’s dis- 
play after it has served its purpose in the show window 
can be set up as a part of the show room display and 
be of service for another month or longer, as the owner 
of the store desires. 

The display itself is constructed of less than a dozen 
parts. There is a table base of blue cardboard which 
elevates the rest of the display and is further used as a 
standard for the background. In forming this_back- 
ground stretchers or forms made of single pieces of 
heavy cardboard are used. The background itself, which 
is made of corrugated cardboard, is bent around these 
forms and the ends of the background inserted in slots 
cut in the forms, automatically locking them in place. 
The bottom of this background is cut so accurately that 
the fairly shallow depth caused by folding the corrugated 
background around the form gives it sufficient base. 

The various parts of the display can be put together 
in less than ten minutes’ time. The only equipment which 
is mecessary for the installation of this display are two 
pieces of gummed tape which are placed at the joints of 
the stretchers in the background in order to make the 
display more rigid. One man easily can make _ the 
installation in this time. Mr. Burmeister speeded up the 
installation by having his show window spotless. The 
best window display in the world can be spoiled by dirty 
show windows. Naturally, then, any window display 
should be installed only after the window has_ been 
cleaned. 








Readers who wish to purchase any or all of the 
displays in this new series will be charged only the 
cost of labor and materials used by the company who 
manufacturers them. In the case of the display de- 
scribed this month, the cost is $4.50, complete, ready 
to be erected in your show window. It must be under- 
stood that this price is set by the manufacturers of 
the displays. Domestic ENGINEERING is not connected 
in any way with this company. Address your inquiry or 
order to Tue Epittor, Domestic ENGINEERING, 1900 
Prairie Ave., Chicago. 
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(Continued from Page 61) 


The use of electricity has continued to increase so 
that in 1936 we had the largest consumption of electric 
energy ever reached in this country. The people of the 
United States now use over four times as much electric 
power per capita as the rest of the world. 

For 1937 we look forward to a continuance of 1m- 
provement in business. As the increased use of electric 
energy continues, of course, there will be a decrease in 
the margin of surplus generating capacity, which 1s so 
essential to the rendering of good service to the public. 
Hence it will be necessary for the utilities to increase 
their plants, with a consequent expansion in orders for 
heavy goods, which are so much needed in our shops 
and to restore general employment in capital goods 
industries, 


Werner 


George H., president, National Assn. of Master Plumbers 

The building statistics and tabulations on shipments 
of various types of plumbing and heating equipment are 
so well known that there is no particular point in quoting 
them again. They all point unmistakably to an increase 
in business for the plumbing and _ heating indusfries 
during 1937, 

Assuming, on the basis of these statistics, that 1937 
will offer increased business opportunities, the question 
which naturally arises in any thinking person’s mind is 
“Will these increased business opportunities result in 
a profit to the various elements in the plumbing and 
heating industries?” 

If we pledge ourselves not to sell below cost during 
1937—despite any competition we may be confronted 
with—then this increased business opportunity will 
mean something to us. If, on the other hand, we let our 
competitors do our estimating and establish our prices, 
then 1937 will just be another year of 365 days of work- 
ing, without profit, for our sources of supply and for 
the benefit of the ultimate consumer. 

It is simple enough if you think about it; but it takes 
rare courage to hew to the line of not selling below cost. 
What we in the plumbing industry need is not a greater 
husiness opportunity, but more courage to reject busi- 
ness which is not profitable. 


Calnan 


John J., president, Plumbing and Heating Industries Bureau 

It is vital to our industries that the decision of a 
prospective home builder on the mechanical equipment 
in the new house be based on adequate information on 
the convenience of an adequate number of bathrooms, or 
the importance of quality in materials and installation, on 
the advantages of steam and hot water heating and on 
the new developments in winter air conditioning as a 
supplement to radiator heating. 

It is through the editorial columns of newspapers and 
magazines that the point of view of the builder and 
home-owner is being very substantially influenced. 
During the last twelve months, Bureau publicity articles 
on new developments in the plumbing and heating indus- 
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It’s 
about 


TIME! 


No one can appreciate. more than 
a plumber, just how precious time 
really is. To him the passage of 
time on the job frequently means 
the difference between profit and 
loss. Time wasted has never stantly on hand in YOUR kit and 
been calculated in black figures. you'll tind HINDLEY’S will help 
For years HINDLEY’S Plumbers’ to rout the lost time bugaboo 
Specialties have offered the from YOUR jobs. Stock up today. 
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LOWER TANK WIRE ~ 
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plumber a dependable means for 
cutting down the percentage of 
lost time on many of his jobs. 
Keep a complete supply of these 
better plumbers’ specialties con- 
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Made for Long Rugged Service 





Boiler Tube Cleaners, Flue Brushes, Wire Heater 
Brushes, Handy Cleaner Brushes, Fire Brooms, 
Track Brooms 
Tempered Steel 
The Worcester line is complete 
Catalog gladly sent upon request. 


WORCESTER BRUSH and SCRAPER CO. 
10 AUSTIN STREET WORCESTER. MASS. 
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An Amazing ag a 
in Plumbing Tests with 


A. B. TEST PLUGS 


ABSOLUTELY BLOW-PROOF 


Balls are made of heavy pliable sponge 
rubber, insuring more expansion and = 
longer life. Plugs are absolutely blow- 
proof 

Single plugs, 2-in. diameter and larger, \. 
have spring steel lock on bottom. Ys 
All double plugs are flexible and can be al 
used either as straight or in Y, as shown 

in illustration. One plug does the work 
of two. 


PERFECT TOOL FOR CLOSING CLEAN- ally 
IN CELLAR TO KEEP OUT FLOOD WATE j 
























For details 
and prices 
write 


A. B. TEST 


PLUG CO. 


Ashiand, 
Kentucky 





















































tings by Nibco 


Years of experience, won during the 
pioneering days of copper plumbing, are 
reflected in the complete line of valves 
and fittings manufactured by NIBCO. 
That's why experienced plumbers prefer 
these time-tested products, and look for 
the NIBCO trademark as an assurance 
of quality and workmanship. 


NORTHERN INDIANA 
BRASS COMPANY 
ELKHART, INDIANA 
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tries have been published in virtually every leading daily 
newspaper from coast to coast. 

There is every indication that the recovery in the 
plumbing and heating industries which has now continued 
consistently and at an accelerated pace for eighteet 
months will persist through 1937. 

New residential construction is now about 30 per cent 
of what it was during the five-year period from 1923 to 
1928. The significance of this is better understood when 
it is remembered that two years ago it was about five 
per cent of the five-year average. 

Publicity paves the way for the salesman. With 
increasing opportunities for the sales of our products 
and services in 1937, a corresponding increase in publicity 
lineage is not only justified but is absolutely necessary 
if our industries are to hold their own in the competi- 
tive struggle for the home-owner’s attention. 


Hamilton 


Roland J., president, American Radiator Co. 

The cycle of recovery in heating, plumbing and allied 
lines has made marked progress during 1936, In general 
the measure of recovery is indicated by an increase in 
the business of wholesalers in these lines averaging 
around 35 per cent in terms of dollar sales. 

It is the opinion of many observers that perhaps as 
much as 50 per cent of the business of manufacturers 
and wholesalers in 1935 was in materials for repair and 
modernization and that these activities did not show a 
large increase in 1936. If this be true then the figure 
of 35 per cent over-all increase for 1936 is entirely 
consistent with the record of new building for eleven 
months of the current year, namely—65 per cent increase 
in residential building and 80 per cent in non-residential 
building, both in terms of square feet awarded. 

It seems a reasonable supposition that the present 
upward trend in new building will continue in 1937. 
Modernization may reasonably be expected to continue 
in approximately the same volume as during the past two 
or three years. 


Kohler 


Walter J., president, Kohler Co. 

The most reassuring indicator of a greatly improved 
outlook for plumbing and heating sales is the increase in 
residential building which has now been sustained fot 
two years. The first ten months of 1936 brought an 
increase of nearly 70 per cent in the value of residential 
contracts as compared with the same period in 1935. 
That year, in turn, had shown an increase of about 93 
per cent over 1934. 

Building, it is true, is still far from normal—so much 
so that residential contracts in the latest twelve months 
reported have amounted to only about thirty per cent 
of the annual average for the five-year period of 1924-28. 
Non-residential building has been running about 45 per 
cent of the average for those five years. 

But the movement is in the right direction, and among 
the factors forecasting continued improvement, we may 
reckon the decline in vacancies, the general rise in rents, 
and the sharp increase in the marriage rate. Business, 
therefore, should continue to get better in 1937, but 
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intensive effort will continue to be essential to a satis- 
factory sales volume. 


Reed 


Henry M., president, Standard Sanitary Mfg. Co. 

We believe that business prospects for 1937 are excel- 
lent. It is reasonable to assume that somewhere near 
the same gains made in 1936 will be accomplished in 
1937. There is an optimistic outlook for business in 
general. 

The problem ahead of us now is exactly the same as 
it was one year ago. During the past year we believe 
that much progress was made to restore plumbing to 
the master plumbers and as a result the industry is in 
better shape than it has been for some time. We attribute 
much of the improvement to the recognition by the public 
that plumbing is a vital health measure. Leading public 
health officials have not hesitated to come out with state- 
ments in behalf of better plumbing, all of which means 
that the public is learning that the only safe and reliable 
way to obtain good plumbing is by patronizing only 
recognized master plumbers. 





Spotlight 
potlight— 

(Continued from Page 59) 
ground had been taken care of by work already done. 
Then, late in September, a meeting was held in New 
York City at which tentative agreements, subject to later 
confirmation, were made by the national association and 
the State University of Iowa which had been selected 
as the site for the research program and laboratory. The 
confirmation was shortly forthcoming so that President 
Werner was able to announce that adequate funds to 
support the first year of research had been subscribed. 
Certain of the leading manufacturers subscribed 50 per 
cent of the funds while the N. A. M. P. subscribed the 
remainder.* Recognized authorities in the allied fields of 
plumbing, hydraulics and sanitary engineering were 
placed in charge of the research program and, shortly 
after their appointment, were at work on the first project, 
a study of full and partial vacuums in water risers which 
might be caused by various conditions.** 


*DE, Oct., p. 128; **DE, Nov., p. 122. 


FHA Continued... As 1935 drew to a close 
strong hope was held that FHA activity would be con- 
tinued beyond its listed expiration date. Figures released 
in December of that year showed the total volume of 
modernization and repairs carried on under FHA 
amounted to $1,132,091,713.00, while low cost housing 
mortgages insured under the provisions of the Act ac- 
counted for more than half of the total of new construc- 
tion. The first month of 1936 found concrete evidence 
of the agitation for continuance. Prepared letters were 
available to be sent to the various Congressmen and 
Senators urging their support for such action.* In March 
the report was released that an agreement had been 
reached with RFC Mortgage Company whereby that 
organization would furnish the facilities of a mortgage 
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NO-SOL COPPER 

FLOATS 
Quality Merchandise 
DOES MOST TO STIMULATE 
Consumer 
Confidence 

a 4’x5" Oval Fieat 

THE AYLING & REICHERT CO. 

3047 N. ERIE ST. TOLEDO, OHIO 

FACTS ABOUT C+L TORCHES 

No. 1 








Our mechanics-grade torches have 
a replaceable cleaning pin and a jet 
block which can be renewed after long 
use. 

Cheap torch burners have the jet 
block cast integral. When the jet or- 
ifice becomes oversize, the burner is 
useless. 

Write for descriptive folder to 


CLAYTON & LAMBERT MFG. CO. wicicu 


Makers of world’s largest selling firepots 
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Sarvkquip 


MASTER 


the Better Septic Tank 


* For More Dealer Profit 
* For Less Service Trouble 
* For Greater Customer Satisfaction 





SAN-EQUIP INC. 
610 Bast Brighton Avenue, Syracuse, N. Y. 


SARMELEE sfx 
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modern and ctactele 


Quick Service 


When you want replacement Push Nipples quickly 
—think of Parmelee. Orders shipped the day re- 
ceived. Complete stock. Push Nipples to fit any 
style, type or size of cast iron radiation ever made 
in this country. Ezact fit guaranteed. Send sam- 
ple or sketch giving accurate dimensions. Rust- 
resistant finish if desired. Also boiler nipples. 


PARMELEE MANUFACTURING CORP. 


P. O. Box 121 Frankfort, New York 
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F or Efficiency..Strength 
. » Durability .. Economy 


E-Z RADIATOR €E-Z SEVEN-IN-ONE 
HANGER CONCRETE INSERTS 


Orders shipped on Only one size is needed 











date of receipt re for all size pipe hang- 
gardless of quantities. ers, whether using pipe 
Used by leading ar- or rod. 
chitects, contractors Easily 
and U. S. Govern- ad just- 
ment. Quick, easy in- able with 
Style R stallation. Adjustable play for 
horizontally and ver- ex pan- 
tically. sion. 





@® Write for Details 


HEALY-RUFF COMPANY, 770 Hampden Ave., St. Paul, Minn. 


Also Manufacturers of E-Z Lavatory Hangers 
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A Rexoil Franchise means more 
than just buying oil burners. It 
represents a priceless reputation 
of more than fifteen years of 
friendly, personalized factory co- 
operation plus the finest equip- 
ment that material, time and ex- 
perience can produce. We invite 
your interest in Rexoil Conver- 
sion Burners, Boiler Units, Fur- 
nace Units, and Air Conditioners, 


REIF-REXOIL, INC. 


BUFFALO, N. Y. 











STERLING 
Tank Control 


Regulates tempera- 
ture of liquids in 
tanks. 

Can be used on 
water tanks, cooking 
kettles, sterilizers, etc. 


WRITE FOR BULLETIN No. 361 


STERLING ENGINEERING CO. 


3738 N. Holton Street, Milwaukee, Wisconsin 
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-WARNOCK- 


The Warnock wrench is easy to adjust. The strap is arranged in such a 
way that it can be drawn absolutely tight in one movement. Notice, 
too, that this strap is triple folded at the point of greatest strain. 


For chrome, brass and nickel plated pipe 


WARNOCK MFG. CO., Worcester, Mass. 
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discount bank. This was, in effect, the break-down of 
the last obstruction which prevented Title II of FHA 
from reaching its full potentialities.** By May exten- 
sion of FHA had become a fact. Although amended in 
form, provisions regarding the insurance of loans for 
plumbing and heating systems were not changed, but 
extension provisions excluded loans on movable equip- 
ment. During April, when legislation passed Congress, 
activities of FHA were extended to April 1, 1937.*** 
Then in December, further agitation for still another 
extension of FHA was started. Thus, as a year ago, the 
question of continuance is a pertinent one and now, as 
then, high hope is held for its passage.**** 


*DE, Jan., pp. 56 and 77; **DE, March, p. 63; ***DE, May, p. 61; 
we**DE, Dec., p. 61. 


Action— 


(Continued from Page 68) 
Grocery Company cannot be included.”’ 

When the Commission’s attorney began going into 
the retail end of the picture, the question of interstate 
commerce came up. The discussion between the attor- 
neys of both sides and the trial examiner are highly 
interesting as they illustrate the different positions taken 
on this matter. Respondent’s attorney objected to the 
questioning of the first retailer who took the stand, until 
it was established that this retailer bought and sold his 
goods in interstate commerce. It was then established 
that this particular retailer buys from the Kraft-Phenix 
Cheese Corporation in Chicago and sells these products 
to the consumer over the counter in his Chicago store, 
making no deliveries. Discussing his position on this 
question, the attorney for the Commission says: 

“In the first place, the respondent must be engaged 
in interstate commerce. The respondent is engaged in 
interstate commerce generally. It is unlawful if such a 
person in the course of interstate commerce directly or 
indirectly discriminates in price between different pur 
chasers. The price in this case is set in the Kraft office 
here in Chicago; a nationwide price which is made ef- 
feetive in all retail sales in the United States whether 
the Kraft organization sells to KADI, a partially owned 
subsidiary or an independent wholesaler. Its prices with 
the discounts are made effective in all parts of the United 
States. Of course, it is our position in this case that 
the interstate commerce character of these shipments 
continues up to and including the sale of Kraft products 
to the retailer for the reason that Kraft has by a nation- 
wide campaign built up a demand among consumers for 
its products and solicited a patronage of its products all 
over the United States. In furtherance of that policy 
the products move in a continuous flow from the ware- 
house, to the trucks, to the retailer, to the consumer. It 
is immaterial from our viewpoint how Kraft makes this 
price effective if it does make it effective. If they occur 
in the course of the interstate commerce the interstate 
commerce must continue until the sale to the retailer.” 

At another time the counsel for the Commission made 
the following statement on the same point: 

“In order to clarify the position of the counsel for the 
Commission as to his position concerning interstate com- 
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merce, it is my contention that any retailer who is buy- 
ing Kraft products for resale to the consumer and who 
is engaged in the business of reselling those products or 
buying those products from Kraft and reselling them 
to the general public, is engaged in interstate commerce 
insofar as his buying activities are concerned; that the 
purchase by the smaller retailer is an interstate transac- 
tion regardless of whether that purchase is made from 
the respondent corporation, whether it is made through a 
wholly-owned subsidiary, whether it is made through a 
partially owned subsidiary, or whether it is made through 
an independent wholesaler, an independent jobber or 
wagon-man, or whether it is made between two of these 
factors. In other words, my position is that the inter- 
state commerce character of this cheese and these salad 
dressings under the facts as shown by this record con- 
tinues in-so-far as those products are concerned until 
they reach the retailer, regardless of the channels through 
which they pass in the meantime. Therefore, it is really 
immaterial by what channels the retailer obtains these 
products. The act is intended to reach discrimination 
between purchasers of like grade commodities. The 
question of whether they buy directly or indirectly is 
immaterial. As far as the effect on competition is con- 
cerned, the act certainly contemplates that that effect may 
vovern either between the manufacturer and his com- 
petitor, or between any customer of the manufacturer 
and it is my contention that the word ‘customer’ includes 
every retailer handling Kraft products in this country, 
no matter by what particular channel the retailer ob- 
tains these products.” 


PARALLEL CASE AS EXAMPLE 


The discussion between the Trial Examiner and coun- 
sel for the respondent continued: 

Trial Examiner: “Let’s assume that ‘A’ is the re- 
spondent, and it is shown that ‘A’ sells in interstate com- 
merce a product on which he gives these quantity 
discounts. He ships from Chicago to retailers in In- 
diana. Let us further assume that the retailers in 
Indiana own an intrastate business. But you must go 
a step further and show that the people in Indiana are 
also engaged in interstate commerce. If that is true, this 
whole statute would seem to be futile to me, because it 
must be obvious that a retailer is a man who sells to 
the consumer and the retailer always sells in intrastate 
commerce. Now we must assume that Congress knows 
and had that in mind when they passed this Act and 
therefore, if that is true, must we not further assume 
that Congress intended that this Act should have force 
and effect and that it would apply in case where a 
retailer was engaged if: intrastate commerce ?” 

Attorney Respondent: “This witness sells exclusively 
in Chicago. I don’t think there is anything in the rec- 
ords to show where they come from. The whole transac- 
tion takes place in Chicago. Respondent is in Chicago; 
Witness is in Chicago; and in turn sells the products in 
Chicago.” 

Attorney for Commission: “‘The sales by this retailer 
to the consumer come from Green Bay, Wisconsin, to 
the warehouse in Chicago and to-this witness’ company.” 

The trial examiner then said for purposes of the rec- 
ords: “Before passing on this objection of counsel | 
think there is one point that should be cleared up. As I 
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Sell Modernization to 
Users of Process Steam 


Heating contractors are developing attractive business in 
modernizing faulty and obsolete Process Steam installations 
with Webster Series ‘78’ Thermostatic Traps. Buile to 
stand up under process pressures— 10 to 125 lbs. per sq. in. 
as used in industrial, chemical and textile manutacture and 
in many non-industrial processes, such as sterilizing in hos- 
pitals, cooking in hotels and drying in lumber kilns. Built 
to insure automatic, continuous and complete discharge of 
air and water of condensation. Ask for Catalog B-1200. 
WARREN WEBSTER & CO., 1637 Federal St., Camden, N. J. 


Pioneers of the Vacuum System of Steam Heating—Established 1888 
Branches in 60 principal U. S. Cities— Darling Bros., Lted., Montreal, Canada 
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understand it, it is conceded by counsel for the Commis- 
sion that the goods purchased from the respondent by 
the company of which this witness is president are goods 
which were shipped by the respondent from the place 
of manufacture to the manufacturer’s place of business 
in Chicago and from said place of business in Chicago 
were delivered to the company of which this witness is 
president in the city of Chicago. Is that correct?” 







































IMPORTANT FEATURES OF THIS CASE 


Attorney for Commission: “That is correct.” 

Trial Examiner: “We now come to consider one of 
the most important features of this case, as I take it, a 
question which might well have been expected and that 
is the question of interstate commerce. There is con- 
tention of counsel for the respondent that in order for 
the testimony to be admissible it must be shown that the 
retailer first must have secured his product from the 
respondent and that this transaction must have been 
interstate in character, and that is that the goods must 
have been shipped by the respondent to the retail cus- 
tomer from some point outside of the state where the 
retail customers are located and further that it is neces- 
sary that the customer, the retailer, should likewise sell 
the commodity in interstate commerce and not in intra- 
state commerce.” 

Attorney for Respondent: “It is my contention that 
there must be a showing of lessening of competition as 
a result of the discount.” 

Trial Examiner: ‘Now it is contended upon the part 
of the attorney for the Commission that where a re- 
spondent goes from his place of manufacture, into other 
states where it maintains warehouses, and makes sales 
from such warehouses to customers located in the same 
state in which the warehouses are located, then the trans- 
action still maintains the character of an interstate 
transaction. This is only the second case which has 
been instituted under the Robinson-Patman Act. I feel 
that whatever my view may be as to the character of 
such a transaction and whatever my view may be as to 
whether it is necessary to show that the retailer is also 
engaged in interstate commerce, I should not preclude 
the admission of testimony which would tend to estab- 
lish a case based upon the theory that transactions, such 
as I have just indicated, and transactions in which the 
retailer is engaged in selling the product in intrastate 
commerce, are interstate in character. In view of the 
fact that we are engaged in an attempt to enforce an 
entirely new law, I feel that I should not so restrict the 
issues as to exclude transactions in which the retailer is | 
engaged exclusively in intrastate commerce, because it 
may be that under a proper construction of this Act 
such transactions come within the purview of the Statute, 
and if such testimony is excluded there would be no 
opportunity in this case to test out this question. There- 
fore I am going to overrule the objection of counsel for : 
the respondent and give him an exception. In order : 
that counsel on both sides may understand the views 
of the trial examiner insofar as they relate to the scope 
of this inquiry, we will state that I am going to permit 
testimony to be introduced showing transactions between 
the respondent and retailers even though the delivery 
is actually made to such retailers from a warehouse of 
| the respondent located in the state where such retailers 
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are located, if it is shown that the product of the respond- 
ent originated in some other state and was shipped by 
it to the warehouse located in the state where the re- 
tailer is located. Also I am going to permit testimony to 
be introduced showing the transactions carried on be- 
tween the respondent and retailers, where such retailers 
are engaged wholly in intrastate commerce. My pur- 
pose in doing this, as I have indicated before, is that 
this record shall contain matter necessary for a final 
adjudication of these two questions which could not be 
adjudicated if the testimony was excluded. Counsel for 
the respondent may have an exception to this ruling. 
Off the record. Personally, I have my own views about 
both of these questions, but what my views are I don’t 
think would interest anybody. But at least what I am 
trying to do now is to get this record in such shape 
that it will make a test case on this question. If I ex- 
clude this testimony there would be nothing in this case 
upon which any final determination may be made. If I 
am wrong in this you have your remedy not only before 
the Commission but in the Courts. I take it that every- 
body wants these cases, that will ultimately go to the 
Supreme Court, tested out and I think the Court ought 
to have a record.” 


“PRICE BASED ON COMPETITION” 


After this ruling, the retailer was allowed to say that 
his selling price was based mainly on competition. Chain 
store prices must be met, the witness said. On cross- 
examination he stated that the new price lists of Kraft- 
Phenix Cheese Corporation did not affect his pricing 
policy. 

The attorney for the Commission then called to the 
witness stand in succession, over thirty retailers. Four 
or five of these were representatives of large retail stores, 
all of whom testified that they bought Kraft products 
direct from the Kraft-Phenix Corporation and received 
the regular quantity discounts as set forth in price lists. 
Their price to the consumers is based upon competition, 
cost and the rate of turnover. Upon cross-examination 
by counsel for respondent, it was brought out that the 
price policies of these concerns have not been changed 
since Kraft-Phenix Cheese Corporation price lists were 
issued ; the discount has made no difference in the price 
to the consumer. The fact of competition among retail- 
ers in selling to the consumer was also brought out by 
these witnesses. 

The smaller retailers testified that they did not buy 
in large enough quantities to obtain the discount. Thus, 
one testified as follows: . | 

Q. Why don’t you buy Kraft loaf cheese in larger 
quantities ? 

A. It does not turn over fast enough for me te buy 
larger quantities. 

Q. In other words, it would be uneconomical for you 
to buy in quantities of $5 00? 

em you have it too long in the ice box, it becomes 
hard. It is not salable. 

Another small retailer testified as follows: 

. You get $2.50 to $3.00 a week of package cheese ? 

Yes. 


(). The Sanchez driver comes once a week? 


A. Yes. 
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Look for the Arm-and-Hammer 


G BROS. 


Improved PIPE WRENCHES 


Just grip this wrench and you will feel the dif- 
ference. It seems a part of you. Takes a posi- 
tive hold without wobble or rattle. It cannot 
be equalled for its features are patented. 
10 major design improvements: No clumsy 
**frame.’’ Nut can't fall out. Heavy forged- 
in lugs to take up side strain. Coil spring. 
Handle heaviest at point of strain. Re- 
placeable tool steel jaws. Self-cleaning 
(ball and socket) action. No projection 

below line of handle. All steel. 


ARMSTRONG BROS. TOOL CO. 





Write ‘‘The Tool Holder People” 
or 323 North Francisco Avenue 
Circular CHICAGO, U. S. A. 

















| LONG, TROUBLE-FREE 
SERVICE 


The patented seam and spud 
construction makes REI- 
CHERT Solderless Heavy 
Gauge Sheet Copper 
FLOATS the world’s strong- 
est. Thoroughly inspected, 
tested and guaranteed leak- 
proof. Write for folder on 
entire line of floats and rub- 
ber tank balls. 


THE REICHERT FLOAT @ MFG. CO. 
2238 Smead Avenue Telede, Ohie pon 
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HEAT CONTROL 


for one pipe steam heating 
NYAVCO six speed orifice control air valves—easy to install, 
easier to adjust—perfect heat equalization. 

Write for explanatory literature and free trial offer. 
A SUPER VENT CONTROL MEDIUM 
Made by “Makers of Air Valves Since 1898” 
NEW YORK AIR VALVE CORP. 


611-621 BROADWAY NEW YORK CITY 












































LET ME HELP YOU 
for fifteen days 


® I am the Practical Recording Thermometer 
—portable, dependable and easy to use. Hun- 
dreds of heating dealers use me in selling and 
service work. I give them 24 hour tempera- 
ture records on a 4 inch, easy-to-read chart. 
Pen and bi-metal element built in door, swing- 
ing out of way when chart is changed. Let 
me work for you for 15 days on a trial basis. 
Write fer information abeut this 15 Day Trial 
offer. 
Practical Instrument Company 
2711 N. Ashland, Chicage 
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(). That stock lasts you about a week? 

A. Yes. 

©. If he came around every two weeks and .you 
hought $6 worth, it would last you two weeks? 

A. Yes. 

(). No reason why you couldn't do that if you wanted 
to, 1s there ? 

A. If I wanted to, yes. 

During the examination of one of these men, it ap- 
peared that he had made his purchases of Kraft products 
from independent wholesalers and not from Kraft-Phenix 
Cheese Corporation direct. In the discussion of the rele- 
vancy of his testimony, the following comments were 
made by the trial examiner in charge of the hearing: 

“IT might say for the in- 
formation of counsel for the 
respondent that it is my 
opinion that it is competent 
tor the Commission to show 
the effect of respondent’s 
method of operation; that 
is, assuming that the respon- 
dent gives the discount as 
charged in the complaint. 
In that event, I think it is 
competent for the Commis- 
sion to show the effect of 
such transactions upon re- 
tailers other than those who 
receive these commissions. 
This question of the effect 
on commerce and the ten- 
dency to create a monopoly 
as charged in the complaint. 

“Independent of whether 
they purchase from the re- 
spondent direct or from a 
person entirely disassociat- 
ed with the respondent, if it 
is established that the re- 
spondent does not give these 
commissions except on the 
amounts indicated in these 
various Kraft price lists, 
then I think it is competent for the Commission to show 
independently from whom the products are purchased, 
the effect on the retailers who buy in such small quanti- 
ties that they can’t secure that discount, and that whether 
or not they buy from the respondent or buy from some 
one else. I think the scope of this inquiry is sufficiently 
hroad to permit that line of testimony and for the infor- 
mation of counsel on both sides, I may say that is my 
view of the law and the rules of evidence in this case. 
I am going to admit testimony showing the fact, if it is 
a fact, that there are retailers who are unable because 
of small purchases to secure these discounts, and then 
this may be followed up by showing the effect on these 
retailers.” 

Again, he said: 

“As I have indicated, I am admitting this testimony 
for the purpose of showing the effect upon the retailers 
who purchase respondent’s products in amounts less than 

*What’s your idea for a cartoon? The idea for the cartoon on this 


page was suggested by C. H. G., Tron Mountain, Mich. Readers who send 
in tdeas acceptable for future cartoons will receive the original drawing. 
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the amounts upon which the respondent allows the dis- 
count referred to in the complaint. This is independent 
of the question as to whether they purchase from the 
respondent or from some one else, because this testimony 
has a tendency to establish the charge in the complaint 
respecting the effect upon competition of the alleged 
practices of the respondent.” 


THE CASE IS CONTINUED 


Counsel for the Commission has asked ten days from 
December 30th, 1936, in which to rest the Commission s 
case, to ask for an additional hearing, or to file an 
appeal from the trial examiner's rulings. Therefore, the 
hearing was adjourned to 
an indefinite date with the 
understanding that it will be 
fixed by agreement between 
the counsel for the respond- 
ent, the counsel for thie 
Commission and the trial 
examiner. 

Briefly, then, the attorney 
for the Federal Trade Com- 
mission has thus far pro- 
duced evidence tending to 
show that the Kraft-Phenix 
Cheese Corporation, re- 
spondent in this case, manu- 
factures and sells cheese 
products giving quantity 
discounts to retailers in in- 
terstate commerce and 
which he contends results 
in a lessening of competition 
or tends towards creating a 
monopoly. If the Commis- 
sion rests its case here, the 
respondent, of course, has an 
opportunity to justify this 
price discrimination by 


tials only make due allow- 

ances for differences in the 

cost ot manufacture, sale or delivery resulting from the 

differing methods or quantities sold, or that the sales are 

not subject to the Act, because they are not made in 
interstate commerce. 


EVIDENCE THUS FAR PRODUCED 


iriefly, then, the attorney for the Federal Trade Com 
mission has thus far produced evidence tending to show 
that the Kraft-Phenix Cheese Corporation, respondent 
in this case, manufactures and sells cheese products giv- 
ing quantity discounts to retailers in interstate commerce 
and which he contends results in a lessening of compett- 
tion or tends towards creating a monopoly. If the Com 
nussion rests its case here, the respondent, of course, 
has an opportunity to justify this price discrimination 
by showing that the differentials only make due allow 
ances for differences in the cost of manufacture, sal: 
or delivery resulting from the differing methods or quan 
tities sold, or that the sales are not subject to the Act, 
because they are not in interstate commerce. 
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3 cents for each word including heading and address. Count seven words for keved address. Minimum $2.00 for each insertion. One inch $4.00. 


Cash must accompany order. 


Copy should reach us eight days in advance of publication date. 








Situations Open 





CREST — THE SPECIALTIES THAT 

are special—Invites your application 
as salesman direct to Master Plumbers. 
Write fully and confidentially, giving 
your complete selling experience. Ad- 
dress CREST MFG. CO., 463 48th Ave., 
Long Island City, New York. 





OPPORTUNITY FOR INDUSTRIAL 
SALES ENGINEERS 


We have immediate openings for several 
experienced industrial sales engineers. Direct 
factory connection, salary, bonus and ex- 
penses. Only men with engineering back- 
ground and proven sales records considered. 
Car essential. Experience in combustion 
equipment decided advantage. Send full 
details of your qualifications, enclosing 
recent photograph. Iron Fireman Manufac- 
turing Co., 3170 West 106th Street, Cleve- 
land, Ohio. 


SALESMEN WANTED — LARGE 

plumbing and heating supply house 
well rated, requires services of good 
men to cover various territories ona 
commission basis. FKarning possibilities 
unlimited, as we have the price, the 
merchandise, and a 20 year background 
of gradual increase in sales. Write us 
stating details as to your qualifications 
and the class of trade you have called 
on. Your letter will be held in strict 
confidence. Address Key 329-D, “Do- 
mestic Engineering,’ 1900 Prairie Ave- 
nue, Chicago, Illinois. 


SALESMAN WANTED 


SALESMAN — UNUSUAL OPPORTUNITY 
FOR MAN WELL _ ESTABLISHED _IN 
BROOKLYN. EXCLUSIVE K 
TERRITORY ON SIX WELL KNOWN 
T 


EARNING CAPACITY. ADDRESS KEY 
334-D, “DOMESTIC ENGINEERING,” 1900 
PRAIRIE AVENUE, CHICAGO, ILLINOIS. 
HERCULES — CHEMICAL PRODUCTS 

that are well Known to plumbers 
throughout the U. S. would like to hear 
from salesmen with large acquaintance- 
ship with Master Plumbers in the New 
York Metropolitan area, as well as 
Michigan and Ohio, also Southern 
States. Other territory changes con- 
templated. Send full details, of selling 
experience, age, acquaintanceship in 
the trade, with first letter. Address 
HERCULES CHEMICAL CO., INC., 332 
Canal St., New York City. 








SALES REPRESENTATIVES WANTED. 
A long established manufacturer of 
Vapor and vacuum heating specialties 
desires to make connections with a 
salesman or sales organization who is 
at present engaged in selling allied 
equipment to architects, engineers and 
heating contractors in the Pittsburgh, 
Penna. and Kansas City, Mo. territories. 
e have exclusive territory to offer. 
All replies confidential. Address Key 
$19-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 


SEWER ROD GUIDE—NEW, PRAC- 
tical, efficient, a ready market to 
Plumbers, Municipalities, Institutions. 
ete, write for complete details. Address 
Key 324-D, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 


SALESMEN ACQUAINTED WITH 

Plumbing supply jobbers to sell full 
chemical specialty line. Side line con- 
sidered, several territories open. Ad- 
dress RENU PRODUCTS, INC., White- 
Stone, New York, Independence 3-7965. 


Situations | Wanted 


SALESMAN, SALES MANAGER—HAS 

over ten years’ successful traveling, 
executive, experience, wholesale plumb- 
ng. heating, mill su plies. bxcellent 
reterences. Address ey 326-D, “Do- 
mestic Engineering,” 1900 Prairie Ave- 
hue, Chicago, Illinois. 











EXPERIENCED TRAVELING SALES- 
man, Christian, best reference. 
Wishes to represent wholesaler, manu- 
facturer. Where plumbing, heating, 
engineering ability is required. Under- 
stands contractors’ problems A-Z. Also 
master licensed plumber. Lifetime ex- 
perience. Anywhere. Address Key 
327-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, L[llinois. 








THOROUGHLY EXPERIENCED DE- 
signer-Draftsman, 37 years old, de- 
sires connection with a reliable firm of 
Consulting Engineers, Architects, 
Builders, Plumbing, Heating or Ajir 
Conditioning Contractors. Free to go 
anywhere. Address Key 323-D, ‘“Do- 
mestic Engineering,’ 1900 Prairie Ave- 
nue, Chicago, Illinois. 
YOUNG MAN WITH TEN YEARS 
sales and engineering experience de- 
sires position with supply or specialty 
organization. Prefer middle west, but 
can go anywhere. Address Key 305-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 








Representatives Wanted 

PROMINENT MANUFACTURER OF 

complete line vitreous china plumb- 
ing fixtures desires representation on 
commission basis in following terri- 
tory. Akron, Canton, Cleveland, Toledo, 
headquarters Cleveland. Unusual op- 
portunity to obtain desirable well-rec- 
ognized quality line. Give full details 
previous experience, other lines handled, 
ete., When replying. Address Key 322-D, 
“Domestic Engineering,’ 1900 Prairie 
Avenue, Chicago, Illinois. , 


MANUFACTURER IS OPEN FOR COM- 

mission representation in New York 
and parts of New E’ngland. Reply must 
state age, lines now carried, exact class 
of jobbers covered, how often, refer- 
ences and full information. Address 
Key 318-D, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 


WANTED: SALES REPRESENTA- 

tives for states of Iowa, Kentucky, 
West Virginia and Virginia by nation- 
ally Known manufacturer of thermo- 
static traps and other heating special- 
ties. Commission basis. Advise lines 
now handling. Address Key 330-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 


EXCEPTIONAL PROFITS FOR ESTAB- 

lished representatives in severa] 
virgin territories in every state. 
Nationally advertised product, 8 years 
background, 24 hour service. Only 
qualified representation desired. Ad- 
dress ROCHESTER CIRCULATOR 
CORPORATION, P. O. Box 23, Roches- 
ter, N. Y. 











Lines Wanted 


TWENTY-FIVE YEARS IN PLUMBING 

and heating supply and _ specialty 
business, with following in Chicago 
and suburbs. Wants lines as manufac- 
turers’ representative. Address Key 
325-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 


Heating Sales Representative 


Experienced sales representative with ex- 
tensive knowledge of the heating industry, 
desires progressive lines of heating boilers, 
radiators and specialties for New England. 
High grade references furnished. Address 
Key 331-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 


MANUFACTURER OF PLUMBING 

specialties, national distribution, 
wants lines for jobbing trade. Will 
consider distributing or manufacturing 
articles of merit only. Address Key 
320-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 
MANUFACTURERS’ AGENT WITH 

experienced sales organization, cov- 
ering jobbers in Chicago Metropolitan 
District, Milwaukee, States of Illinois, 
Wisconsin, Northern Indiana, is open 
for an additional volume line of plumb- 
ing or heating supplies. Warehouse 
facilities if desired. A-l references. 
Address Key 333-D, “Domestic Engi- 
neering,” 1900 Prairie Avenue, Chicago, 
Illinois, 





ESTABLISHED SALES ORGANIZA- 

tion desires additional lines of re- 
sponsible manufacturers for metropoli- 
tan New York. Address Key 304-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 


For Sale 

FOR SALE IN FLORIDA—PLUMBING- 

heating-sheet metal business estab- 
lished 17 years. General Electric Re- 
frigerators, Oil Burners, Pumps. Deo 
not reply unless interested in best 
Florida has to offer. Address Key 
282-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 
FOR SALE — ESTABLISHED AND 

profitable plumbing and sheet metal 
business located near Poughkeepsie, 
New York. Owner retiring, ill health. 
Investigation invited. Price $2500. In- 
cludes building and = stock. Address 
Key 332-D, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois 


Business Opportunities 

TRANSFER OF WELL ESTABLISHED 

plumbing and heating business. 
Owner in poor health. Excellent op- 
portunity for capable working foreman 
and helper to enlarge on present grow 
ing field. No capital required. Inter- 
view invited. Address Key 328-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Lllinois. 


Wanted to Buy 
ONBE USED “TOLEDO” NO. NINE 
Ninety Nine or No. One Thousand M. 
Power Pipe Machine. State price, age 
and condition. Address HENRY REU- 
TER, 109 N. Perry Avenue, Peoria, 
[llinois. 


Miscellaneous 
WITH 


HAROLD ELECTRIC 
MODEL E THAWER 


Denver plumber in winter of 1929-30 
thawed 300 services, $3,000.00 worth 
of business. A GOOD INVESTMENT. 


Order yours and really make money. 
Order now before the next freeze. 


HAROLD ELECTRIC CO. 
Walla Walla Washingten 


PIPE COUPLINGS 


We can turn your old surplus pipe couplings 
into CASH or, if you need pipe couplings we 
can supply you from stock AT A SAVING. 
Write 


Russell F. Kleinman 


315-17 No. and St., Philadelphia, Pa. 


PLUMBERS’ BIN LABELS 


@ J2*; 
RED. ELLS 


Send for samples and prices of card holders, 
bin , and free booklets: “How to Lay 
Out the Plumbing Shop.” Haddon Bin Label 
Co., Haddon Heights, N. J. 


You MUST Keep Accurate 
SOCIAL SECURITY RECORDS 


We offer a COMPLETE OUTFIT, consisting 
of 1 Ring Binder, with Index, 50 Employees’ 
Personal Record Sheets, and 50 Employees’ 
Earnings Record Sheets, 8x10 inches, every- 
thing you need to keep accurate records 
covering Federal and State Unemployment 
Acts, and the OLD AGE BENEFIT Act, 
postpaid $4. 
LOUIS FINK & SONS CO. 

Trades Building, Laure! Springs, N. J. 
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WHERE CORROSION 
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...1s a problem 
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— 
WALWORTH C.N.I. 


GENERAL RECOMMENDATIONS : 
Sewage Disposal Lines; —, 

| > an ; 
CHEMICAL PROPERTIES] acid Lines 60 deg. Bé. an over 
Nickel 0.30 to 0.50 / Condenser Coils; vee —, oa 


ALLOY PIPE 








; , Li 
; 0.30 Dye Vat Waste s; Salt 
eee 0.70 0.80 Waste Water Lines; Soap Line . 
ngane oo an , ss ete. 
Silicon 2.25 2.40 Water Lines; ete or threaded ends 


3.20 3.40 Made in plain 


Total Carbon in any transporta 


. length; also 
Phosphorus Under a i = ag — 
— “Pipe Fittings also supplied o 


' of 


ALWORTH NI-RESIST PIPE 


GENERAL RECO 


Laborator Ww 
12.00 to 15.000, | Lines; Hyden 















W 


CHEMICAL PROPERTIES 
Nickel 
Copper 


MMENDATIONsS. 


Lines; Caustic 


h \ 


ric Acid Lines 
Peratures; ete., 
Made in 


Silicon 1.90 
Total Carbon 27 2.40 


Phosphoru er 
Sulphur ) Under 


etc. 
Plain or threaded ends 
Fength; also 


Sow 
OD ew 
Noo 





supplied of Ni-Resist. &* are also 





Industry has learned that where corrosion available in sizes 114 to 8 inches, inclusive, 
is a problem, Walworth Cast Pipes effect with the wall thickness and outside dimen- 
real economy in pipe-line maintenance sions of extra-heavy steel pipe. All three 
costs. The scope of these Walworth prod- corrosion - resistant pipes are now sup- 
ucts is a broad one and is given here only _ plied with expansion joints and can be 
in part. supplied in any transportable length. The 

These pipes can be readily cut and pipe is available with plain ends: 
threaded with standard pipe thread by threaded: beveled for welding; flanged 
ordinary hand or power tools. They are end; or grooved for special couplings. 







VALVES 
FITTINGS 
and TOOLS 





WALWORTH COMPANY 
60 EAST 42nd STREET, NEW YORK 





















Hydrochlori g. ‘ 
- - yarochloric Acid © ty 
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Chromium 12; $3 Bm Lines; Sulphurite Pul write 2 . 
Ma, .2: .25 low Pit and W p_ Mill q< 
eanese 0.90 1.20 Sulphu aste Lines ; Weak | 





DISTRIBUTORS IN PRINCIPAL 
CITIES THROUGHOUT THE WORLD 
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January 25th 
1937 


HE new 1937 Edition of the A.S.H.V.E. Guide will soon be off 
the press. 


Thoroughly revised and brought up-to-date, this big 1937 Edition 
will contain 44 chapters of practical usable information—many 


more pages than last year. 


Under the supervision of the Guide Publication Committee the 
entire book has been checked, revised and brought right up to 
the minute. New material and new illustrations have been added. 
Nowhere else can such a wealth of authoritative information on 
the subjects of heating. ventilating and air conditioning be 
obtained. Place your order now for this 12 months’ engineering 
service that is always on hand ready to give the right answer to 
your problems. 


Contents of The A.S.H.V.E. Guide 1937 


. Humidification. 


Chapters 

. Air, Water and Steam 

. Retrigeration 

Physical and Physiological 
Principles of Air Condition- 


ing 

. Natural Ventilation 

. Heat Transmission 

ficients and Tables 

. Air Leakage 

. Heating Load 

. Cooling Load 

. Central Systems for Heat- 

g and Humidi 

. Central Systems for Cool- 

ing and Dehumidifying 

- Cooling Methods 
Dehumidifi- 


cation and Water Cooling 
Equipment 
Ventilators. 


' Air Conditioning and Cool- 
ing Units 


Coef- 


. Automatic Control 


Air Pollution 
. Air Cleaning Devices 


. Fans 
- Sound Control 
. Air 


Distribution 
. Air Duct Design 
+4 Industrial Exhaust Systems 


. Railway Air Conditioning 


23. 


Chapters 
Gravity Warm Air Furnace 
Systems 
echanical Warm Air 
nace Systems 


Fur- 


. Boilers 


. Chimneys and Draft Calcu- 


lations 


. Fuels and Combustion 
. Automatic Fuel Burning 


Equipment 


- Heat and Fuel Utilization 


Radiators and Gravity Con- 
vectors 


. Steam Heating Systems 
2. Piping for Steam Heating 


. Hot 


Systems 
Water ee Sys- 
me and Pip 
Fittings, “Weiding P 
ater up 4 ping an 
Water Hea 


. Insulation of "pistes 
. District Heating 

. Radiant Heatin 

. Electrical Hea 


. Air 

. Dryin 

- Elect 4. 
trols 


44. 


Cendiliening for Indus- 
trial gy 
tems 
otors and Con- 


Methods and Instru- 
ments 
Terminology 


SINGLE COPIES $5.00 





| MAIL TODAY 








O make certain of receiving your copy of the new A.S.H.V.E. Guide 
1937 fill out and mail the attached coupon together with check or 
money order for $5.00 


The new Guide will contain over 1150 pages consisting of 44 chapters 
of revised text pages and 280 pages of Manufacturers’ Catalog Data. 
6x3 in.—New Blue Flexible Binding. 


Because of the up-to-date nature of the material contained in The 
Guide 1937, it is indispensable to engineers, architects, contractors. 
students and others engaged in heating. ventilating or air conditioning. 


The 1936 Edition was completely exhausted some months ago—make 
sure of your copy of the 1937 Edition—order today. 


g 

‘ORDER BLAN Ks: 

5 ow oo oe oe oe oe oe os oe eo oe oe oe oe oe ee oe oe oe 

AMERICAN SOCIETY OF HEATING AND 
VENTILATING ENGINEERS 


51 MADISON AVENUE, NEW YORK, N. Y. 

Enclosed is $5.00 for which send me as soon as ready 
a copy of the A.S.H.V.E. Guide 1937. It is understood I 
may return it within 10 days, if it is not satisfactory and 
you will refund my remittance. 


City end State 7 DE 


REMITTANCE MUST ACCOMPANY ORDER 











